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KNOWLEDGE  CENTER 
MOBILE  &  WIRELESS 


Tiny  Gadgets, 
Huge  Costs 

The  initial  price  of  PDAs,  BlackBerries 
and  cell  phones  is  low.  But  the  hidden 
costs,  such  as  airtime  and  help  desk 
support,  add  up  fast.  This  special  re¬ 
port  will  help  you  identify  and  manage  those  costs,  so 
you  can  take  control  of  a  potentially  chaotic  situation. 

Stories  begin  on  page  27. 

ONLINE  EXCLUSIVE 

A  road  warrior’s  guide  to  cellular  network  coverage  and  "dead  cell  zones”: 
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Bay  Area  Goes  Wireless 
To  Secure  Bridges,  Tunnels 


Surveillance  system  uses  video-over-IP  tools 
to  transmit  images  to  California  command  post 


BY  BOB  BREWIN 

In  a  homeland  security  proj¬ 
ect,  the  California  Department 
of  Transportation  is  using 
multiple  wireless  sys¬ 
tems  to  transmit  sur¬ 
veillance  data  from 
seven  bridges  and 


CRITICAL 

INFRAS  RUCTURE 


Bay  Area  Surveillance  En¬ 
hancement  project.  BASE  in¬ 
cludes  installation  of  up  to  15 
point-to-point  wireless  links 
spanning  distances  of 
as  much  as  16  miles 
each  and  transmitting 
data  at  90M  bit/sec., 


three  tunnels  in  the  San  Fran¬ 
cisco  Bay  area  to  a  command 
center  in  Oakland. 

The  department,  known  as 
Caltrans,  has  completed  the 
first  phase  of  the  $20  million 


according  to  IT  industry  exec¬ 
utives  involved  in  the  project. 
The  wireless  technology  is  be¬ 
ing  tied  to  250  video  cameras 
that  will  use  video-over-IP 
technology  to  transmit  images 


HP  Is  Homeland  Merger  Model 


Union  with  Compaq 
offers  guidance  as  feds 
merge  22  agencies 

BY  DAN  VERTON 

NEW  YORK 

White  House  officials  are  qui¬ 
etly  studying  this  year’s  merg¬ 
er  of  Hewlett-Packard  Co.  and 
Compaq  Computer  Corp.  in  an 
effort  to  enhance  their  chances 
of  succeeding  in  the  mother  of 
all  mergers:  the  formation  of 
the  Department  of  Homeland 
Security. 

But  while  the  HP/Compaq 
merger  and  others  like  it  in 
the  private  sector  can  offer 
important  tips  about  how  to 
manage  IT  integration  on  a 
massive  scale,  government  of¬ 
ficials  warn  that  the  ongoing 


ALSO  AT  INF0SEC: 

Sprint  Corp.  CS0  Robert  Fox  says 
vendors  must  run  security  tests  on 
software  before  he’ll  buy  it.  Page  4 


homeland  security  reorganiza¬ 
tion  and  integration  effort  is 
unparalleled  and  will  take 
years  to  complete. 

Speaking  last  week  at  Info- 
security  2002  here,  Robert 
Shepherd  of  the  Office  of 
Homeland  Security  said  White 
House  officials  have  met  with 
HP  executives  as  well  as  exec- 
Homeland,  page  63 


to  the  command  center. 

Caltrans  activated  the  BASE 
system  at  two  bridges  and  a 
tunnel  in  the  South  Bay  area 
last  month  and  plans  to  turn 
on  the  rest  of  the  technology 
in  February.  Some  details  of 
the  project  are  due  to  be  an¬ 
nounced  this  week  by  Sunny¬ 
vale,  Calif. -based  Proxim 
Corp.,  which  is  supplying  all 
of  the  wireless  equipment. 

Greg  Bayol,  a  spokesman  for 
Caltrans,  said  the  BASE  sys- 

Wireless,  page  63 


The  surveillance  system  being 
installed  by  Caltrans  uses; 

Unlicensed  (5-GHz)  and 
licensed  (23-  and  11-GHz) 
frequencies  for  wireless  trans* 
mission  of  video  images. 

A  combination  of  wireless 
subscriber  units,  base  stations 
and  point-to-point  transmit¬ 
ters  made  by  Proxim. 


Wireless  security  technolo¬ 
gies  such  as  Triple  DES  algo¬ 
rithms  and  the  IPsec  protocol. 


Mixed  Reviews  for  .Net  Licensing 


Per-user  option  gets 
nod;  Terminal  Server 
change  may  be  costly 

BY  CAROL  SLIWA 

Three  licensing  changes  that 
Microsoft  Corp.  has  an¬ 
nounced  for  its  upcoming 
Windows  .Net  Server  2003  op¬ 
erating  system  have  drawn  a 
mix  of  reactions,  including 
concern  among  some  corpo¬ 


rate  customers  who  fear  they 
could  see  unexpected  costs 
slip  their  way. 

One  change  that’s  being  ap¬ 
plauded  will  let  companies 
purchase  client-access  licens¬ 
es  on  a  per-user  basis,  in  addi¬ 
tion  to  the  per-device  option 
they  currently  have. 

Another  tweak  that’s  viewed 
positively  is  the  External  Con¬ 
nector  license  that  replaces 

.Net  Licensing,  page  16 
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Using  .NET  connected  software 

means  a  more  persi 

When  software  lets  you  use  data  to  personalize  customer  connections,  that’s  one  degree  of  separation. 

The  myriad  of  choices  available  to  online  consumers  today  is  staggering.  The  personal  service  available  at  traditional 
businesses  is  largely  absent  online,  and  the  company  that  can  bring  that  feeling  of  familiarity  back  will  reap  huge  rewards. 
Microsoft®  solutions  for  Internet  business  provide  the  tools  you  need  to  build  stronger  relationships  with  your  global 
network  of  customers  and  trading  partners.  Scalable  user  and  content  profiling  allows  you  to  target  content  and  engage 
customers  and  partners  with  more  personalized  options,  including  customer-specific  catalogs  with  custom  pricing  and 
product  information  in  multiple  currencies  and  languages. 

You  can  aggregate  profile  data  from  multiple  underlying  data  sources  to  leverage  existing  technology  investments 
and  enable  richer  profiling  capabilities.  With  built-in  business  analytics,  predict  purchasing  and  browsing  preferences 
by  analyzing  user  behavior,  all  while  delivering  real-time  recommendations.  Plus,  through  direct  support  for  XML-based 
data,  companies  can  exchange  catalog  and  order  information  with  partners  and  integrate  order  fulfillment  systems 
for  seamless  transactions.  Find  out  how  .NET  connected  software  can  help  you  connect  with  your  customers  better. 

Go  to  microsoft.com/enterprise  Software  for  the  Agile  Business. 


©  2002  Microsoft  Corporation.  All  rights  reserved.  Microsoft  and  BizTalk  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries.  The  names  of  actual  companies  and  products  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


Dnalized  connection  between  your  company 

I  r  \ 

The  Royal  Canadian  Mint  wanted  to  reach  its  diverse  worldwide  customers,  expand  sales  of  its 
products,  and  deliver  a  highly  customized  consumer  experience,  so  they  used  the  Web  content 
management  capabilities  of  Microsoft  Content  Management  Server  integrated  with  the  e-commerce, 
personalization  and  backend  data  integration  capabilities  of  Microsoft  Commerce  and  BizTaik® 

Servers.  Now  the  Mint  can  publish  content  in  multiple  languages,  draw  on  customer  information 

from  its  legacy  database,  and  feed  online  orders  through  an 
existing  ERP  system,  enabling  the  Royal  Canadian  Mint  to  offer 
customers  a  richer  and  more  personalized  experience. 
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ca  smart  Program  Guideline: 


The  ca  smart  logo  is  only  to  be  used  by  CA 
partners  for  innovative  eBusiness  products 
or  solutions  on  which  CA  technology  resides, 
is  a  component  of,  or  is  otherwise  integrated. 
Which  would  not  include  sporting  goods. 

For  more  information,  visit  ca.com/casmart. 


Computer  Associates™ 


©2001  Computer  Associates  International,  Inc.  (CA).  All  trademarks,  trade  names,  service  marks,  and  logos  referenced  herein  belong  to  their  respective  companies. 
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QuickLink? 

On  some  pages  in  this  is¬ 
sue,  you’ll  see  a  Quick¬ 
Link  code  pointing  toad- 

mIaIaJ 

uiuonai,  reiarea  content 
on  our  Web  site.  Just  en¬ 
ter  that  code  into  our 
QuickLinkbox,  which 
youH  see  at  the  top  of 
each  page  on  oursite. 


KNOWLEDGE  CENTER 
MOBILE  &  WIRELESS 


Tiny  Gadgets,  Huge  Costs 

Wireless  LANs,  PDAs  and  cell  phones 
are  becoming  part  of  the  corporate 
mainstream,  but  IT  shops  have  much  to 
learn.  This  special  report  on  wireless 
and  mobile  computing  will  help  you 
integrate  wireless  LANs  and  keep  a  lid 
on  the  hidden  costs  of  hand¬ 
held  devices. 

PACKAGE  BEGINS  ON  PAGE  27. 
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AT  DEADLINE 


Bank  Hands  Off 
Networks  to  EDS 

Charlotte,  N.C.-based  Bank  of 
America  Corp.  said  it  has  signed 
a  10-year  deal  to  outsource  man¬ 
agement  of  the  voice  and  data 
networks  at  its  U.S.  operations 
to  Electronic  Data  Systems  Corp. 
The  contract  is  valued  at  $4.5 
billion  and  will  take  effect  Feb.  1, 
the  companies  said.  About  1,000 
of  the  bank’s  IT  workers  will  be 
transferred  to  Plano,  Texas- 
based  EDS  as  part  of  the  deal. 


CSC  Buys  Federal 
IT  Services  Firm 

Computer  Sciences  Corp.  (CSC) 
said  it  has  agreed  to  acquire 
DynCorp  Inc.,  a  Reston,  Va.- 
based  company  that  does  IT  ser¬ 
vices  work  for  the  federal  gov¬ 
ernment,  in  a  cash-and-stock 
deal  valued  at  about  $950  mil¬ 
lion.  DynCorp,  which  had  revenue 
of  $2.3  billion  in  the  fiscal  year 
that  ended  Sept.  26,  will  become 
part  of  El  Segundo,  Calif.-based 
CSC’s  federal  IT  services  unit. 


Nortel  Looks  to 
Ease  Funding  Hunt 

Nortel  Networks  Ltd.  said  it’s 
closing  a  $1,175  billion  (U.S.) 
credit  line  as  part  of  a  deal  with 
its  banks  and  debt  holders  that’s 
aimed  at  making  it  easier  for  the 
struggling  company  to  get  new 
financing.  The  agreement  lets 
Brampton,  Ontario-based  Nortel 
use  assets  that  it  had  already 
pledged  under  previous  financing 
arrangements  to  secure  addi¬ 
tional  funding. 


Amdocs,  SBC  in 
Talks  on  IT  Deal 

Chesterfield,  Mo.-based  software 
vendor  Amdocs  Ltd.  said  it’s  ne¬ 
gotiating  a  multiyear  deal  to  help 
San  Antonio-based  SBC  Commu¬ 
nications  Inc.  modernize  the  IT 
systems  at  its  telephone  directo¬ 
ry  operations.  The  contract  may 
also  include  an  outsourcing 
agreement,  Amdocs  said. 


Sprint  to  Require  Security 
Tests  on  Vendors’  Software 


But  other  carriers 
have  no  plans  to 
adopt  the  practice 

BY  DAN  VERTON 

NEW  YORK 

PRINT  CORP.  is  crafting 
a  policy  that  will  re¬ 
quire  all  software  ven¬ 
dors  that  want  to  sell 
their  wares  to  the  telecom¬ 
munications  company  to  first 
conduct  a  series  of  security 
tests  on  the  products. 

That’s  the  word  from 
Sprint’s  chief  security  officer, 
Robert  Fox,  who  spoke  last 
week  at  the  Infosecurity  2002 
show  here. 

“We’re  working  on  a  new 
policy  for  software  vendors 
that  will  say,  ‘Before  you  deliv¬ 
er  your  software  to  Sprint, 
you  need  to  run  certain  tests 
and  tell  us  the  results,’  ”  said 
Fox.  “There  are  holes  in  Mi¬ 
crosoft  you  can  shoot  a  cannon 


through.  It’s  only  fair  that  they 
tell  us.” 

Fox  didn’t  elaborate  on  the 
types  of  tests  Sprint  will  re¬ 
quire. 

Analysts  said  that  other  in¬ 
dustries,  such  as  banking  and 
finance,  have  long 
required  software 
vendors  to  meet  a 
set  of  common  se¬ 
curity  criteria  for 
equipment  config¬ 
uration  and,  in 
some  cases,  oper¬ 
ating  system  con¬ 
figuration.  But  the 
Sprint  policy 
would  mark  the 
first  time  that 
a  major  telecom¬ 
munications  com¬ 
pany  would  require  such  test¬ 
ing  for  all  software  purchases. 

If  the  Sprint  policy  takes 
hold,  it  would  put  “the  telecom¬ 
munications  [sector]  ahead  of 
the  curve  in  adopting  a  very 


good  practice,”  said  John 
Pescatore,  an  analyst  at  Stam¬ 
ford,  Conn.-based  Gartner  Inc. 

“If  enterprises  are  willing  to 
buy  flimsy  software,  vendors 
will  sell  them  the  flimsiest 
software,”  he  said.  But  “if 

[companies]  vote 
with  their  pocket- 
books  for  more 
secure  software, 
vendors  follow.” 

So  far,  howev¬ 
er,  Sprint,  which 
has  operations  in 
18  states,  stands 
alone  in  the  tele¬ 
communications 
industry  in  even 
expressing  a  will¬ 
ingness  to  devel¬ 
op  such  a  policy. 

Other  service  providers 
contacted  by  Computerworld 
last  week,  including  AT&T 
Corp.  and  Qwest  Communi¬ 
cations  International  Inc., 
said  they  have  no  such  policy 


I  don’t 
think  the 
private  sector 
knows  how  to 
[talk  tough  to 
the  software 
industry]  yet. 


ROBERT  FOX,  CHIEF 
SECURITY  OFFICER,  SPRINT 


in  place  and  no  plans  to  de¬ 
velop  one. 

Although  Sprint  may  be  the 
first  telecommunications 
company  to  get  tough  with 
the  software  industry  on  se¬ 
curity  matters,  Fox  said,  it 
would  be  preferable  if  the 
government  took  more  of  a 
lead  in  demanding  better  se¬ 
curity  in  software  products. 

“I  don’t  think  the  private 
sector  knows  how  to  [talk 
tough  to  the  software  industry] 
yet,”  he  said.  Today,  most  com¬ 
panies  make  requests  for  im¬ 
proved  security  on  an  individ¬ 
ual  basis  with  their  vendors, 
Fox  said.  As  a  result,  the  pri¬ 
vate  sector  isn’t  speaking  with 
one  voice. 

The  government,  however, 
is  beginning  to  do  so.  Starting 
July  1,  all  software  companies 
that  want  to  sell  their  products 
to  the  U.S.  Department  of  De¬ 
fense  will  need  to  have  their 
products’  security  claims  vali¬ 
dated  by  a  third  party. 

“Wait  until  the  day  when 
the  government  gets  a  handle 
on  its  own  technical  security,” 
said  Fox.  “Then  they’re  going 
to  say,  ‘We’re  doing  it,  so  you 
have  to  do  it,  too.’  ”  t 


Sprint  SecurH  Chief  Defines  Role 


Robert  Fox,  vice  president  and 
chief  security  officer  (CS0)  at 
Sprint,  last  week  spoke  with 
Computerworlcf  s  Dan  Verton 
about  his  role  at  the 
telecommunications 
provider.  Excerpts  from 
the  discussion  follow: 

How  is  the  office  of 
the  CS0  organized 
at  Sprint?  At  Sprint, 
there  is  no  other  secur¬ 
ity  department.  I  have 
275  people,  48  certi¬ 
fied  information  sys¬ 
tems  security  profes¬ 
sionals.  I  have  seven 
directors:  directors  of  investiga¬ 
tions,  network  security,  vulnera¬ 
bility  assessment,  information 
security,  physical  security,  opera¬ 
tions,  and  business  continuity 
and  disaster  recovery.  So  we  are 


very  technical  and  very  tradition¬ 
al  when  it  comes  to  physical  and 
information  security.  The  only 
thing  I  don’t  do  is  manage  the 
day-to-day  guards. 
That’s  done  by  adminis¬ 
trative  services. 

We  also  provide  a 
product  called  Managed 
Security  Services  for 
Sprint’s  domestic  and  in¬ 
ternational  data  business 
customers.  So  if  there’s 
a  customer  in  London, 
Tokyo  or  Cleveland,  and 
they  need  firewalls,  intru¬ 
sion  detection,  authenti¬ 
cation  or  virus  protec¬ 
tion,  we  provide  it.  We  do  pre¬ 
sales  support,  sales  support, 
technical  designs  of  security 
systems  and  implementations. 

What  is  the  most  important 


factor  in  your  success  as  a 
CSO?  The  bottom  line  is  that 
the  chairman  and  vice  chairman 
of  the  company  are  two  of  my 
biggest  supporters.  If  you  don’t 
have  those  guys,  you  have  a  real 
uphill  battle.  In  my  role,  between 
the  chairman  and  myself  there’s 
one  person,  the  general  counsel. 
It's  not  a  complicated  reporting 
structure. 

The  other  factor  has  been 
putting  the  techies  and  the  tradi¬ 
tional  security  personnel  in  one 
organization  so  they  both  under¬ 
stand  what  the  other  is  doing. 

The  idea  is  not  to  make  techies 
out  of  traditional  security  person¬ 
nel  [for  physical  and  human  pro¬ 
tection],  or  to  make  traditional  se¬ 
curity  personnel  out  of  the  techies. 

Should  the  CSO  report  to  the 
CIO?  Yes  and  no.  At  the  CIO  level, 


CSO  ROBERT 

FOX:  “Security 
is  more  than 
technology.” 


it’s  all  about  technology.  But  se¬ 
curity  is  more  than  technology. 
What  you’re  seeing  here  is  the  - 
difference  between  the  all-en¬ 
compassing  CSO  and  the  chief 
information  security  officer,  who 
deals  in  the  IT  world.  But  what 
happens  when  the  CIO  tries  to  cir¬ 
cumvent  security  policy  and  you 
work  for  him  or  her?  And  if  you’re 
also  going  to  be  in  charge  of  tradi¬ 
tional  physical  security,  then  the 
answer  is  again  no. 

What  should  the  relationship 
be  between  the  CSO  and  the 
user  community?  I  hired  a  se¬ 
curity  awareness  communications 
manager.  The  job  is  to  communi¬ 
cate  security  throughout  the  cor¬ 
poration  but  also  to  put  [the  secu¬ 
rity  department]  in  the  right  posi¬ 
tion  and  in  the  right  light  within 
the  company.  If  you’re  going  to 
start  a  security  organization,  you 
start  with  awareness,  and  most 
companies  don’t. 
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HP  Demos  Itanium-Based  Superdome  Server 

Systems  will  allow  users  to  run  multiple 
operating  systems  on  the  same  box 


BY  JAIKUMAR  VIJAYAN 

Hewlett-Packard  Co.’s  demon¬ 
stration  last  week  of  an  Itani¬ 
um  2-based  Superdome  server 
takes  the  company  a  step  clos¬ 
er  to  its  long-term 
goal  of  moving 
users  of  its  high- 
end  systems  to 
Intel  Corp.’s  proc¬ 
essor  technology. 

But  don’t  expect  other  ma¬ 
jor  server  vendors  to  follow 
suit  anytime  soon,  analysts 
said.  The  relative  lack  of  user 
interest  in  the  64-bit  Intel 
processor  means  HP  may  find 
itself  the  lone  standard-bearer 
for  high-end  commercial  Itani¬ 
um  2  servers  for  much  of  next 
year,  they  said. 

HP  showed  a  28-processor 
Superdome  server  at  last  week’s 
Gartner  Inc.  data  center  con¬ 
ference  in  Las  Vegas.  The  dem¬ 
onstration  featured  a  20-proc- 
essor  partition  running  Micro¬ 
soft  Corp.’s  Windows  and  SQL 
Server  software,  while  two 
four-processor  partitions  ran 
HP-UX  and  Linux  applications. 

The  Superdome  is  HP’s 
highest-end  commercial  Unix 
server  and  is  currently  based 
on  its  PA-RISC  processors. 
High-end  models  support  up 
to  64  processors. 

By  demonstrating  an  Itani¬ 
um-based  Superdome,  HP  is 
following  through  on  its  previ¬ 
ously  stated  intention  of  mov¬ 
ing  its  high-end  systems  to 
standard  Intel  technology,  said 
Vish  Mulchand,  a  manager  in 
HP’s  enterprise  systems  group. 

HP  said  it  will  deliver  its 
first  Itanium-based  Super- 
dome  in  the  first  half  of  2003. 

Itanium-based  Superdomes 
offer  users  an  opportunity  to 
consolidate  multiple  Windows 
servers  on  a  single  box,  said 
Marty  Paul,  a  senior  systems 
analyst  at  Pitney  Bowes  Inc.  in 
Stamford,  Conn.  But  the  com¬ 
pany  will  wait  until  HP  makes 
software  partitioning  technolo¬ 
gy  available  on  Itanium  servers 
before  considering  them,  he 
added.  Such  technology  has 


allowed  Pitney  Bowes  to  con¬ 
solidate  multiple  small  Unix 
servers  on  its  current  stable  of 
PA-RISC-based  Superdomes. 

“We  foresee  a  similar  envi¬ 
ronment  on  Itani¬ 
um-based  Super¬ 
domes,  but  the 
date  we  were  given 
for  this  by  HP  is 
very  far  off,”  he  added. 

“This  is  HP  providing  a 
proof  point  that  it  means  what 
it  says  about  Itanium,”  said 
Gordon  Haff,  an  analyst  at  II- 
luminata  Inc.  in  Nashua,  N.H. 

Limited  Demand 

Still,  the  systems  are  unlikely 
to  generate  much  immediate 
demand  from  Unix  or  Win¬ 
dows  users,  analysts  said.  HP- 
UX  users  must  recompile  most 
of  their  applications  to  take  ad¬ 
vantage  of  the  better  perform¬ 
ance  promised  by  Itanium  2. 

“Why  would  you  want  to  do 
that,  when  there  is  an  estab¬ 
lished  PA-RISC  platform  that 
runs  your  current  applications 
very  well?”  Haff  said. 

Moreover,  continuing  con¬ 
cerns  about  Windows  scalabil¬ 
ity  are  likely  to  limit  user  en¬ 
thusiasm  for  an  Intel-based 
Superdome  as  a  Windows 
server,  Haff  said.  Unisys  Corp., 
for  instance,  has  been  selling 
32-processor  Intel  servers  for 


WHAT'S  NEXT 


Will  continue  using 
Power4  RISC  processors 
(and  future  enerations)  on 
its  high-end  servers.  Will 
support  Itanium  processors 
where  appropriate. 

Will  standardize  on  Itani¬ 
um.  Multiyear  plan  is  to  move 
users  from  Alpha,  PA-RISC 
and  MIPS  technologies  to 
standard  Intel  architecture. 

Has  no  announced 
plans  for  Itanium.  The  com¬ 
pany  W  continue  with  its 
Sun  SPARC  architecture, 


close  to  two  years  now  with 
only  modest  success. 

“There  is  essentially  very 
little  demand  today  for  Itani¬ 
um  on  the  Superdome.  Still, 
Itanium  is  HP’s  strategic  di¬ 
rection  and  therefore  is  im¬ 
portant  for  users,”  Haff  said. 

HP’s  Itanium  servers  will 
eventually  give  the  company 
some  unique  advantages,  said 
Tony  lams,  an  analyst  at  D.H. 
Brown  Associates  Inc.  in  Port 


First  hardware  to 
incorporate  data 
center  optimization 

BY  JAIKUMAR  VIJAYAN 

Users  will  get  the  first  tangi¬ 
ble  fruits  of  Sun  Microsystems 
Inc.’s  N1  data  center  optimiza¬ 
tion  strategy  when  the  compa¬ 
ny  introduces  blade  servers  in 
early  2003. 

The  Sim  blades  will  be  the 
first  Sun  hardware  to  support  a 
core  N1  technology  that  allows 
users  to  pool  a  large  number  of 
processing,  storage  and  net¬ 
work  equipment  and  make  it 
act  like  a  single,  shared  re¬ 
source.  The  technology  will 
result  in  better  system  utiliza¬ 
tion  and  ease  of  management, 
according  to  Sun. 

Sun’s  Nl-enabled  blade  sys¬ 
tems  and  future  products  will 
take  advantage  of  virtualiza¬ 
tion  technologies  recently 
acquired  in  the  company’s 
purchase  of  Terraspring  Inc. 
and  Pirus  Networks  Inc.,  said 
Steve  MacKay,  a  Sun  vice 
president,  at  a  media  event 
last  week. 

Terraspring’s  software  al¬ 
lows  administrators  to  use 
browserlike  interfaces  to  cre¬ 
ate  and  manage  virtual  server 
farms  from  a  common  pool  of 
server  resources.  Pirus’  soft¬ 
ware  allows  users  to  virtualize 
their  storage  equipment. 

Sun  will  deliver  a  series  of 
Nl-enabled  products  based  on 
those  two  technologies  in  the 


Chester,  N.Y.  HP’s  Itanium¬ 
centric  strategy  has  put  it  well 
ahead  of  its  rivals  in  terms  of 
being  able  to  offer  an  enter¬ 
prise  server  capable  of  sup¬ 
porting  multiple  operating 
systems,  lams  said.  This  could 
give  HP  an  important  edge  as 
Itanium  performance  starts  to 
mature  and  Windows  starts 
scaling  better,  he  said.  The 
next  version  of  Microsoft’s 
.Net  software,  for  instance, 


Common 

Thread 

SUN:  N1 

Goal:  To  deliver  a  range  of  data 
center  optimization  hardware, 
software  and  services. 

Status:  First  components  to 
become  available  in  2003  on 
blade  servers. 


HP:  UTILITY  DATA  CENTER 

Goal:  To  help  companies  aggre¬ 
gate,  share  and  manage  hetero¬ 
geneous  data  center  resources. 
Status:  Already  shipping. 

IBM:  AUTONOMOUS 
COMPUTING 

Goal:  To  deliver  “self-healing” 
and  “self-managing”  data  center 
technologies. 

Status:  Some  components 
shipping:  more  on  the  way. 


first  half  of  2003,  according  to 
MacKay.  Sun  Services  is  also 
developing  N1  pilot  programs 
using  Terraspring  and  Pirus 
software  at  a  small  number  of 
companies,  officials  said. 

In  the  next  phase  of  Nl, 
which  is  expected  to  start 
sometime  in  the  second  half 
of  2003,  Sun  will  roll  out  soft¬ 
ware  that  allows  users  to  auto¬ 
matically  allocate  system  re¬ 
sources  to  applications,  based 
on  service  needs.  In  the  final 
phase,  slated  to  begin  in  2004, 
Sun  will  deliver  policy  auto¬ 
mation  software,  MacKay  said. 


will  come  with  full  support  for 
Itanium. 

HP  co-developed  Itanium 
with  Intel  and  has  emerged  as 
its  most  vocal  booster.  Unlike 
rivals  that  are  waiting  for  more 
64-bit  Wintel  software  and  user 
interest  to  materialize,  HP  has 
already  committed  to  migrat¬ 
ing  its  PA-RISC  and  Alpha- 
processor-based  servers  to  Ita¬ 
nium  in  the  next  several  years.  ► 

MORE  THIS  ISSUE 

HP  will  ship  the  next  version  of  its  Alpha 
processor  next  month.  PAGE  20. 


Sun’s  decision  to  introduce 
Nl  to  users  via  its  blade  serv¬ 
ers  is  sound,  said  Dwight 
Davis,  an  analyst  at  Summit 
Strategies  Inc.  in  Boston. 

Blade  systems  are  basically 
complete  servers  on  a  single 
board.  Several  boards  can  be 
inserted  into  a  single  chassis 
where  they  share  a  common 
backplane,  cooling  fan  and 
cabling,  as  well  as  external 
network  and  storage  connec¬ 
tions.  As  such,  “blade  servers 
are  a  microcosm  of  the  data 
center  and  are  in  many  ways 
an  ideal  proving  ground  for 
Nl,”  Davis  said. 

For  some  users,  Sun’s  grow¬ 
ing  emphasis  on  Nl  is  a  mixed 
blessing.  The  Idaho  National 
Engineering  and  Environmen¬ 
tal  Laboratory  in  Idaho  Falls 
uses  Sun  equipment  for  com¬ 
mercial  and  scientific  applica¬ 
tions.  Although  Nl  technolo¬ 
gies  can  make  a  difference  in 
the  commercial  application 
space,  it’s  likely  to  be  of  limit¬ 
ed  value  in  the  technical  com¬ 
puting  space,  where  raw  per¬ 
formance  is  paramount,  said 
Eric  Greenwade,  a  fellow  at 
the  lab. 

“The  whole  Nl  philosophy 
is  to  ensure  operability  and 
reliability,  while  we  are  con¬ 
cerned  about  performance,” 
Greenwade  said.  Sun  should 
therefore  pay  attention  to  core 
processor  and  operating  sys¬ 
tem  technologies  while  rolling 
out  Nl,  he  said.  ► 


Nl BACKGROUND 

For  more  on  Sun’s  acquisition  of 
Terraspring,  visit  our  Web  site: 
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No  Must-Have  Technologies 
Seen  Stimulating  2003  Budgets 


CIOs  and  analysts  say  weak  economy 
expected  to  keep  IT  spending  tight 


BY  THOMAS  HOFFMAN 

NLIKE  THE  pOSt- 
Gulf  War  recession, 
when  the  promise 
of  client/server 
computing  helped  spur  new 
IT  investments,  there  are  no 
must-have  technologies  on  the 
horizon  that  will  stimulate 
spending  next  year,  eight  IT 
managers  and  analysts  said 
last  week. 

“I  don’t  see  any  technology 
out  there  that’s  causing  com¬ 
panies  to  open  up  their  wal¬ 
lets,”  said  Howard  Rubin,  ex¬ 
ecutive  vice  president  at  Meta 
Group  Inc.  in  Stamford,  Conn. 
Indeed,  Meta  Group  is  taking 
a  rather  dim  view  of  IT  spend¬ 
ing,  projecting  a  worldwide 
contraction  of  3%  to  5%  next 
year  compared  with  2002. 

That’s  only  slightly  more 
pessimistic  than  forecasts  by 
other  IT  consulting  and  mar¬ 
ket  research  firms.  Forrester 
Research  Inc.  in  Cambridge, 
Mass.,  is  pegging  North  Amer¬ 
ican  IT  spending  growth  at 
just  1%  next  year,  whereas  IDC 
in  Framingham,  Mass.,  expects 
a  global  increase  of  2%  to  5%. 
Stamford-based  Gartner  Inc. 
was  the  most  optimistic,  pre¬ 
dicting  a  7%  gain  worldwide. 

In  addition,  Merrill  Lynch  & 
Co.  this  month  said  that  62  out 
of  100  CIOs  it  surveyed  in  No¬ 
vember  indicated  that  their 
companies  are  trying  to  re¬ 
duce  IT  spending  as  a  per¬ 
centage  of  total  revenue.  The 
75  U.S.  and  25  European  com¬ 
panies  currently  devote  an  av¬ 
erage  of  5%  of  their  revenues 
to  IT,  Merrill  Lynch  said.  Only 
22  of  the  respondents  said 
they  plan  to  increase  IT 
spending-to-revenue  ratios 
next  year. 

New  technologies  such  as 
Web  services  aren’t  likely  to 
lead  to  a  widespread  lift  in  IT 
spending  next  year,  said  John 
Puckett,  former  vice  president 


and  general  manager  of  wire¬ 
less  and  Internet  technologies 
at  Polaroid  Corp. 

“Any  gains  in  spending  will 
be  the  result  of  an  improving 
economy  and  a  rise  in  corpo¬ 
rate  profits,”  said  Puckett,  who 
is  now  an  independent  consul¬ 
tant  in  Foxboro,  Mass.  He 
added  that  he  expects  any  new 
investments  made  next  year  to 
address  “pain  thresholds,” 
such  as  IT  infrastructure  proj¬ 
ects  aimed  at  reducing  costs 
or  improving  service  levels  for 
end  users. 


Feinstein  bill  is 
based  on  new 
California  law 

BY  PATRICK  THIBODEAU 

WASHINGTON 

U.S.  Sen.  Diane  Feinstein  (D- 
Calif.)  is  circulating  a  draft  of 
a  bill  that  would  require  com¬ 
panies  to  tell  customers  when 
a  hacker  has  gotten  access  to 
their  information,  something 
many  companies  usually  don’t 
disclose. 

The  Feinstein  measure, 
called  the  Database  Security 
Breach  Notification  Act,  is 
modeled  after  a  California  law 
that  takes  effect  next  July  re¬ 
quiring  companies  to  notify 
customers  if  they  believe  a 
systems  breach  has  led  to  the 
release  of  their  personal  infor¬ 
mation. 

“What’s  clear  is  that  identi¬ 
ty  theft  is  a  major  problem,” 
said  Scott  Gerber,  a 
spokesman  for  Feinstein. 
“We’re  looking  at  ways  to  ad¬ 
dress  it,  and  this  is  one  of  the 
ways.”  But  he  said  that  no  de- 


Still,  analysts  and  IT  man¬ 
agers  identified  a  few  technol¬ 
ogy  areas  that  could  have  in¬ 
creases  in  spending.  For  exam¬ 
ple,  the  scheduled  end  next 
year  of  Microsoft  Corp.’s  sup¬ 
port  for  Windows  98  and  NT 
4.0  will  require  many  compa¬ 
nies  to  upgrade  their  desktop 
systems,  said  John  Jordan,  a 
principal  at  Paris-based  Cap 
Gemini  Ernst  &  Young. 

Security  concerns  may  also 
help  IT  spending,  said  Roy 
Swackhamer,  CIO  at  CNF  Inc. 
in  Portland,  Ore.,  a  $4.9  billion 
company  that  transports 
freight  and  manages  supply 
chain  networks  for  customers. 
“I  recently  read  that  attacks  on 


cision  has  been  made  yet  on 
whether  to  introduce  the  bill 
next  year. 

The  California  law,  as  well 
as  Feinstein’s  draft  legislation, 
obligates  firms  to  tell  cus¬ 
tomers  when  an  unauthorized 
person  has  accessed  their 
name  along  with  either  their 
Social  Security  number,  dri¬ 
ver’s  license  number,  or  credit 
or  debit  account  numbers  in 
combination  with  security  or 
access  codes. 

The  California  law  is  “a  po¬ 
tential  public  relations  night¬ 
mare  to  any  company,”  said 


E  ich  Laws 


CALIFORNIA:  SB  1386,  signed 
into  law  this  year,  requires  a  busi¬ 
ness  or  state  agency  to  disclose 
any  security  breach  to  customers 
if  their  data  has  been  acquired  by 
an  unauthorized  person. 

CONGRESS:  Sen.  Diane  Fein¬ 
stein  is  considering  introducing 
the  Database  Security  Breach 
Notification  Act,  which  would  set 
similar  standards  nationwide. 


corporate  networks  are  up 
20%  this  year,  and  I  see  it  in 
our  statistics  as  well,”  he  said. 

Swackhamer  added  that  he 
also  expects  to  see  a  general 
increase  in  investments  for  IT 
disaster  recovery  planning 
and  customer-facing  applica¬ 
tions.  But  overall  IT  spending 
gains  likely  will  be  kept  to  a 
minimum  “until  the  economy 
begins  to  move  again,”  he  said. 

Christopher  T.  Wolff,  vice 
president  of  architecture  and 
standards  at  The  Thomson 
Corp.  in  Eagan,  Minn.,  said  he 
thinks  that  companies  “are  be¬ 
ginning  to  see  the  second 
wave  of  the  Internet”  for  busi¬ 
ness  uses.  Nevertheless,  Wolff 


Mark  Rasch,  senior  vice  presi¬ 
dent  and  chief  security  coun¬ 
sel  at  Omaha-based  managed 
security  services  company  So¬ 
lutionary  Inc.  “They  have  to 
report  not  only  actual  com¬ 
promises,  but  suspected  com¬ 
promises  as  well.”  Rasch  is  the 
former  head  of  the  Computer 
Crime  Unit  at  the  U.S.  Depart¬ 
ment  of  Justice. 

The  Investment  Company 
Institute  in  Washington,  which 
represents  almost  9,000  in¬ 
vestment  companies  including 
firms  based  in  California,  op¬ 
posed  that  state’s  law.  Once 
someone  has  hacked  into  a 
system,  “you  don’t  know  if 
they  have  acquired  informa¬ 
tion  or  if  they  have  just  looked 
at  information,”  said  Tamara 
Salmon,  counsel  for  the  group. 
“Potentially,  you  will  have  to 
send  out  notices  to  a  lot  of 
people  just  because  you  don’t 
know”  whether  the  informa¬ 
tion  has  been  recorded  by  the 
hacker,  she  said. 

But  Alan  Paller,  director  of 
research  at  the  Bethesda,  Md.- 
based  SANS  Institute,  said  the 


Bill  Would  Force  Companies  to 
Disclose  Thefts  of  Personal  Data 


At-Risk  Projects 

What  kinds  of  IT  projects  have 
been  affected  the  most  by  spend¬ 
ing  limits  imposed  in  the  sluggish 


economy? 

E-business 

development 

55% 

Front-  and  back- 
office  integration 

50% 

ERP 

42% 

CRM 

41% 

Web  site  management  40% 


Wireless  technologies  38% 

BASE:  912  !T  professionals  at  North 
American  companies  who  were  surveyed 
in  July;  muttipie  responses  allowed. 


said  he  doesn’t  expect  to  see 
any  significant  bumps  in  IT 
spending  “until  corporate 
profits  can  turn  around  to  pay 
for  those  technologies.”  I 


California  law  is  probably 
necessary  because  the  kinds 
of  crimes  that  are  being  com¬ 
mitted.  For  example,  a  group 
in  Russia  and  Ukraine  has 
been  acquiring  customer  data, 
extorting  money  to  prevent  its 
release  and  selling  it  anyway. 
Paller  said  he  believes  some 
companies  are  paying  off  the 
extortionists  in  an  attempt  to 
contain  the  damage.  “You 
have  to  make  the  price  of  pay¬ 
ing  off  the  extortionists  high¬ 
er  than  the  price  of  not  paying 
them  off,  and  this  bill  is  the 
first  thing  that  does  that,” 
he  said. 

The  California  law,  recently 
signed  by  Gov.  Gray  Davis, 
was  prompted  by  a  breach  ear¬ 
lier  this  year  when  hackers 
gained  access  to  the  state’s 
Stephen  P.  Teale  Data  Center 
in  Rancho  Cordova  [Quick- 
Link  30260].  The  hackers  were 
able  to  access  names,  Social 
Security  numbers  and  payroll 
information  of  265,000  state 
employees. 

“The  trick  for  dealing  with 
and  overcoming  IT  theft  is 
early  detection,”  said  Beth 
Givens,  director  of  the  Privacy 
Rights  Clearinghouse  in  San 
Diego.  “The  earlier  you  know, 
the  easier  it  is  for  you  to  stop 
the  damage.”  I 
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Intel,  the  Intel  Inside  logo  and  Xeon  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  Other  company,  product  and  service  names  may  be  trademarks 
or  service  marks  of  others.  ©2002  IBM  Corporation.  All  rights  reserved. 
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MARK  HALL  ■  ON  THE  MARK 

Security  Tzar  Slams 
Feature  Frenzy . . . 

. . .  at  the  expense  of  “the  science  behind  security.”  Yes,  Ed  Reed’s  Nov¬ 
ell  business  card  really  does  read  “security  tzar.”  He  thinks  the  indus¬ 
try  is  three  to  five  years  away  from  delivering  systems  that  are  truly  secure, 
especially  for  B2B  Internet  operations.  Web  services  proponents  may 
be  the  furthest  from  delivering  secure  systems,  he  argues,  “because 
they  presume  a  degree  of  interconnectedness  of  supply  chain  pro¬ 
viders  that  includes  levels  of  trust  and  confidence  that  are  required 
in  bilateral  agreements.”  And  those,  he  says,  “simply  do  not  scale  in 


Web  services.”  What’s  missing?  Reed 
says  it’s  managing  the  liability  and  risk  of 
transactions.  Until  there  are  Web  services 
that,  for  example,  offer  insurance  compa¬ 
nies  secure  tools  so  they  can  establish 
normal  business  processes  for  risk 
management,  the  effect  of  Web  services 
in  the  supply  chain  will  be  minimal.  So, 
are  Web  services  for  B2B  a 
waste  of  IT’s  time?  Nope. 

They  will  thrive  behind  the 
firewall  in  bilateral-type  oper¬ 
ations,  much  like  RosettaNet 
today,  says  Novell’s  security 
tzar.  Still,  taking  security  ad¬ 
vice  from  a  tzar  might  have  its 
own  risks.  Weren’t  the  tzars 
isolated  from  the  real  world  and 
ultimately  kidnapped  and  mur¬ 
dered  by  rebellious  hackers  of 
a  different  sort?  ■  Until  Reed’s 
vision  of  security  is  achieved, 
how  do  you  protect  IT  assets 
from  the  digital  Trotskys  and 
Lenins  lurking  on  the  Inter¬ 


net?  With  feature-laden  products,  of 
course.  One  to  consider  is  the  Safe  Web 
SEA  Tsunami.  The  Linux-on-Intel  hard¬ 
ware  appliance  starts  at  $9,995  and 
includes  a  firewall,  encryption,  integra¬ 
tion  of  established  LDAP  directories  for 
user  authentication,  a  secure  portal  and 
automatic  links  to  applications  on  your 
network.  Lest  you  think  this 
is  more  dangerous  than 
secure,  Emeryville,  Calif.- 
based  Safe  Web  Inc.  was  one  of 
the  CIA’s  venture  capital  invest¬ 
ments  back  in  2000.  And  it’s 
already  securing  Web  access 
for  55,000  U.S.  Navy  re¬ 
servists  around  the  world 
who  use  the  Web  to  get  med¬ 
ical  claims  data.  Next  quarter, 
Safe  Web  will  add  an  SSL 
acceleration  card,  and  by  the 
end  of  2003,  CEO  Jon  Chun 
boasts,  the  appliance  will  be 
fully  HIPAA-compliant.  ■  Intel 
Corp.’s  big  gamble  is  to  persuade 


ISVs  to  stop  writing  code  for  its  chips.  The 

microprocessor  giant  is  evangelizing  the 
need  to  abstract  software  development 
away  from  the  chip  itself,  says  Keith 
Uebele,  principal  strategist  for  Intel’s 
software  and  solutions  group.  While  at 
first  glance  that  might  seem,  well,  nutty 
to  the  rest  of  us,  it  makes  sense  to  Uebele 
and  his  bosses.  Let’s  face  it,  when  your 
market  share  approaches  total  world  domina¬ 
tion,  grabbing  a  bigger  piece  of  the  pie 
you  already  own  isn’t  the  primary  objec¬ 
tive.  Rather,  it’s  more  frequent  upgrade 
cycles.  But  as  the  wise  folks  at  Intel 
know,  if  applications  are  written  to  take 
advantage  of  specific  hardware  capabili¬ 
ties,  there’s  no  incentive  to  upgrade. 
Hence,  Uebele  and  his  troops  have  been 
pushing  for  ISVs  and  big  IT  shops  to 
write  code  in  Java  and,  recently,  in  .Net. 
Intel  promises  to  optimize  its  chips  so 
the  runtime  libraries  for  those  applica¬ 
tions  will  run  faster  and  deliver  more  fea¬ 
tures  without  programmers  having  to 
concern  themselves  with  writing  hooks 
for  the  CPUs.  But  Uebele  acknowledges 
that  the  strategy  isn’t  without  risks.  Chip 
makers  such  as  AMD,  Transmeta  and 
even  IBM  potentially  could  play  the  same 
game  a  little  better.  No  wonder  Intel  brags 
about  its  paranoia.  That’s  part  of  its  strate¬ 
gy.  ■  If  you’re  worried  about  keeping 
track  of  a  Web  site  full  of  product-catalog 
data,  you  were  probably  pleased  with  the 
release  this  week  of  Cardonet  Product 
Master  5.0,  the  renamed  4.0  version  of 
eCatalog  Automation  Platform.  But  keep 
your  eyes  open  in  the  first  half  of  next  year, 
when  Santa  Clara,  Calif.-based  Cardonet 
Inc.  unveils  tighter  integration  with  print 
systems,  such  as  Adobe  Acrobat,  and  a 
broader  array  of  automatically  assigning 
multivalue  attributes  to  products  in  your 
online  catalog.  I 


AppDetective  for  IBM 

DB  _  ships  today  from 
Application  Security 
Inc.  The  St, 295  soft¬ 
ware  assesses  the 
security  vulnerability 
of  databases.  Expect 
full  database  encryp¬ 
tion  for  DB2  from  he 
New  York-based 
company  in  the  sec¬ 
ond  half  of  2003. 


IBM  Deals  Another  Setback 
To  InfiniBand  1/0  Technology 


BRIEFS 


User  Tries  to  Get 
$100M  From  CSC 

21st  Century  Insurance  Group 
filed  for  arbitration  in  an  attempt 
to  recover  more  than  $100  mil¬ 
lion  in  software  development 
costs  from  Computer  Sciences 
Corp.  (CSC).  The  Woodland  Hills, 
Calif.-based  auto  insurer  previ¬ 
ously  has  said  that  applications 
developed  by  CSC  aren’t  working 
properly  [QuickLink  34896].  El 
Segundo,  Calif.-based  CSC  said 
it  has  complied  with  all  of  its 
contractual  obligations. 


Microsoft  Warns 
Of  Java  Holes . . . 

Microsoft  Corp.  warned  that  a 
pair  of  security  flaws  in  the  Java 
Virtual  Machine  code  bundled 
with  most  versions  of  Windows 
and  Internet  Explorer  could  let 
attackers  take  control  of  systems 
or  read  files  on  PC  and  network 
disk  drives.  The  company  urged 
users  to  upgrade  to  a  new  ver¬ 
sion  of  the  Java  code,  which  was 
also  designed  to  plug  six  lower- 
risk  holes  found  in  the  software. 


. . .  And  Ups  Risk 
On  Browser  Flaws 

Microsoft  also  increased  its 
severity  ratings  on  two  vulnera¬ 
bilities  that  were  found  previous¬ 
ly  in  Internet  Explorer  to  “criti¬ 
cal,”  after  being  criticized  by 
security  researchers  for  down¬ 
playing  the  potential  risks  to 
users.  One  of  the  flaws  was 
found  this  month,  while  the  other 
was  reported  in  November.  After 
re-examining  the  holes,  Micro¬ 
soft  said  they  could  be  exploited 
to  take  control  of  systems. 


BearingPoint  to  Cut 
700  Jobs  in  Europe 

McLean,  Va.-based  IT  consulting 
firm  BearingPoint  Inc.  said  it 
plans  to  lay  off  about  700  of  the 
2,800  workers  at  its  operations 
in  Germany,  Austria  and  Switzer¬ 
land.  The  move  will  cut  its  global 
workforce  by  4%. 


Joins  Microsoft, 
Intel  in  dropping 
development  plans 

BY  LUCAS  MEARIAN 

The  once-promising  Infini¬ 
Band  high-speed  I/O  intercon¬ 
nect  technology  took  another 
big  body  blow  last  week,  when 
IBM  became  the  third  key 
vendor  to  back  away  from  the 
technology  since  June. 

IBM  disclosed  that  it’s 
killing  plans  to  develop  stand¬ 
alone  InfiniBand  chips  in  fa¬ 


vor  of  building  custom  devices 
that  will  incorporate  the 
emerging  technology  and  oth¬ 
er  functionality.  The  company 
was  about  two  years  into  an 
InfiniBand  development  proj¬ 
ect  but  decided  that  there  isn’t 
enough  of  a  market  for  a  stand¬ 
alone  chip,  said  Bill  O’Leary,  a 
spokesman  for  IBM’s  micro¬ 
electronics  division. 

InfiniBand  was  designed  to 
support  high-speed  server 
clustering  and  connections  be¬ 
tween  systems  and  storage  de¬ 
vices.  But  Intel  Corp.  stopped 


work  on  InfiniBand  controller 
chips  in  June.  Two  months  lat¬ 
er,  Microsoft  Corp.  dropped  a 
plan  to  build  InfiniBand  man¬ 
agement  tools  into  its  Win¬ 
dows  .Net  Server  2003  operat¬ 
ing  system  [QuickLink  31869]. 

Continuing  Support 

All  three  vendors  have  said 
that  they  aren’t  completely 
abandoning  InfiniBand.  For 
example,  in  addition  to  IBM’s 
plan  to  build  the  I/O  technolo¬ 
gy  into  custom  chips,  the  com¬ 
pany’s  server  and  software 
groups  “in  a  variety  of  ways 
are  interested  in  supporting 
InfiniBand,”  O’Leary  said. 

But  Bob  Zimmerman,  an 
analyst  at  Giga  Information 


Group  Inc.  in  Cambridge, 
Mass.,  said  the  market  for 
InfiniBand  technology  is 
quickly  shrinking. 

“InfiniBand  was  a  great 
promise  that  didn’t  happen,” 
Zimmerman  said,  adding  that 
Sunnyvale,  Calif.-based  Net¬ 
work  Appliance  Inc.  is  the 
only  vendor  he  knows  of  that 
has  shipped  storage  devices 
with  built-in  support  for 
InfiniBand  thus  far. 

“I  suspect  that  IBM  is  look¬ 
ing  to  take  the  cream  off  the 
top  of  the  profitable  custom- 
made  InfiniBand  chip  market, 
as  opposed  to  mass-marketing 
standard  chips,”  Zimmerman 
said,  referring  to  the  compa¬ 
ny’s  new  development  plans.  ► 


FREE  White  paper! 

Avoiding  Costs  from  Oversizing 
Data  Center  Infrastructure 

Just  mail  or  fax  this  completed 
coupon  or  contact  APC  for  your 
FREE  white  paper  -  Avoiding 
Costs  from  Oversizing  Data 
Center  Infrastructure  Better 
yet,  order  it  today  at  the  APC 
Web  site!  You  will  also  receive  a 
free  PowerStruXure”  CD: 

"Presenting  PowerStruXure". 

http://promo.apc.com  h937y 
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PowerStru 


You  no  longer  need  to  design  your  data  center  using  an  outmoded  approach. 


From  IkW  to  5MW,  APC  PowerStruXure™ 
architecture  provides  a  patent-pending, 
systematic  approach  to  building  data  center 
infrastructure  utilizing  standardized,  pre¬ 
assembled  components. 


BEFORE 


Equipment  Racks 


Batteries 


UPSs 


Lower  Costs 

PowerStruXure's 
scalable,  modular 
design  lets  you 
build  out  your 
capacity  only  as 
it's  required, 
optimizing  your 
CapEx. 

The  simplicity  of 
design  lowers 
OpEx  and  lessens 
your  dependency 
on  expensive  service  contracts. 

Reclaim  space 

PowerStruXure's  rack-optimized  design  lets 
you  reclaim  an  average  20%  of  useable  space 
within  your  installation  that  was  previously 
needed  for  infrastructure  equipment 

Speed  infrastructure  deployment 
PowerStruXure  dramatically  accelerates  your 
deployment  schedule  with  configure-to-order 


Tradstkmi  data t  ccnisrs  are 
built  out  for  future  capacity 
and  requim  a  large  amount 
of  floor  space  that  could  he 
oShmwisn  utilized. 


components  and  a  pay-as-you-grow  approach. 
Modular  system  components  are  easily 
replaceable,  decreasing  repair  times. 

Adapt  to  unexpected  contingencies 

With  PowerStruXure,  there's  no  need  to 
abandon  your  previous  investment  -  whether 

you  need  to 
physically  move 
your  data  center 
or  adapt  to  tech¬ 
nology  refreshes. 

Vendor-neutral 

Best  of  all, 
you  will  never 
be  boxed  in  by 
proprietary 
solutions. 
PowerStruXure 
is  compatible  with  all  major  server  and 
internetworking  platforms,  including 
HP/Compaq,  Dell,  IBM,  Sun,  Cisco,  Lucent, 
and  Nortel,  guaranteed. 


PowerSimXure  lets  you  build 
out  capacity  only  as  it's  required 
Save  up  to  50%  CapEx  and 
28%  QpEx*  and  reclaim  an 
average  of  20%  usable  space. 
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With  -Fits  Like 
a  Glove"  money 
back  guarantee! 
See  Web  Site 
below  for  details. 


"I  enjoy  the  fact  that  I  can 
buy  only  what  I  need  now 
and  add  to  it  later  only  when 
I  need  to." 

Michael  Touchstone 

Manager  of  Energy 
Conservation, 

Cox  Communications 


Winner  of  the  Windows  and  .Net  Magazine 
"2002  Reader's  Choice  Award  for  Best  High  Availability 
Solution"  and  the  GCN  "Best  New  Technology  Award" 
at  FOSE,  March  2002. 
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Planning  a  data  center  is  easy!  Try  our  online  configurator  today! 
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Anything  can  happen  to  your  infrastructure. 
Make  sure  it  scales.  In  today's  unpredictatilebusiness 

world,  where _ can  happen  at  any  moment,' you 

need  the  ability  to  increase  or  decrease  computing  capacity 
quickly  and  efficiently.  Here's  how  the  Microsoft'  platform 
can  help  you  get  there:  '  ' 

World-record  performance:  The  Windows'  Serverfamily  holds 
world  performance  records  in  the  TPC-C  (transactions  per 
minute)  and  TPC-W  (Web  interactions  processed  per  second) 
benchmarks.  In  TPC-C  price- performance  benchmarks  of 
clustered  solutions,  systems  running  software  from  Microsoft 
hold  the  top  four  results.  In  tests  of  non-clustered  systems 
on  TPC-C,  Microsoft  solutions  hold  the  top  ten  spots  in 
price-performance* 

Scale  up,  scale  out,  or  both:  Whether  you’re  looking  to 
consolidate  your  workload  onto  fewer  servers  "scaling  up,"  or 
distribute  the  workload  among  many  servers  “scaling  out!1 
the  Microsoft  platform  is  ready.  In  a  scale-up  environment, 
the  platform  can  support  up  to  32  processors  and  32  GB 
of  memory,  while  in  a  scale-out  environment,  the  platform 
supports  up  to  32  servers  via  network  load  balancing. 

For  a  Server  Consolidation  Kit,  webcasts,  and  other  information 
that  can  help  you  get  your  infrastructure  scalable  enough 

for _ ,  visit  microsoft.com/enterprise/scalability 

Software  for  the  Agile  Business. 

JetBlue  is  using  the  Microsoft  Server  Platform  to  enable  hardware 
consolidation,  achieve  better  price-performance,  decrease  IT 
support  costs,  and  reduce  application  development  time.  The 
scalability  of  our  Microsoft-based  infrastructure  gives  us  the 
confidence  that  we  are  ready  to  handle  today's  usage  spikes 
as  well  as  future  growth.”  ■ 

-Jeff  Cohen,  Vice  President  &  CIO,  JetBlue  Airways 
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Patent  Office  Starts  Testing 
Paperless  Processing  System 


$50M  project  includes  new  middleware, 
storage  and  document-scanning  tools 


BY  LUCAS  MEARIAN 

HE  U.S.  PATENT  and 
Trademark  Office 
last  week  began  test¬ 
ing  an  all-electronic 
patent  and  trademark-process¬ 
ing  system  that’s  expected  to 
cost  the  agency  more  than 
$50  million  to  develop  and  is 
scheduled  be  fully  implement¬ 
ed  by  late  2004. 

The  patent  office,  which  is 
part  of  the  U.S.  Department  of 
Commerce,  estimated  that  the 
system  will  generate  an  annual 
return  on  investment  of  30% 
during  the  first  five  years  of 
use,  due  partly  to  technology 
upgrades  aimed  at  eliminating 
more  than  a  half-million  paper 
files  each  year. 

Last  spring,  the  agency  said 
it  planned  to  be  able  to  proc¬ 
ess  all  trademark  applications 
electronically  by  next  October 
and  to  have  a  similar  process 
in  place  for  patent  filings  a 
year  later.  But  it  didn’t  dis¬ 
close  details  about  the  tech¬ 
nology  it  will  use  to  support 
the  paperless  processing. 

CIO  Doug  Bourgeois  last 
week  said  the  patent  office 
had  started  running  the  sys¬ 
tem  in  pilot  mode  to  process 
requests  for  patents  related  to 
the  arts.  The  test  phase  is  due 
to  continue  until  March,  he 
said.  If  all  goes  according  to 
plan,  production  deployment 
will  begin  next  June. 

The  Patent  and  Trademark 
Office  plans  to  use  IBM’s  Web¬ 
Sphere  MQ. middleware  tools 
as  an  enterprise  application 
integration  hub,  which  will 
use  XML  to  connect  new  doc¬ 
ument-scanning  and  archiving 
software  to  the  agency’s  back¬ 
end  processing  system,  Bour¬ 
geois  said. 

Applications  for  patents  and 
trademarks  will  be  sent  to  the 
integration  hub,  which  will 
convert  the  data  into  a  format 
that  can  be  understood  by  the 


homegrown  back-end  system. 
That  system  was  originally 
developed  for  a  Unisys  Corp. 
mainframe  and  was  migrated 
to  five  Hewlett-Packard  Co. 
Unix  servers  last  year. 

The  document-scanning 
system  is  a  modified  version  of 
an  application  called  ePhoenix, 
which  was  developed  by  the 
European  Patent  Office  in 
Munich,  Germany.  The  soft¬ 
ware  runs  on  an  Oracle9i  data¬ 
base  and  will  be  used  to  cap¬ 
ture  images  of  patent  and 
trademark  applications  as  well 
as  follow-up  communications 


Automated  system 
to  check  on  Web 
sites’  compliance 

BY  PATRICK  THIBODEAU 

WASHINGTON 

Privacy  certification  organiza¬ 
tion  Truste  has  toughened  its 
licensing  requirements  and 
boosted  its  ability  to  monitor 
the  privacy  practices  of  Web 
sites  that  display  what  some 
critics  have  seen  as  a  toothless 
seal  of  approval. 

The  licensing  changes  an¬ 
nounced  last  week  bar  compa¬ 
nies  from  changing  a  cus¬ 
tomer’s  privacy  preferences 
for  12  months.  They  also  tight¬ 
en  opt-out  requirements  to 
make  it  easier  for  customers 
to  prevent  the  sharing  of  then- 
personal  information. 

In  addition,  Truste  has  start¬ 
ed  using  technology  devel¬ 
oped  by  Watchflre  Corp.  in 
Waltham,  Mass.,  to  monitor 
Web  sites.  The  technology 
uses  automated  agents  called 
Web  crawlers  to  ensure  that 


and  filings,  Bourgeois  said. 

“We’ll  have  an  image  of 
every  piece  of  paper  we  re¬ 
ceive,”  he  said.  The  data  will 
be  indexed,  and  Bourgeois 
noted  that  ePhoenix  includes 
workflow  capabilities  that 
can  route  filings  to  the  next 
person  in  the  application¬ 
processing  chain. 

Room  to  Grow 

To  help  deal  with  the  in¬ 
creased  amount  of  data  that  it 
will  be  collecting,  the  Patent 
and  Trademark  Office  is  in¬ 
stalling  an  additional  90TB  of 
Symmetrix  disk  arrays  from 
EMC  Corp.  on  top  of  the 
210TB  it  already  has  config¬ 
ured  on  a  storage-area  net- 


sites  are  in  compliance  with 
their  stated  privacy  policies. 

Harris  Interactive  Inc.  in 
Rochester,  N.Y.,  received  a 
Truste  seal  earlier  this  year. 
Lynn  Siverd,  chief  privacy 
officer  and  a  vice  president  at 
the  company,  said  she  has  no 
problem  with  automated  com¬ 
pliance  monitoring,  provided 
it’s  a  vehicle  for  constructive 
criticism  and  not  for  “slap¬ 
ping”  a  company. 

Better  Bite 

Truste  says  companies  with 
Web  sites  bearing  its  seal 
now  must: 

PROVIDE  consumers  with  a 
choice  to  opt  out  before  sharing 
their  personal  information.  This 
closes  a  loophole  for  companies 
that  cited  marketing  as  their  pri¬ 
mary  service  and  used  that  as  a 
vehicle  to  share  customer  data 
with  anyone. 

ADHERE  to  user  preferences  for 
at  least  12  months  before  making 
changes. 


work.  Hopkinton,  Mass.-based 
EMC  plans  to  announce  the 
new  purchase  this  week. 

The  migration  to  full  elec¬ 
tronic  processing  will  make 
the  agency’s  data  backup  and 
disaster  recovery  capabilities 
more  important  than  they  are 
now,  Bourgeois  said.  The 
patent  office  currently  has  a 
stand-alone  data  center  and 
does  only  tape  backups  of  its 
mission-critical  data.  If  sys¬ 
tems  were  to  crash,  it  would 
take  “a  long  time  to  get  back  to 
business,”  Bourgeois  said. 

Bob  Cote,  a  patent  litigator 
and  trial  lawyer  at  Orrick, 
Herrington  &  Sutcliffe  LLP  in 
New  York,  said  a  paperless 
system  for  processing  patent 


Indeed,  Mike  Weider, 
founder  and  chairman  of 
Watchfire,  said  Web  sites  can 
involve  so  many  people  and 
departments  that  an  employee 
could,  for  instance,  uninten¬ 
tionally  add  a  third-party 
cookie  in  violation  of  a  firm’s 
privacy  policy.  Watchfire’s 
Web  crawlers  will  look  for 
those  kinds  of  problems  and 
alert  Truste  on  a  regular  basis. 
Previously,  Truste  relied  on 
annual  reviews. 

Truste  and  other  privacy 
seal  programs  have  faced  criti¬ 
cism  in  recent  years  from 
those  who  feel  that  they  have 
failed  to  ensure  meaningful 
privacy  protections.  But  with 
these  changes  and  previous 
ones,  Truste  “has  been  steadi¬ 
ly  raising  its  standards,”  said 
Ari  Schwartz,  associate  direc¬ 
tor  for  the  Center  for  Democ¬ 
racy  and  Technology  in  Wash¬ 
ington.  Initially,  Truste  re¬ 
quired  companies  displaying 
its  seal  only  to  abide  by  their 
own  privacy  policies,  what¬ 
ever  those  policies  might  be. 


Truste  Says  Licensing  Changes 
Will  Give  Privacy  Seal  More  Teeth 


No  Vlore  Paper  Chase 


The  patent  office’s 
technology  plans  include: 

■  Using  XML  and  IBM’s  Web¬ 
Sphere  middleware  tools  to 
integrate  the  back-end  patent¬ 
processing  system  with  a  new 
Web-based  filing  application. 

■  Deploying  90TB  of  additional 
data  storage  from  EMC  and  using 
its  Symmetrix  Remote  Data 
Facility  software  for  disaster 
recovery  purposes. 

■  Modifying  an  0rade9i-based 
electronic  document-scanning 
and  archiving  system  teat  was 
developed  by  the  European 
Patent  Office. 


applications  is  long  overdue. 
For  external  users,  the  new 
technology  should  reduce  the 
time  it  takes  to  submit  filings, 
make  it  easier  to  access  data 
and  reduce  errors  in  applica¬ 
tion  processing,  Cote  said.  I 


But  that  left  companies  free  to 
treat  customer  information  as 
they  saw  fit,  Schwartz  said.  “I 
think  companies  that  commit 
to  this  are  raising  the  bar  for 
the  industry,”  he  said,  adding 
that  the  changes  aren’t  a  sub¬ 
stitute  for  privacy  legislation. 

Fran  Maier,  executive  direc¬ 
tor  of  San  Francisco-based 
Truste,  said  the  licensing 
changes,  along  with  the  moni¬ 
toring  effort,  “are  really  send¬ 
ing  the  message  that  we  take 
enforcement  compliance  seri¬ 
ously,  that  we  have  teeth.” 

Compliance  Check 

Corporate  privacy  officers  say 
seal  programs  offer  business 
value  by  providing  a  road  map 
for  examining  privacy  poli¬ 
cies,  establishing  independent 
audits  and  boosting  customer 
confidence. 

Mel  Peterson,  chief  privacy 
officer  at  Procter  &  Gamble 
Co.  in  Cincinnati,  participates 
in  the  Arlington,  Va.-based 
Better  Business  Bureau  pri¬ 
vacy  seal  program.  Going 
through  the  process  of  apply¬ 
ing  for  a  seal  is  “a  good  way 
for  a  company  to  get  up  to 
speed  quickly  on  what  needs 
to  be  done”  in  privacy  compli¬ 
ance,  Peterson  said,  t 


intel.com 


Are  the  PCs  you  own  costing 
more  than  the  ones  you  can  buy? 


Older  PCs  are  costing  your  business  time  and  money. 


Outdated  PCs  can  be  expensive. 
When  you  consider  that  new  PCs  based  on 
the  Intel®  Pentium®  4  processor 
can  increase  productivity  and  enhance 
security  (by  running  the  latest  OS 
and  anti-virus  applications),  the  savings 
to  your  business  can  offset  the  cost  of 
an  upgrade  —  and  then  some.’  Get  the  hard 
facts  on  upgrading  to  Pentium  4 
processor-based  PCs  at  intel.com.  It’s 
a  better  way  to  compute,  and 

a  better  way  to  profit. 


Providing  performance  and 
reliability  to  drive  business 
applications. 


pentium  Zf 


Packing  great  performance 
into  versatile,  thin 
and  light  notebooks. 


•Cost  savings  calculated  by  comparing  current  advertised  prices  of  new  Intel  Pentium  4  processor-based  PCs  with  productivity  savings  as  measured  in  an  Intel  study.  Productivity  savings  calculated  by  comparing  employee  performance  on  22  GHz  Intel  Pentium  4 
processor-based  PCs  running  Microsoft  Windows  XP  with  a  500  MHz  Intel  Pentium  III  processor-based  PC  running  Microsoft  Windows  2000.  Details  at  intel.com. 

©  2002  Intel  Corporation.  Intel,  the  Intel  Inside  logo  and  Pentium  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  Other  names  and  brands  may  be  claimed  as  property  of  others.  All  nghts  reserved 


14 


(MTERWGRLD  December  16, 2002 


NEWS 


www.computerworld.com 


3Com  Releases  Software 
For  ( Connecting  Slviichf  s 


XRN  technology  allows  two  network 
switches  to  be  managed  as  a  single  unit 


Switch  Connections 


1RIEFS 


Payless  Shoe  Exec 
Named  Sears  CIO 

Sears,  Roebuck  and  Co.  has 
named  Gerald  Kelly  as  its  CIO, 
filling  the  spot  vacated  in  May  by 
Jerry  Miller  [QuickLink  30059]. 
Another  executive  had  run  the 
Hoffman  Estates,  lll.-based  re¬ 
tailer's  IT  operations  on  an  inter¬ 
im  basis  since  then.  Kelly,  54, 
previously  was  senior  vice  presi¬ 
dent  of  logistics,  information  sys¬ 
tems  and  technology  at  Payless 
ShoeSource  Inc.  in  Topeka,  Kan. 


EDS  Reduces  Q4 
Profit  Forecast . . . 

Electronic  Data  Systems  Corp. 
cut  its  fourth-quarter  earnings 
forecast  as  a  result  of  the  Chapter 
11  bankruptcy  filing  by  UAL  Corp., 
the  parent  company  of  United  Air 
Lines  Inc.  Plano,  Texas-based 
EDS,  which  had  already  lowered 
its  fourth-quarter  projections  in 
September,  said  that  a  $40  mil¬ 
lion  write-down  related  to  an 
aircraft  leasing  deal  with  United 
will  reduce  earnings  by  5  cents 
per  share. 


BY  MATT  HAMBLEN 

OVING  FORWARD 

with  the  first 
phase  of  its 
switch-network¬ 
ing  software  initiative,  3Com 
Corp.  last  week  began  ship¬ 
ping  tools  that  allow  two  of 
the  company’s  core  network 
switches  to  be  managed  as  a 
single  entity. 

The  Expandable  Resilient 
Networking  (XRN)  initiative 
was  first  announced  in  March, 
effectively  bringing  Santa 
Clara,  Calif. -based  3Com  back 
into  the  business  of  providing 
switching  technology  for  cor¬ 
porate  users  after  a  two-year 
absence  [QuickLink  28101]. 

3Com  last  week  said  the 
XRN  software  can  be  used  to 
incrementally  build  a  Layer  3 
network  backbone  by  linking 


its  stackable  switches  —  or 
fixed-configuration  models,  as 
3Com  calls  them  —  into  a  vir¬ 
tual  core-routing  device. 

The  initial  XRN  Intercon¬ 
nect  Kit  can  link  two  switches, 
said  Shaun  Paice,  a  product 
line  manager  at  3Com.  By  the 
end  of  next  year,  the  software 
will  be  able  to  interconnect 
four  3Com  switches,  Paice 
said.  A  third  version  will  link 
more  than  four  of  the  devices, 
but  no  delivery  timetable  has 
been  set  for  that  release. 

ViaSat  Inc.,  a  Carlsbad, 
Calif.-based  satellite  commu¬ 
nications  company,  is  evaluat¬ 
ing  the  XRN  technology  along 
with  3Com’s  Switch  4060  de¬ 
vice,  which  was  released  in 
June  and  is  rated  for  a  56G 
bit/sec.  switching  capacity. 

“Our  return  on  investment 


Switch  Connection.' 


The  XRN  Interconnect  Kit: 

INCLUDES  a  1-meter  intercon¬ 
nect  cable  and  Version  3.0  of 
3Com’s  Gigabit  Multilayer 
Switching  software. 

CAN  BE  USED  with  3Com’s 
stackable  Switch  4060  and 
4050  devices,  plus  its  Super- 
Stack  3  Switch  4900  models. 

SUPPORTS  Gigabit  Ethernet 
switching  speeds  and  costs 
$6,995,  with  an  optional  5- 
meter  cable  that  costs  $695. 


could  be  much  higher  [than  it 
was  before]  because  we  are 
going  to  see  reduced  network 
downtime  and  easier  manage¬ 
ment,”  said  Brent  Barker,  a 
networks  systems  security  an¬ 
alyst  at  ViaSat.  “If  it  pans  out, 
it  could  be  a  big  deal  for  us.” 

ViaSat  has  a  3,500-node  net¬ 
work  that’s  heavily  dependent 


on  3Com  gear.  Barker  said  Via¬ 
Sat  will  decide  by  February 
whether  to  extend  XRN- 
equipped  4060  devices  across 
the  company’s  entire  office 
campus.  XRN  could  be  used  to 
link  4060s  in  three  separate 
buildings,  he  added. 

Nick  Lippis,  an  analyst  at 
Lippis  Consulting  in  Hingham, 
Mass.,  said  the  XRN  kit  is 
unique  in  the  LAN  switching 
market.  It  should  let  users  of 
3Com’s  switches  build  more 
distributed  core  networks 
“without  having  to  spend  a  lot 
more  on  chassis-based  archi¬ 
tectures”  that  are  usually  in¬ 
stalled  for  heavy-duty  applica¬ 
tions,  he  said.  XRN  also  is 
designed  to  eliminate  single 
points  of  failure  and  provide 
management  features  such  as 
network  load  balancing. 

But  Zeus  Kerravala,  an  ana¬ 
lyst  at  The  Yankee  Group  in 
Boston,  said  the  real  proof  of 
XRN’s  success  will  come  if 
and  when  3Com  meets  its  sec¬ 
ond-phase  rollout  schedule. 
Adding  support  for  linking  up 
to  four  switches  would  give 
users  more  flexibility  than 
they  get  with  the  initial  XRN 
release,  Kerravala  said.  I 


. . .  And  Expands 
Weyerhaeuser  Deal 

EDS  also  said  Weyerhaeuser  Co. 
in  Federal  Way,  Wash.,  has  ex¬ 
panded  a  seven-year  IT  out¬ 
sourcing  deal  signed  in  late 
2000  to  include  the  operations 
of  Willamette  Industries  Inc.,  a 
company  Weyerhaeuser  bought 
in  June.  The  contract  expansion 
and  the  renewal  of  an  outsourc¬ 
ing  deal  with  an  Australian  utility 
company  are  worth  a  combined 
$240  million,  EDS  said. 


Short  Takes 

SAP  AG  said  it  acquired  full  own¬ 
ership  of  EMAR0  AG,  a  St.  Leon- 
Rot,  Germany-based  electronic 
procurement  service  provider 
that  was  a  joint  venture  between 
SAP  and  Deutsche  Bank  AG. . . . 
New  York-based  SCHOLASTIC 
INC.  named  Reg  Maton  as  its  CIO. 
Maton  was  CIO  at  Symbol  Tech¬ 
nologies  Snc.  in  Holtsville,  N.Y. 


Alcatel  Targets  10  Gigabit 
Ethernet  With  New  Switch 


Models  added  at 
low  and  high  ends 

BY  MATT  HAMBLEN 

Alcatel  last  week  expanded 
the  OmniSwitch  product  line 
that  it  announced  in  February, 
releasing  a  top-of-the-line  10 
Gigabit  Ethernet  switch  for 
use  in  core  networks. 

Paris-based  Alcatel,  which 
has  switch  development  teams 
in  California  and  Texas,  also 
started  shipping  a  series  of 
edge  networking  switches 
called  OmniSwitch  6000. 
Those  devices  and  the  high- 
end  OmniSwitch  8000  comple¬ 
ment  the  original  7000  series, 
which  was  designed  to  straddle 
the  line  between  core  and  edge 
networking  applications. 

Lawrence  Orans,  an  analyst 
at  Gartner  Inc.,  said  the  Omni¬ 


Switch  8000  is  one  of  the  few 
full-function  10  Gigabit  Ether¬ 
net  switches  to  be  released 
thus  far.  Rival  vendors  such  as 
Cisco  Systems  Inc.  and  Nortel 
Networks  Ltd.  have  shipped  10 
Gigabit  Ethernet  modules  for 
their  existing  switches  instead 
of  developing  complete  de¬ 
vices,  Orans  said. 

The  6000s  are  stackable 
switches  that  can  be  expanded 
as  a  company’s  network  grows, 
according  to  Orans.  He  added 
that  the  devices  also  can  func¬ 
tion  as  virtual  chassis  switch¬ 
es,  providing  features  such  as 
carrier-class  uptime  and  re¬ 
dundant  power  supplies  at  a 
much  lower  cost  than  actual 
chassis-based  switches. 

Texas  A&M  University  has 
bought  six  of  the  6000  models 
and  is  testing  the  switches  pri¬ 
or  to  deploying  them  on  its 


network  to  prioritize  data 
traffic,  said  Willis  Marti,  the 
school’s  associate  director  of 
networking.  He  added  that  the 
university,  which  has  45,000 
students  plus  18,000  faculty 
and  staff  members,  wants  to 
be  able  to  give  priority  to  criti¬ 
cal  traffic,  including  real-time 
voice  and  video  data. 

Texas  A&M  installed  some 
of  the  OmniSwitch  7000  de¬ 
vices  in  March  for  core  switch¬ 
ing  uses,  after  evaluating  Alca¬ 
tel’s  switches  as  well  as  prod¬ 
ucts  from  vendors  such  as 
Cisco  and  Nortel 

“Alcatel  offers  the  idea  of 
the  same  architecture  with  the 
edge  switch,  building  router 
and  core  router,”  Marti  noted. 
“A  state  university  takes  a 
long  time  to  turn  the  ship,  so 
we  decided  on  the  Alcatel  ar¬ 
chitecture  because  it  grows 
over  time.” 

Alcatel’s  overall  strategy  is 
to  sell  the  OmniSwitch  prod¬ 
ucts  as  part  of  IP  telephony 
installations,  since  network 


availability  “is  going  to  be 
critical”  to  companies  that  are 
deploying  such  applications, 
Orans  said. 

“Alcatel  is  not  a  dominant 
player  in  the  switching  market, 
but  they  are  well  positioned 
for  enterprises  pursuing  IP 
telephony,”  he  added.  > 


PRODUCT  DETAILS 


■  Provides  data  switching  speeds 
of  up  to  512G  bit/sec. 


■  Functions  like  a  chassis  switch, 
eliminating  single  points  of  failure 
at  the  edges  of  networks 


■  Pricing  starts  at  $2,785 


OmniSwitch  8000  series 

■  Supports  up  to  384  Gigabit 
Ethernet  ports  and  16 10  Gigabit 
Ethernet  wire  rate  ports 


■  Pricing  starts  at  $40,995 


OmniSwitch  6000  series 

■  Lets  users  link  up  to  eight 
switches  in  a  loop  with  dual  Giga¬ 
bit  Ethernet  connections 
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BENCHMARKED 
YOUR  WEB  SITE 

NOW  LET  US  TEST 
YOUR  E  BUSINESS 
PERFORMA  CE 


HOW  DO  YOU  IMPROVE  YOUR 
E-BUSINESS  EFFECTIVENESS? 

When  you  test  Web  performance,  what  you  really  want  to  know 
is  how  the  Web  is  affecting  your  bottom  line. That's  where 
Keynote  Systems  can  help. 

At  Keynote,  we  know  something  about  performance.  We  have  been 
benchmarking  the  world's  leading  Web  sites  for  nearly  a  decade. 

All  that  expertise  goes  into  Keynote's  performance  testing  services  to 
help  you  measure  the  effectiveness  of  your  e-business. 

Keynote  offers  services  to  help  you  test  every  aspect  of  your 
e-business,  including  scalability,  capacity,  user  experience,  and 
content  integrity.  Our  performance  testing  services  give  you  a 
360-degree  perspective  of  your  e-business  effectiveness. 

It's  the  least  you  can  expect  from  the  Internet  Performance  Authority®. 

To  find  out  how  Keynote  testing  services  can  improve 

performance,  save  you  money,  and  increase  your 

e-business  effectiveness, 

call  1  -800-KEYNOTE  (800-539-6683), 

or  go  to  www.keynote.com/cw 


IMPROVING  THE  QUALITY  OF  E-BUSINESS  WORLDWIDE. 


©  2002  Keynote  Systems,  Inc.  Keynote  and  the  Keynote  logo  are  registered  trademarks  of  Keynote  Systems,  Inc.  All  rights  reserved. 
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Per-Device  Option  Still  the 
Way  to  Go  for  Some  Users 


Microsoft’s  new  per-user  client- 
access  licensing  option  is  gener¬ 
ally  regarded  as  a  positive 
change,  but  it  won’t  be  the  best 
option  for  every  company. 

Per-device  licenses  will  still 
make  more  sense  for  factories 
with  workers  who  share  a  kiosk 
on  the  manufacturing  floor  and 
for  call  centers  that  have  more 
than  one  employee  using  the 
same  workstation,  for  instance. 

“If  you  have  more  employees 
than  you  have  devices,  then  you 
want  to  stick  with  the  per-device 
model,”  noted  Alvin  Park,  an  an¬ 
alyst  at  Stamford,  Conn.-based 
Gartner  Inc. 

National  Semiconductor 
Corp.,  in  contrast,  has  far  more 
devices  than  it  does  employees, 
who  access  servers  from  the  of¬ 
fice,  at  home  and  on  the  road, 


:  said  Bob  Neuberger,  infrastruc- 
:  ture  manager  at  the  Santa  Clara, 

•  Calif.-based  company.  National 
:  Semiconductor’s  employees  ac- 
:  cess  their  applications  from  cen- 

•  tral  servers  running  software 

•  from  Citrix  Systems,  which 

:  charges  customers  based  on  the 

•  number  of  concurrent  users. 

Not  surprisingly,  Neuberger 
'  said  his  company  prefers  the 
:  per-user  model.  But  even  com- 
:  panies  that  expect  to  see  bene- 

•  fits  from  that  model  may  en- 
:  counter  challenges. 

‘Counting  Devices  Is  Easier’ 

•  One  IT  manager  at  a  large  finan¬ 
cial  institution,  who  asked  not  to 

:  be  identified,  said  the  per-user 
option’s  helpfulness  will  depend 
[  on  how  easily  the  company  can 
:  determine  end-user  access 


HI! 

:  needs  and  track  and  manage  the 

*  user  vs.  the  device  client-access 
J  licenses.  “Counting  devices  is 

:  easier,"  he  said. 

Under  the  new  Microsoft 

*  licensing  plan,  companies  have 
\  the  option  of  buying  a  mix  of 

:  per-user  and  per-device  access 
i  licenses,  if  that  works  out  best. 

“But  you  have  to  keep  track  of 
t  them,”  Park  warned. 

I  Pricing  hasn’t  been  an- 
;  nounced,  but  the  per-user  and 

*  per-device  options  will  be  priced 
i  the  same,  according  to  Bob 

:  O’Brien,  a  group  product  man- 
;  ager  in  Microsoft’s  Windows 
server  division.  The  licensing 
:  changes  are  due  to  take  effect  in 
:  April  with  the  release  of  Win¬ 
dows  .Net  Server  2003,  but  beta 

*  testers  may  have  spotted  the 
new  options  earlier  this  month 

:  when  Microsoft  made  available 

*  the  second  release  candidate  of 
l  its  new  server  operating  system. 

:  -Carol  Slim 


Continued  from  page  1 

.Net  Licensing 

the  Internet  Connector  for 
Windows  .Net  Server  2003 
and  Terminal  Server.  Micro¬ 
soft  is  essentially  clarifying 
that  with  this  license,  compa¬ 
nies  can  extend  access  to  busi¬ 
ness  partners  via  an  extranet 
and  to  users  via  the  Internet. 

But  a  third  licensing  change 
is  becoming  a  source  of  con¬ 
cern  for  some  users  of  termi¬ 
nal  services,  which  enable 
companies  to  let  thin-client 
machines  access  applications 
running  on  their  Windows 
servers. 

Companies  will  be  required 
to  have  Terminal  Server  ac¬ 
cess  licenses  for  all  client  de¬ 
vices,  no  matter  which  version 
of  Windows  they’re  running. 
In  the  past,  firms  using  the 
most  current  Windows  client 
version  got  free  access  to  ter- 

Licensing 

Changes 

New  terms  for  Windows  .Net 
Server  2003  and  Windows  .Net 
Server  2003  Terminal  Server: 

Per-user  client-access  licenses 
can  be  purchased,  in  addition  to 
the  existing  per-device  access  li¬ 
cense  option.  Companies  can,  if 
desired,  buy  a  mix  of  per-user  and 
per-device  access  licenses. 


The  External  Connector  license 
will  replace  the  Internet  Connec¬ 
tor  licensing  option.  This  change 
clarifies  that  companies  can  ex¬ 
tend  server  access  to  business 
partners  via  an  extranet. 


Terminal  Server  client-access 
iicenses  will  be  required,  no 
matter  which  Windows  client  ver¬ 
sion  is  used.  In  the  past,  compa¬ 
nies  running  the  most  current 
Windows  client  were  granted  ac¬ 
cess  to  Windows  Terminal  Ser¬ 
vices.  Microsoft  plans  to  grant 
Terminal  Server  access  licenses 
to  customers  who  either  (1)  have 
already  purchased  Windows  XP 
Professional,  (2)  have  their  Win¬ 
dows  desktop  operating  system 
under  an  Enterprise  Agreement 
or  Software  Assurance  plan  or 
(3)  purchase  Windows  XP  Pro¬ 
fessional  before  Windows  .Net 
Server 2003  ships. 


minal  services  on  Windows 
servers. 

Bob  O’Brien,  a  group  prod¬ 
uct  manager  in  Microsoft’s 
Windows  server  division,  said 
the  change  moves  Microsoft 
to  a  “more  consistent  model.” 

He  noted  that  in  the  past,  if 
a  company  upgraded  to  a  new 
server  operating  system  and 
didn’t  upgrade  its  client  oper¬ 
ating  systems,  it  was  required 
to  buy  terminal  services 
client-access  licenses. 

“Customers  could  easily 
find  themselves  moving  in  and 
out  of  compliance  with  the  li¬ 
censes,  which  has  created  a 
great  deal  of  frustration  and 
confusion  for  those  cus¬ 
tomers,”  O’Brien  said. 

Transition  Aid 

To  help  with  the  transition, 
Microsoft  will  give  free  Termi¬ 
nal  Server  access  licenses  to 
companies  that  have  bought 
Windows  XP  Professional  or 
will  do  so  by  the  time  Win¬ 
dows  .Net  Server  2003  ships  in 
April. 

Companies  that  have  Win¬ 
dows  desktop  operating  sys¬ 
tems  under  an  Enterprise 
Agreement  or  the  Software 
Assurance  maintenance  plan 
will  also  receive  such  licenses, 
O’Brien  said. 

But  not  surprisingly,  some 
companies  are  expected  to  fall 
through  the  cracks.  Jim  Prevo, 
CIO  at  Green  Mountain  Cof¬ 
fee  Roaster  Inc.  in  Waterbury, 
Vt.,  said  his  company  current¬ 
ly  pays  for  terminal  services 
client-access  licenses  for  its 
older  clients  and  gets  the  li¬ 
censes  at  no  charge  for  its 
Windows  2000  PCs. 

Green  Mountain  doesn’t 
have  an  Enterprise  Agreement 
and  didn’t  sign  up  for  Soft¬ 
ware  Assurance,  and  Prevo 
said  his  company  won’t  up¬ 
grade  all  of  its  clients  to  Win¬ 
dows  XP  just  to  get  Terminal 
Server  access  licenses. 

“This  represents  a  price  in¬ 
crease  for  us  and  will  nega¬ 
tively  impact  our  decisions  re¬ 
garding  terminal  service  us¬ 
age,”  Prevo  said. 

Raymond  Leitz,  director  of 
technical  services  at  Auto¬ 
Nation  Inc.  in  Fort  Lauderdale, 
Fla.,  said  that  if  his  company 
moves  to  Windows  .Net  Server 


2003,  as  it  has  been  planning  to 
do,  it  could  incur  more  than 
$250,000  in  unanticipated  ex¬ 
penses.  That  money  would  be 
spent  on  the  necessary  client- 
access  licenses  to  enable  some 
10,000  users  to  access  both  the 
Windows  .Net  Server  operat¬ 
ing  system  and  its  accompany¬ 
ing  terminal  server,  which 
would  require  separate  client- 
access  licenses. 

The  alternative  is  to  esca¬ 
late  the  timetable  for  its  desk¬ 
top  operating  system  refresh, 
but  that  would  cost  even 
more,  Leitz  said.  AutoNation’s 
predominant  operating  system 
is  Windows  NT  4.0. 

“Every  year,  there  seems  to 
be  a  new  license  program  that 

H  Not  only  does 
Microsoft  cost 
us  a  lot  of  money, 
but  they  take  too 
much  of  our  time 
with  their  pricing 
system. 

ROLAND  SIN-CHAN,  IT  MANAGER, 
CAISSE  D’EPARGNE 


Microsoft  implements  to  make 
sure  they  have  recurring  rev¬ 
enue  for  desktop  clients  that 
haven’t  upgraded  to  the  latest 
client  operating  system,”  Leitz 
said.  “As  these  license  pro¬ 
gram  changes  continue  to  oc¬ 
cur  outside  of  the  annual  cor¬ 
porate  budget  process  time¬ 
line,  it  makes  the  budgeting 
process  impossible  to  manage 
and  frustrates  everyone  in¬ 
volved.” 

Ironically,  that’s  the  same 
sort  of  complaint  Microsoft 
heard  after  announcing  its  Li¬ 
censing  6.0  program  in  May 
2001.  That  plan  had  been 
scheduled  to  take  effect  on 
Oct.  1, 2001,  but  Microsoft  had 
to  twice  postpone  the  effec¬ 
tive  date  of  some  of  the  more 
controversial  provisions  in  the 
face  of  customer  outrage. 

Roland  Sin-Chan,  an  IT 
manager  at  Caisse  D’Epargne, 
a  large  Paris-based  financial 
institution,  said  French  cus¬ 
tomers  are  getting  “fed  up” 
with  licensing  changes,  adding 
that  if  Microsoft  continues  to 
alter  the  rules,  his  firm  may 
start  to  look  at  alternative 
products. 

“Not  only  does  Microsoft 


cost  us  a  lot  of  money,  but 
they  take  too  much  of  our 
time  with  their  pricing  sys¬ 
tem,”  he  said. 

Leitz  said  he  doesn’t  want 
to  have  to  look  to  other  prod¬ 
ucts,  but  he  has  an  exit  strate¬ 
gy,  should  Microsoft’s  client- 
access  “taxation”  prove  too 
high.  He  said  his  company 
could  switch  its  Web  portal  to 
Apache  running  on  Linux  and 
turn  to  StarOffice  deployed 
through  its  Citrix  Systems  Inc. 
software  running  on  Unix. 

“We  are  devising  alterna¬ 
tives  to  lessen  the  pain  if  we 
have  to,”  said  Leitz. 

Kurt  Schlegel,  an  analyst  at 
Meta  Group  Inc.  in  Stamford, 
Conn.,  referred  to  Microsoft’s 
latest  licensing  changes  as 
“two  steps  forward  and  one 
step  back.”  He  said  the  step 
back  —  the  Terminal  Server 
change  —  will  be  a  big  deal  for 
companies  not  using  Windows 
XP  Professional.  He  said  he’s 
surprised  that  Microsoft  didn’t 
make  the  Terminal  Server 
changes  contingent  on  mainte¬ 
nance,  to  make  Software  As¬ 
surance  and  Enterprise  Agree¬ 
ments  more  attractive  and 
thus  encourage  renewals.  I 
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Post-Microsoft,  Quantum  CEO  Free  to  Tout  Linux 


erful  and  flexible  as  the  combination  of 
Linux  and  some  of  these  other  tools.  I 


BY  LUCAS  MEARIAN  AND  DON  TENNANT 

Rick  Belluzzo  took  over  as  CEO  of  Milpi¬ 
tas,  Calif.-based  storage  vendor  Quan¬ 
tum  Corp.  in  September,  four  months  af¬ 
ter  stepping  down  as  president  and  chief 
operating  officer  of  Microsoft  Corp.  Bel¬ 
luzzo  spoke  with  Computerworld  last 
week  about  his  new  company,  where 
Linux  isn’t  a  dirty  word. 

What  was  morale  like  when  you  showed  up 
at  Quantum,  given  the  concurrent  layoff  of  a 
third  of  the  company’s  workforce?  People 
were  kind  of  tired  and  a  bit  stunned. 
Morale  in  our  industry  is  quite 
low.  I’m  not  sure  we’re  any 
worse  off  than  others  —  maybe 
we’re  better  off. . . .  We  said  we 
were  going  to  break  even  this 
quarter  and  be  profitable  next 
quarter,  and  there’s  been  a  huge 
amount  of  energy  to  get  there. 

When  you  joined  Quantum,  you  said 
that  Bob  Muglia,  who  heads  Micro¬ 
soft’s  storage  business,  had  sug¬ 
gested  that  you  get  together.  Did  that  ever 
happen?  We  are  [meeting]  next  month. 
Bob  and  I  have  talked  a  couple  times, 
and  they’re  coming  up  with  some  ideas. 
I’m  not  sure  where  that’s  going  to  go.  If 
we  can  find  a  way  to  work  together,  that 
would  be  great.  The  initiatives  we’re 
talking  about  all  need  to  work  well 
within  Windows  and  SQL  Server  and  a 
variety  of  environments  that  they  cer¬ 
tainly  could  help  us  with.  But  most  of 
our  [storage  appliance]  products  have 
been  Linux-based.  It’s  a  good  operating 
system  for  those  kinds  of  products. 


So  are  you  more  of  a  believer  in  Linux  now 
than  you  were  when  you  were  at  Microsoft? 

I  wasn’t  a  believer  in  Linux  at  Micro¬ 
soft;  I  couldn’t  be  a  believer  at  Micro¬ 
soft.  But  Linux  is  clearly  the  biggest 
competitive  challenge  that  Microsoft 
has  ever  faced.  It’s  unlike  anything  be¬ 
fore.  There’s  not  a  [single]  company 
behind  it;  it’s  very  elusive,  in  a  way.  I 
don’t  think  Linux  is  going  to  be  suc¬ 
cessful  as  a  desktop  replacement.  But 
Linux  is  going  to  surround  new  appli¬ 
ances  and  new  segments. 

Would  you  consider  yourself  a  Linux 
advocate  now?  I  consider  myself 
an  advocate  of  whatever  allows 
us  to  achieve  out  goals  most  ef¬ 
fectively.  And  today,  for  us,  that 
certainly  is  Linux,  because  it’s 
free,  it  has  a  good  modular  de¬ 
sign,  you  can  modify  it  to  meet 
your  needs.  There  is  nothing 
else  that  can  meet  our  needs 
like  that. 

Users  appear  to  be  more  willing  than  they 
had  been  in  the  past  to  put  mission-critical 
apps  on  Linux.  Do  you  agree?  In  that  case, 
it’s  not  Linux  that’s  the  threat  [to  Mi¬ 
crosoft],  as  much  as  the  layer  of  soft¬ 
ware  that’s  being  built  above  that,  like 
[IBM’s]  WebSphere  and  some  of  these 
other  new  tools  that  basically  can  in¬ 
teract  with  virtually  any  technology. 

In  that  environment,  there’s  Linux  and 
WebSphere  vs.  Microsoft,  which  is 
Windows  from  top  to  bottom. 

So  that’s  the  debate:  Is  Windows  go¬ 
ing  to  grow  into  a  broader  application 


Quantum  Sets  Road  Map  for  Comeback  Bid 


Quantum  last  week  laid  out  a  four-year 
technology  road  map  that’s  aimed  at  re¬ 
turning  the  storage  vendor  to  profitability 
by  next  quarter  and  nearly  doubling  the 
capacity  of  its  Super  Digital  Linear  Tape 
(SDLT)  line  of  tape  drives  by  mid-2003. 

CEO  Rick  Belluzzo  said  Quantum  next 
summer  plans  to  introduce  an  SDLT  drive 
with  a  compressed  data  storage  capacity 
of  60QGB.  The  current  model,  the  SDLT 
320,  can  store  160GB  of  data  in  native  for¬ 
mat  or  320GB  of  compressed  data. 

SDLT  and  a  lower-end  Value  DLT  line 
that  Quantum  acquired  this  quarter  are  its 
entries  in  the  tape  drive  sweepstakes. 
Quantum  is  currently  in  a  horse  race  with 
vendors  of  linear  tape-open  (LTD)  drives, 
such  as  IBM,  Hewlett-Packard  Co.  and 


Seagate  Technology  Inc. 

The  LT0  vendors  have  sold  about 
250,000  drives  worldwide  thus  far,  com¬ 
pared  with  150,000  SDLT  devices,  accord¬ 
ing  to  Freeman  Reports,  a  storage  market 
research  firm  in  Ojai,  Calif.  But  Bob  Abra¬ 
ham,  president  of  Freeman  Reports,  said 
that  Quantum  “has  a  very  ambitious  migra¬ 
tion  plan"  for  users  of  its  older  tape  drives. 

But  as  part  of  its  effort  to  rebound  from 
losses  of  $242.3  million  during  the  past 
two  quarters.  Quantum  will  focus  on  more 
than  tape  backup,  Beliuzzo  said.  He  cited 
partnerships  with  storage  management 
software  vendors  and  the  company’s  new 
DX3Q  disk-based  backup  server  as  other 
key  elements. 


development  environment,  or  is  IBM 
going  to  be  successful  with  something 
like  WebSphere?  Microsoft  has  a  lot  of 
work  to  do  to  make  Windows  as  pow- 
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HP  Readies  Last 
Alpha  Upgrade 


EV7  device  set  for 
release  in  AlphaServer 
systems  next  month 

BY  JAMES  NICCOLAI 

EWLETT- PACKARD  CO.  next 
month  plans  to  deliver  a 
new  version  of  its  Alpha 
processor,  an  architectural 
upgrade  that’s  designed  to  carry  the 
CPU  family  until  the  company  stops 
work  on  the  chips  in  2004. 

HP  had  previously  said  it  would  ship 
the  Alpha  EV7  chip  for  use  in  its  Alpha¬ 
Server  systems  by  the  end  of  this  year, 
putting  the  launch  close  to  schedule.  It 
will  release  one  more  Alpha  device 
within  12  months  or  so  before  ending 
development  work,  according  to  Peter 
Blackmore,  executive  vice  president  of 
HP’s  enterprise  systems  group. 

Speaking  at  a  meeting  with  financial 
analysts  this  month,  Blackmore  said 
that  HP  expects  its  AlphaServer  busi¬ 
ness  to  lose  about  $200  million  during 
the  fiscal  year  that  will  end  next  Octo¬ 
ber.  But  he  added  that  HP,  which  in¬ 
herited  the  technology  when  it  bought 
Compaq  Computer  Corp.,  can’t  aban¬ 
don  the  installed  base  of  Alpha  users 
by  killing  the  chip  right  away. 

Reallocating  Resources 

HP  eventually  plans  to  shift  all  its  high- 
end  servers,  including  the  Alpha-based 
machines  and  the  ones  that  use  its  PA- 
RISC  processors,  to  Intel  Corp.’s  64-bit 
Itanium  chips.  When  Alpha  goes  into 
maintenance  mode  in  mid-2004,  HP 
will  be  able  to  shift  some  of  the  funding 
now  spent  on  it  to  Itanium-related  serv¬ 
er  development  work,  Blackmore  said. 

With  Alpha  nearing  the  end  of  its 
life  cycle,  the  EV7  is  unlikely  to  attract 
many  new  corporate  users,  said  Nathan 
Brookwood,  an  analyst  at  Insight  64  in 
Saratoga,  Calif.  But  companies  that  have 
made  big  investments  in  developing 
Alpha-based  applications  “will  require 
several  years  to  complete  the  migra¬ 
tion”  to  another  server  technology, 
Brookwood  said. 

Among  other  enhancements,  the 
EV7  aims  to  improve  bandwidth  and 
reduce  latency  compared  with  earlier 
Alpha  devices.  The  new  design  should 
boost  performance  by  35%  to  55%  over 
existing  AlphaServer  machines,  allow¬ 
ing  the  chip  to  hold  its  own  in  the  mar¬ 


ket  for  another  one  to  two  years,  said 
Brad  Day,  an  analyst  at  Giga  Informa¬ 
tion  Group  Inc.  in  Cambridge,  Mass. 

The  final  planned  Alpha  processor, 
called  the  EV7-9,  is  a  follow-on  chip 
that  will  be  produced  using  a  more  ad¬ 
vanced  manufacturing  process  in  order 
to  further  boost  performance,  Black- 
more  said.  After  the  EV7-9  is  released, 
HP  will  continue  to  support  users  by 
providing  bug  fixes  and  upgrading  op¬ 
erating  systems  to  run  on  that  device, 
although  Blackmore  didn’t  say  how 
long  that  support  would  last. 


Actuate  Broadens 
Reporting  Tool, 
Plans  to  Add 
More  IT  Controls 

BY  CRAIG  STEDMAN 

Actuate  Corp.  this  week  plans  to  an¬ 
nounce  an  upgrade  of  its  spreadsheet- 
based  reporting  tools  that’s  aimed  at 
letting  business  users  create  their  own 
reports.  But  the  company  is  also  devel¬ 
oping  separate  software  designed  to 
give  IT  managers  more 
control  over  the  report¬ 
building  process. 

The  current  version 
of  Actuate’s  e.Spread- 
sheet  Designer  technol¬ 
ogy,  which  generates 
reports  that  run  inside 
Microsoft  Excel  spread¬ 
sheets,  is  used  mainly  by 
IT  workers  because  it  re¬ 
quires  SQL  programming 
skills  and  knowledge  of 
XML.  Actuate  said  the 
upgrade,  due  out  next 
quarter,  includes  a  sim¬ 
plified  user  interface  that 
eliminates  the  need  for 
manual  coding. 

However,  some  IT 
managers  have  told  Actuate  that 
they  need  to  ensure  that  end  users 
who  are  building  reports  can’t  access 
unauthorized  data  or  write  queries 
that  will  clog  up  systems.  The  follow- 
on  product  will  provide  such  safe¬ 
guards,  said  Michael  Thoma,  vice 
president  of  marketing  strategy  at 


Long  Goodbye 

■  The  plan  to  kill  off  Alpha  predates  HP’s 
May  acquisition  of  Compaq.  It  was  an¬ 
nounced  by  Compaq  in  July  2001. 


■  HP  has  said  it  will  continue  selling  Alpha¬ 
Server  systems  until  2006. 


■  HP  also  plans  to  retire  Compaq’s  Tru64 
Unix  operating  system  and  fold  some  of  its 
features  into  its  HP-UX  software. 


Day  called  HP’s  Itanium  strategy 
a  gamble  but  said  support  for  those 
chips  is  growing  following  Intel’s  re¬ 
lease  of  its  Itanium  2  processor  in  July.  I 


Niccolai  is  a  reporter  for  the  IDG 
News  Service. 


Actuate  in  South  San  Francisco,  Calif. 

Some  report-design  functionality 
will  be  left  out  of  that  version  of  the 
software,  Thoma  said.  Meanwhile, 
Actuate  plans  to  add  design  templates 
that  can  be  used  to  give  reports  a  com¬ 
mon  look.  The  more  controllable  re¬ 
lease  could  be  ready  “as  soon  as  the 
next  couple  months,”  Thoma  said. 

Core  Data  Resources,  a  company  in 
Amarillo,  Texas,  that  processes  ATM 
transactions,  began  using  e.Spread- 
sheet  last  December  and  is  beta-testing 
the  upgraded  version.  Cy  Comer,  Core 
Data’s  Actuate  administrator,  said  he 
created  all  of  the  ATM  usage  reports 
with  the  existing  soft¬ 
ware.  The  upgrade 
should  be  easier  to  use 
for  workers  in  account¬ 
ing  and  other  depart¬ 
ments,  he  said. 

Core  Data  doesn’t 
plan  to  wait  for  the  ver¬ 
sion  with  more  controls. 
Comer  said,  adding  that 
he  runs  all  new  reports 
on  a  test  server  to  be 
sure  that  they  work 
properly.  But  the  prom¬ 
ised  templates  and  data- 
access  constraints  sound 
useful,  he  said.  “If  you 
just  let  anybody  get  to 
the  data,  that  could  be  a 
problem,”  Comer  noted. 

Keith  Gile,  an  analyst  at  Giga  Infor¬ 
mation  Group  Inc.  in  Cambridge, 

Mass.,  said  Actuate  is  ahead  of  rival 
vendors  in  tying  reports  to  spread¬ 
sheets.  But  Gile  added  that  he  expects 
companies  such  as  Crystal  Decisions 
Inc.,  Cognos  Inc.  and  Business  Objects 
SA  to  add  similar  tools  next  year.  I 


PRODUCT  DETAILS 

e.Spreadsheet 

Designer 

The  upgraded  software 
is  due  for  beta  testing  in 
January  and  shipment  by 
the  end  of  Q1. 

The  tool  creates  Excel- 
based  eports  that  are 
managed  by  ictuate’s 
report  server  software. 

Actuate’s  current  pric¬ 
ing  is  S35.000  per  CPU 
for  the  report  server  and 
S495  per  user  for  the 
report  design  tool. 
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Vendor  Seeks  High-Frequency 
Bandwidth  for  Wireless  Links 


FCC  close  to  ruling  on 
proposal  aimed  at  fast 
point-to-point  links 

BY  BOB  BREWIN 

The  Federal  Communications  Com¬ 
mission  this  month  is  due  to  close  a 
public  comment  period  on  a  petition 
from  a  Hawaii-based  technology  ven¬ 
dor  that  wants  to  use  a  high-frequency 
spectrum  band  to  support  wireless 
communications  at  gigabit  speeds. 

Loea  Corp.  said  its  equipment  was 
designed  to  deliver  the  same  kind  of 
throughput  that  fiber-optic  networks 
do.  The  point-to-point  technology  now 
operates  in  the  71-to-76-GHz  band  un¬ 
der  an  experimental  license,  but  the 
FCC  has  a  rule  pending  that  would 
open  that  spectrum  to  commercial 
uses.  A  final  decision  on  the  rule  is 
expected  next  year,  according  to  the 
FCC.  Loea,  a  subsidiary  of  San  Diego- 
based  Trex  Enterprises  Corp.,  in  Sep¬ 
tember  2001  petitioned  the  agency  for 
the  right  to  use  the  high-frequency 
spectrum  for  its  so-called  virtual  fiber 
technology. 

Loea  CEO  Lou  Slaughter  said  the 


Lihue,  Hawaii-based  company  is  posi¬ 
tioning  its  system  as  a  low-cost  wire¬ 
less  method  of  connecting  corporate 
users  to  public  fiber-optic  networks  — 
what  the  telecommunications  industry 
refers  to  as  “the  last  mile.”  The  tech¬ 
nology  could  also  be  used  as  a  backup 
to  wired  networks  for  disaster  recov¬ 
ery  purposes  and  to  deliver  wideband 
communications  to  geographically  iso¬ 
lated  areas,  Slaughter  said. 

The  system  uses  millimeter-wave 
transceivers  to  send  “pencil  beams”  of 
data  at  speeds  of  up  to  1.25G  bit/sec.. 
Slaughter  said.  If  it  gets  FCC  approval, 


Technology  Details 


Loea’s  ‘Virtual  Fiber’  System 

SUPPORTS  data  transfer  rates  of  up  to 
1.25G  bit/sec.,  a  performance  level  that  Loea 
said  is  equal  to  650  T1  lines. 

CONSISTS  of  a  pair  of  2-ft.  millimeter-wave 
transceiver  dishes  and  associated  electron¬ 
ics  needed  for  point-to-point  links. 

"  ~  "  “  "  ~  “ 

CAN  CONNECT  sites  across  distances  of  up 
to  8  miles  with  99.9%  data  availability,  de¬ 
pending  on  location. 


Loea  plans  to  sell  the  technology  for 
less  than  $20,000,  he  added. 

Mark  Mohlman,  IT  director  at  the 
Hawaii  Institute  of  Marine  Biology  on 
Coconut  Island  in  Kane’ohe  Bay,  has 
been  using  a  Loea  link  in  beta-test 
mode  since  August  to  connect  re¬ 
searchers  and  students  to  the  Universi¬ 
ty  of  Hawaii’s  campus  on  Oahu. 

The  marine  institute,  which  is  part 
of  the  university,  operates  a  LAN  that 
typically  supports  50  to  60  users  run¬ 
ning  data-intensive  applications.  Be¬ 
fore  the  Loea  technology  was  installed, 
data  traffic  between  the  institute  and 
the  Oahu  campus  or  the  Internet  was 
bottlenecked  by  an  802.11  wireless  con¬ 
nection  that  had  throughput  of  only 
2M  bit/sec.,  Mohlman  said. 

The  Loea  equipment’s  transmissions 
tend  to  fade  out  in  periods  of  rain,  he 
noted.  When  that  happens,  the  net¬ 
work  automatically  reverts  to  the 
802.11  connection.  Mohlman  said  he 
expects  to  mitigate  the  rain  interfer¬ 
ence  by  having  Loea  replace  the  single 
2.7-mi.  link  with  a  two-hop  connection. 

Rain  attenuation  is  a  potential  prob¬ 
lem  for  any  wireless  system  that  oper¬ 
ates  at  such  high  frequencies,  said  Will 
Strauss,  an  analyst  at  Forward  Con¬ 
cepts  Co.  in  Tempe,  Ariz.  But  that’s 
compensated  for  by  the  fact  that  the 
71-to-76-GHz  band  is  an  almost  unused 
piece  of  spectrum,  he  added.  I 


Typhoon  Strikes  Guam,  Puts  IT 
Disaster  Recovery  Plans  to  Test 


Power,  communications 
problems  afflict  island 

BY  PATRICK  THIBODEAU 

A  devastating  typhoon  that  struck 
Guam  last  week  is  severely  testing  the 
contingency  plans  made  by  IT  man¬ 
agers  who  work  on  the  remote  island 
in  the  Pacific  Ocean. 

Typhoon  Pongsona,  which  reported¬ 
ly  had  winds  gusting  to  180  miles  per 
horn-,  left  the  U.S.  territory  without 
power  or  water  and  with  limited  tele¬ 
phone  and  Internet  services.  “It’s  the 
worst  [typhoon]  we’ve  ever  had  —  the 
damage  here  is  incredible,”  said  Wolf 
Hofer,  IT  manager  at  Deloitte  & 
Touche  LLP’s  Guam  office. 

Guam  may  be  one  of  the  toughest 
places  in  which  to  operate  an  IT  net¬ 
work.  Despite  its  year-round  sun,  the 
island  is  often  in  the  direct  path  of 
some  of  world’s  most  fearsome  storms. 
Computer  systems  are  typically  housed 


in  protected  areas  to  help  them  with¬ 
stand  the  storms,  and  technology  back¬ 
up  planning  is  a  fact  of  life  there. 

But  the  typhoon  that  struck  Dec.  8 
crippled  services  over  which  IT  man¬ 
agers  have  little  control.  For  example, 
electrical  service  could  be  out  for 
some  time.  A  smaller  typhoon  in  July 
left  some  areas  of  the  island  without 
electricity  for  a  month. 

“There  is  power  only  where  there 
are  generators,”  said  Rudy  Villaverde, 
systems  manager  at  the 
University  of  Guam’s 
computer  center.  The 
school’s  computers  are 
running  but  can’t  supply 
information  to  users,  ac¬ 
cording  to  Villaverde. 
“Communications  are  al¬ 
most  dead,”  he  said. 

When  Hofer  returned 
to  his  office  the  day  after 
the  storm,  his  systems 
were  operating  on  genera¬ 


tor  power  as  planned.  WorldCom  Inc., 
which  provides  some  of  the  cable  con¬ 
nections  that  link  Guam  to  the  outside 
world,  was  ready  to  go  as  soon  as  the 
local  telephone  service  provider  reac¬ 
tivated  its  lines,  Hofer  said. 

But  power  is  “going  to  be  the  big 
problem,”  he  added.  Until  electricity  is 
restored,  the  Deloitte  &  Touche  office 
will  depend  on  someone  hauling  in  45- 
gallon  drums  of  diesel  fuel  to  keep  its 
generator  running. 

Tony  Das,  managing  director  at 
Startec+PCI,  a  cellular  and  Internet 
services  provider  on  Guam,  said  he’s 
also  preparing  for  a  long  stretch  with¬ 
out  electricity.  “I  told  my  chief  engi¬ 
neer  here  to  make  sure 
the  generator  is  in  good 
enough  condition  to  last 
at  least  two  months  if 
necessary,”  Das  said. 

Startec  is  providing  In¬ 
ternet  access  to  customers 
who  still  have  working 
phone  lines.  Das  said  he 
plans  to  set  up  computers 
and  phones  at  his  offices 
for  users  who  can’t  get 
connections  on  their  own.  ► 


There 
is  power 
only  where 
there  are  gen¬ 
erators.  Com¬ 
munications  are 
almost  dead. 

RUDY  VILLAVERDE. 

UNIVERSITY  OF  GUAM 
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Study  Ties  Frugal  IT  Spending 
Id  Good  Financial  Performance 


Top  companies  spend  less  than  average 
on  technology,  consulting  firm  says 


BY  THOMAS  HOFFMAN 

laying  off  the  old  ax¬ 
iom  that  it’s  not  how 
much  you  spend  but 
how  well  you  spend  it, 
an  IT  consulting  firm  said  that 
an  analysis  of  7,500  companies 
has  shown  that  the  ones  with 
the  best-performing  IT  invest¬ 
ments  are  often  those  that  are 
the  most  frugal  spenders. 

But  some  IT  managers  and 
analysts  questioned  the  validi¬ 
ty  of  trying  to  draw  correla¬ 
tions  between  the  success  of 
technology  investments  and 
IT  spending  as  a  percentage  of 
a  company’s  revenue,  as  the 
study  by  Orlando-based  Alin- 
ean  LLC  does. 

The  yearlong  study,  which 
drew  upon  data  gathered  by  fi¬ 
nancial  information  services 


firm  Standard  &  Poor’s,  was 
released  late  last  month.  Alin- 
ean  used  common  calcula¬ 
tions,  such  as  economic  value- 
added  measurements,  to  de¬ 
termine  the  financial  perfor¬ 
mance  of  the  7,500  companies 
relative  to  their  IT  spending. 
The  consulting  firm  said  that 
it  then  conducted  individual 
surveys  of  more  than  200 
companies. 

Overall,  the  companies  on 
average  spent  3.7%  of  their 
revenues  on  IT  last  year,  said 
Tom  Pisello,  Alinean’s  presi¬ 
dent  and  CEO.  But  the  top  25 
performers  that  Alinean  ana¬ 
lyzed  invested  a  scant  0.8%  of 
their  revenues  on  technology, 
Pisello  added. 

In  addition,  the  companies 
that  spent  the  most  on  IT  typi- 


IT  Success 
Factors 

The  companies  that  are  most 
successful  at  getting  R0I  from 
IT  investments  are  likely  to: 

FOCUS  on  smaller  projects  with 
frequent  milestones. 

HAVE  mature  project  manage¬ 
ment  disciplines  in  place. 

EMPHASIZE  strategic  planning 
and  performance  measurement. 

FOSTER  strong  collaboration  be¬ 
tween  IT  and  business  units. 


cally  underperformed  by  up  to 
50%  compared  with  their  best- 
in-class  peers,  according  to 
Alinean’s  research.  Those 
numbers  map,  to  some  degree, 
with  findings  released  last 
month  by  Cambridge,  Mass.- 
based  Forrester  Research  Inc. 
According  to  Forrester,  the 


top-performing  companies  in 
terms  of  revenue,  return  on 
assets  and  cash-flow  growth 
spend  less  on  IT  on  average 
than  other  companies. 

But  Jon  Carrow,  director  of 
global  IT  sourcing  at  Wyeth,  a 
pharmaceuticals  maker  in 
Madison,  N.J.,  said  IT  spend¬ 
ing  levels  are  often  dependent 
on  a  company’s  business  mod¬ 
el  and  whether  it’s  in  growth 
mode  or  retrenching.  “I  don’t 
think  there  is  a  ‘right’  number 
for  that,”  Carrow  said,  refer¬ 
ring  to  IT  spending.  “It’s  spe¬ 
cific  to  each  company.” 

“There  are  too  many  vari¬ 
ables  between  companies  to 
draw  conclusions  on  IT 
spending,”  agreed  Chip  Glied- 
man,  an  analyst  at  Giga  Infor¬ 
mation  Group  Inc.  in  Cam¬ 
bridge.  For  example,  one  com¬ 
pany  could  spend  more  during 
the  course  of  a  year  on  mar¬ 
keting  and  cut  back  on  its 
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technology  investments, 
“while  another  might  spend 
more  on  IT,”  he  said. 

Pisello  acknowledged  that 
IT  spending  and  the  results  it 
generates  aren’t  always  black 
and  white.  For  example,  he 
noted  that  technology  vendors 
such  as  Dell  Computer  Corp., 
IBM  and  Lexington,  Ky.-based 
Lexmark  International  Inc.  all 
tend  to  be  thrifty  IT  spenders. 
But  Oracle  Corp.  spends  con¬ 
siderably  more  on  internal  IT 
as  a  percentage  of  its  revenue, 
Pisello  said,  “and  that  works 
better  for  its  business  model.” 

A  company’s  competitive¬ 
ness  and  the  financial  strength 
of  the  industry  it’s  in  are  the 
biggest  indicators  of  the  kinds 
of  returns  that  its  IT  invest¬ 
ments  will  generate,  according 
to  Pisello. 

For  example,  technology, 
telecommunications  and  steel¬ 
making  companies  that  have 
been  hard-hit  by  the  sluggish 
economy  are  generally  the 
lowest-performing  companies 
in  Alinean’s  index,  partly  be¬ 
cause  their  revenues  have 
sagged  and  new  spending  on 
IT  has  been  curbed,  he  said.  I 


Orlando  Magic  Shoots  for  Customer 
Satisfaction  With  CRM  Applications 


NBA  team  decides 
against  software 
offered  by  league 

BY  MARC  L.  SONGINI 

The  Orlando  Magic  basketball 
team  is  the  latest  sports  fran¬ 
chise  to  turn  to  customer  rela¬ 
tionship  management  (CRM) 
software  to  automate  its  inter¬ 
actions  with  fans.  But  the 
Magic  went  its  own  way  on 
the  technology,  rather  than  re¬ 
lying  on  the  National  Basket¬ 
ball  Association’s  chosen 
CRM  tools. 

FrontRange  Solutions  Inc.,  a 
CRM  software  vendor  in  Col¬ 
orado  Springs,  last  week  an¬ 
nounced  that  the  Magic  is 
wrapping  up  an  installation 
of  its  GoldMine  sales  and 
marketing  applications.  The 
team  plans  to  use  GoldMine  to 
automate  the  tracking  of  com¬ 


plaints  and  other  communica¬ 
tions  with  customers,  said 
Julie  Gory,  fan  relations  and 
retail  manager  for  the  Magic. 

The  applications  will  also 
be  used  to  monitor  the  prog¬ 
ress  of  promotional  campaigns 
and  to  ensure  that  food  ven¬ 
dors  and  other  suppliers  com¬ 
ply  with  their  commitments  to 
the  franchise,  she  said.  The 
software  was  installed  in  Au¬ 
gust  and  is  already  live.  All 
that  remains  to  be  done  on  the 
project  is  to  input  some  earlier 
messages  from  customers, 
Gory  noted. 

The  NBA,  which  has  its 
headquarters  in  New  York,  last 
year  installed  CRM  software 
developed  by  San  Mateo, 
Calif.-based  E.piphany  Inc. 
and  began  offering  its  fran¬ 
chises  access  to  those  applica¬ 
tions  for  a  fee  [QuickLink 
20695]. 


But  Gory  said  she  found  the 
E.piphany  software  too  com¬ 
plex  for  her  needs  and  added 
that  using  it  would  have  been 
cost-prohibitive.  The  team  in¬ 
stead  decided  to  go  with  Gold- 
Mine,  which  cost  less  than  a 
third  of  the  E.piphany  soft¬ 
ware  to  buy  and  install,  ac¬ 
cording  to  Gory. 

Steve  Hellmuth, 
senior  vice  presi¬ 
dent  of  opera¬ 
tions  and  technol¬ 
ogy  for  the  NBA, 
said  17  of  the 
league’s  29  teams 
have  signed  up  to  use  its 
E.piphany-based  data  ware¬ 
house  and  marketing  cam¬ 
paign  automation  system. 

“E.piphany  is  very  simple 
and  will  work  at  whatever  lev¬ 
el  you  want  to  use  it,”  Hell¬ 
muth  said.  Without  providing 
specific  cost  details,  he  said 


the  initial  price  for  the  teams 
is  low.  But,  he  added,  “every 
team  has  their  own  strategy 
for  selling  tickets.” 

Before  installing  the  CRM 
applications,  Gory  and  her 
staff  relied  on  manual  proce¬ 
dures  that  involved  the  use  of 
Microsoft  Word  and  Excel 
documents.  GoldMine,  on  the 
other  hand,  includes  automat¬ 
ed  contact  and  project  man¬ 
agement  capabilities  and 
can  consolidate  information 
about  customer 
inquiries  into  a 
central  data 
repository. 

For  example, 
Gory  and  other 
users  can  enter 
notes  about  issues 
raised  by  fans  and  then  use  the 
software  to  review  the  com¬ 
plaints.  “We’re  a  watchdog  de¬ 
partment  that  looks  at  things 
from  a  fan’s  perspective,”  she 
said,  adding  that  keeping  cor¬ 
porate  customers  and  season- 
ticket  holders  happy  is  crucial 
in  the  highly  competitive  mar- 


GoldMine 
vs.  Epiphany 

GOLDMINE  SALES  AND 
MARKETING  2002: 

■  Was  designed  specifically 
for  midsize  users. 


■  Includes  links  to  Microsoft’s 
Outlook  e-mail  software. 


■  Runs  on  Windows  NT  4.0 
and  Windows  2000  servers. 


E.PIPHANY  E.6: 

■  Is  based  on  Java  2  Enterprise 
Edition  technology. 

■  Includes  built-in  data  analysis 
capabilities. 

■  Runs  on  Windows  2000 
and  Unix  servers. 


ket  for  entertainment  dollars. 

The  Magic  may  look  to  ex¬ 
tend  the  CRM  software  into 
other  business  areas,  such  as 
marketing  and  corporate  tick¬ 
et  sales,  Gory  said.  I 


CUSTOMER-FOCUSED 

For  more  stories  and  resources 
related  to  CRM,  visit  our  CRM 
Knowledge  Center: 

©  QuickLink  k1300 
www.computerworld.com 


I  don’t  want  to 

work  harder.  I  want 

to  work  smarter. 


The  AMD  Athlon™  XP  processor  is  fast.  Very  fast.  And  fortunately,  speed  is 
just  the  beginning.  This  processor  is  about  more  than  just  megahertz.  Its  unique  design 
results  in  more  work  per  clock  tick,  giving  your  computers  a  more  efficient  way  to  work, 
and  your  people,  a  smarter  way  to  work.  Think  of  it  as  true  performance.  It’s  just  one 
more  way  AMD  designs  and  builds  processors  with  your  IT  needs  in  mind.  We  always 
have.  We  always  will.  To  learn  more  about  AMD’s  true  performance,  visit  www.amd.com 
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PATRICIA  KEEFE 


The  Price  of  Power 


WHERE  WAS  IT?  Fairly  or  not, 

that’s  a  question  that  might  get 
asked  more  and  more  in  the  fin¬ 
ger-pointing  fallout  from  an  in¬ 
creasing  number  of  business 
scandals  and  failures.  It  will  certainly  become  a 
byproduct  of  a  host  of  new  regulations  that  prom¬ 


ise  to  complicate  corpo¬ 
rate  operations. 

Whether  it’s  megamerg¬ 
ers  that  don’t  gel,  corpo¬ 
rate  fraud,  bankruptcy  fil¬ 
ings  or  the  aftermath  from 
what’s  looking  like  a  disap¬ 
pointing  holiday  retail  sea¬ 
son,  if  the  CIO  is  sitting  in 
the  company’s  inner  circle, 
it’s  not  going  to  be  easy  to 
stand  on  the  edge  of  the 
fray,  looking  in,  when  the 
blame  game  starts. 

I  am  not  saying  that  CIOs  are 
liable  for  fraud  committed  by  other 
company  executives.  And  they  can’t 
necessarily  stop  the  runaway  train 
of  a  CEO’s  idea.  But  having  gained 
entrance  to  the  strategic,  decision¬ 
making  body  of  the  business,  CIOs 
must  proactively  embrace  the  lead¬ 
ership  role  bestowed  by  that  mem¬ 
bership.  And  that  means  looking 
outside  of  IT  and  speaking  up  when 
something  —  anything  that  affects 
the  business  —  doesn’t  look  or 
sound  right. 

“The  worst  thing  a  CIO  can  do  is 
to  only  speak  up  when  it  is  ab¬ 
solutely  painfully  obvious  that  it  is  a 
tech  conversation,  or  to  become  an 
order-taker,”  says  Steve  Schucken- 
brock,  chief  operating  officer  at 
Feld  Group.  “Assume  your  role  is  as 
a  senior  executive  of  the  business, 
that  people  want  you  to  have  an 
opinion  on  all  topics  of  business, 
not  just  the  technical  implications. 
The  business  side  is  dying  for  this 
input.” 

No  other  company  officer  is  as 
uniquely  positioned  to  provide  that 
insight  as  the  CIO.  IT  gets  an  up- 


close-and-personal 
look  on  a  regular  basis 
into  the  needs,  goals 
and  strategies  of  the 
various  departments 
that  make  up  an  orga¬ 
nization.  This  is  a  one- 
of-a-kind  perspective 
from  which  to  consider 
strategy.  As  Schucken- 
brock  argues,  “It’s  the 
only  job  that  really  has 
the  opportunity  to  see 
every  single  transac¬ 
tion  in  the  company  at  a  cross-func¬ 
tional,  transactional  level.  CIOs 
have  a  lens  no  other  job  has.” 

We  hear  a  lot  today  about  the 
need  to  prove  the  value  of  IT  to  the 
business  side.  And  yet,  despite  that 
constant  drumbeat  —  Gartner  de¬ 
voted  an  entire  track  to  this  issue  at 
its  October  Symposium  —  IT  has 


done  a  much  better  job  than  it  gets 
credit  for.  In  fact,  the  function  of  in¬ 
formation  processing,  management 
and  storage  has  become  so  vital  to 
business  strategy  —  and  so  inter¬ 
twined  with  it  —  that  today  it  seems 
inevitable  that  the  bar  will  be  raised 
for  IT  leadership. 

For  example,  two  weeks  ago,  five 
Wall  Street  firms  received  stiff  fines 
for  not  keeping  better  e-mail  rec¬ 
ords.  Even  if  the  decisions  behind 
the  botched  records  management 
were  made  by  business  executives, 
some  people  will  wonder  where  the 
various  CIOs  were  when  the  wrong 
decisions  were  made. 

IT  leadership  involves  much 
more  than  day-to-day  computer  and 
network  operations.  Many  CIOs 
would  consider  it  an  abdication  of 
responsibility  for  an  IT  executive  to 
agree  to  execute  a  long  list  of  proj¬ 
ects  that  aren’t  clearly  tied  to  the 
business  strategy  or  that  don’t  have 
a  major  impact  on  business  capabil¬ 
ities.  In  the  same  vein,  it’s  an  abdi¬ 
cation  of  your  role  as  a  business 
leader  if  you  settle  for  being  a  ser¬ 
vice  provider  when  you  should  be 
operating  as  a  full-fledged  member 
of  the  team  that’s  building  the  com¬ 
pany’s  future.  I 


PIMM  FOX 

To  Be  Moral, 
Know  Thy 
Vendor 

THERE’S  NOTHING  SO 
certain  as  moral  ambi¬ 
guity  when  it  comes  to 
the  Internet  and  business, 
particularly  when  dealing 
with  China.  Two  reports  this 

month  —  one  from  the  human  rights 
group  Amnesty  International  and  the 
other  by  Harvard  Law  School  —  de¬ 
pict  China  as  having  the  most  restric¬ 
tive  stranglehold  on  Internet  usage, 
regularly  detaining  individuals  for 
downloading  and  distributing  “subver¬ 
sive”  information. 

It’s  well  known  that  surfing  the  Web 
in  China  comes  with  hazards,  and  that 
may  not  seem  relevant  to  your  work. 
But  the  recent  reports  came  with  hints 
that  U.S.  companies 
sell  to  China  tech¬ 
nology  that  assists  in 
censorship. 

The  Amnesty  In¬ 
ternational  report  al¬ 
leges  that  companies 
such  as  Sun,  Cisco 
and  Microsoft  have 
provided  filtering 
technology  to  China. 

And  therein  lies 
the  ambiguity. 

How  can  vendors 
that  sell  technology  for  blocking  ille¬ 
gal  or  offensive  sites  prevent  those 
tools  from  being  used  by  repressive 
regimes  to  identify  users  who  try  to 
access  banned  Web  sites,  thereby  sup¬ 
pressing  human  rights  and  freedom  of 
expression? 

They  can’t.  But  you  can. 

That’s  right.  As  the  buyer  and  arbiter 
of  technology  for  your  company,  you 
can  and  should  be  aware  of  the  busi¬ 
ness  practices  of  your  vendors.  And 
not  just  for  issues  related  to  China. 

There  are  many  intelligent  argu¬ 
ments  for  the  need  to  check  personal 
morality  at  the  office  door.  But  they’re 
less  compelling  amid  the  corporate 
scandals  and  abuse  of  trust  that  char¬ 
acterize  much  of  U.S.  business  today. 

The  complex  nature  of  deciding 
whether  to  do  business  with  a  govern¬ 
ment  that  routinely  denies  its  citizens 
the  basic  rights  of  a  democratic  soci¬ 
ety  isn’t  new.  Business  people  have 
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MAKING  THE  CASE 


Intel  IT  Uses  Test  results,  ROI  to  Gain 
business  Support  for  WLAN  deployment 


Wireless  LANs  without  an  ROI 
Wouldn’t  Fly 

That  was  the  stark  reality  for  global 
chipmaker  Intel  Corporation’s  IT  unit, 
which  had  helped  the  firm  realize  huge 
savings  by  driving  from  20  percent  to 
65  percent  the  number  of  its  80,000- 
person  workforce  using  notebook  PCs. 

Intel  IT  wanted  to  move  closer  to 
its  goal  of  enabling  anytime,  anywhere 
computing  by  rolling  out  WLANs, 
which  it  was  convinced  would  unlock 
their  investment  in  high-performance 
notebooks  by  enabling  workers  to  be 
significantly  more  productive.  But 
putting  a  price  tag  on  anticipated 
employee  productivity  gains— a  soft 
benefit — was  difficult. 

Working  together,  Intel  IT  and 
Intel  Finance  tackled  the  challenge  of 
measuring  time  savings  and  quantify¬ 
ing  (in  dollars)  the  productivity  gains 
realized  by  early  WLAN  users  and  pilot 
test  participants.  Buoyed  by  those 
results,  the  two  groups  built  a  solid 
business  case  that  demonstrates  a 
healthy  ROI  for  WLANs. 

Subsequently,  Intel  IT  used  this 
ROI  model  to  justify  expanded  WLAN 
deployment  to  over  80  wireless  net¬ 
works  worldwide.  CIOs  and  IT  man¬ 
agers  can  use  the  same  model  to  over¬ 
come  a  top  barrier  to  widespread 
WLAN  adoption — the  difficulty  of 
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measuring  time  savings  and  linking  pro¬ 
ductivity  gains  to  a  quantifiable  ROI. 

“Intel  IT,  with  the  help  of  Intel 
Finance,  found  that  wireless  LANs 
deliver  positive  ROI  in  a 
wide  range  of  usage  sce¬ 
narios  and  user  seg¬ 
ments,”  says  Intel  Vice 
President  and  CIO  Doug 
Busch.  “A  well-designed 
program  of  wireless  de¬ 
ployment  should  produce 
this  kind  of  ROI  in  most 
companies.” 


halved  them  again  to  reflect  actual  pro¬ 
ductivity  gains. 

The  team  then  calculated  the  value 
of  each  user’s  productivity  gains  by 
multiplying  the  average 
hourly  “burden  rate” 
(salary  and  benefits)  by 
the  number  of  workdays 
per  year,  235.  These  con¬ 
servative  figures  enabled 
the  group  to  attach  a  dol¬ 
lar  figure  to  the  annual 
productivity  gains  from 
WLAN  usage.  To  ensure 


“Intel  IT,  with  the  help  of  Intel  Finance, 
found  that  wireless  LANs  deliver  positive 
ROI  in  a  wide  range  of  usage  scenarios  and 
user  segments.” 


— Doug  Busch,  Vice  President  and  CIO,  Intel 


Making  the  Case 

Intel  IT’s  plan  was  straightforward: 
assign  dollar  amounts  to  each  compo¬ 
nent  of  the  business  case  equation: 
Productivity  benefits  —  Startup  costs  — 
Sustaining  costs  (support,  etc)  =  ROI, 
and  then  do  the  math.  The  technology 
unit  drew  from  surveys,  interviews  and 
monitoring  of  early  WLAN  users  to 
help  measure  their  reported  time  savings 
in  hours  per  day. 

The  cross-functional  team  took  the 
numbers  from  WLAN  users  in  five 
segments:  engineering/product  man¬ 
agement,  manufacturing,  sales,  mar¬ 
keting  and  support,  and  then  halved 
the  figures  to  adjust  for  human  judge¬ 
ment,  and  then  took  the  results  and 


that  the  business  case  was  all-inclusive 
and  thorough,  Intel  Finance  took  the 
productivity  gains  per  user,  per  year, 
and  factored  in  such  costs  as  the  time 
value  of  money,  tax  consequences  and 
depreciation.  The  per-user,  per-year 
productivity  numbers  ranged  from 
$2,165  to  $5,816. 

Also  included  in  the  business  case 
were  estimated  infrastructure  startup 
costs  for  small,  medium  and  large 
buildings,  as  well  as  sustaining  costs, 
which  typically  consist  of  the  burden 
rates  associated  with  support  person¬ 
nel.  Quantifying  these  costs  requires 
that  IT  groups  estimate  what  percent 
of  their  time  will  be  devoted  to  the 
WLAN.  The  Intel  team  estimated  the 
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Tips  for  Making  the  Business  Case  for  WLAN 

Quantifying  the  benefits  of  wireless  networking  is  a  challenge.  Here  are  the 

proof  points  that  scored  high  and  ultimately  helped  influence  the  senior  business 

executives  at  Intel: 

•  Wireless  workers  maintain  more  frequent  contact  with  customers  and  coworkers; 

•  Increased  wireless  connectivity  enables  faster  decision-making; 

•  Employees  with  WLAN  enjoy  greater  flexibility  to  work  almost  anywhere,  anytime; 

•  Widening  deployment  of  public  WLANs  provides  employees  with  opportunities 
for  additional  flexibility  and  productivity; 

•  WLAN  leverages  the  value  you  are  already  receiving  from  your  investment  in 
high-performance  mobile  PCs; 

•  New  wireless  standards  incorporate  security  measures  that  are  stronger  than 
initial  out-of-the-box  solutions. 

Source:  Intel  Corporation 


time  required  per  installation  and  mul¬ 
tiplied  it  by  the  burden  rate  of  the  sup¬ 
port  personnel,  then  again  factored  in 
the  time  value  of  money,  tax  conse¬ 
quences  and  depreciation.  One  key 
piece  of  advice  from  Intel  IT:  It’s  far 
more  productive  to  team  with  your 
finance  unit  from  the  start,  and  tap 
into  its  knowledge  base  when  making  a 
business  case  for  a  technology  based  on 
soft  benefits,  than  to  go  it  alone  and 
meet  only  when  presenting  the  case  to 
cost-conscious  senior  managers. 

“Working  with  your  finance 
group  on  a  wireless  LAN  pilot  pro¬ 
gram  is  a  great  first  step  for  IT 
managers  who  are  either  on  the 
fence  or  are  having  trouble  getting 
buy-in,”  explains  the  Intel  Finance 
manager  who  assisted  Intel  IT. 

“We  helped  them  get  an  under¬ 
standing  of  what  the  gains  are,  and 
provided  momentum.” 

ROI  in  Action 

Based  on  Intel’s  calculations  and 
experience  over  a  three-year  period, 
companies  can  see  a  healthy  ROI 
on  WLANs.  Intel  estimated  a  net 
present  value  ROI  of  $4.6  million 
for  the  large  building  scenario, 
$940,000  for  a  medium  building 
deployment,  and  $280,000  for  the 
small  building  installation.  See 
chart  at  right. 


This  means  that  start-up  and  sus¬ 
taining  costs  combined  over  three  years 
still  equal  just  one-tenth  to  one-twen¬ 
tieth  of  a  conservative  productivity 
benefit  realized  over  the  same  period. 

And  the  more  WLAN  users,  the 
better.  Intel  IT  points  out  that  as  a 
company  adds  more  users  to  a 
WLAN,  the  cost  per  user  plummets, 
while  the  ROI  climbs.  As  a  result,  it 
doesn’t  take  many  users  to  pay  for  the 
infrastructure. 


By  the  Numbers 

Based  on  Intel’s  experience,  ROI  goes  up 
as  WLAN  users  increase. 


$280K  $940K  $4.6M 

Source:  Intel  IT,  Wireless  LANs:  Linking  Productivity  Gains  to  ROI. 
*ROI  is  net  present  value  over  three  years 


Not  If  But  When 

While  the  Intel  team  made  the  business 
case  by  quantifying  user  productivity 
increases  from  the  use  of  WLANs,  there 
are  many  other  ancillary  benefits  that 
users  can  reap.  After  the  pilots,  roughly 
160  Intel  WLAN  users  were  surveyed 
with  results  asserting  that: 

•  68%  of  respondents  indicate  they  use 
the  WLAN  continuously  or  most  of 
the  time  during  work  hours; 

•  62%,  if  given  a  choice  between  a 
wireless  and  a  wired  connection, 
choose  wireless  wherever  possible; 

•  The  average  WLAN  user  saves  a  sig¬ 
nificant  amount  of  time  previously 
spent  in  meetings. 

Asked  to  reflect  on  Intel  IT’s  busi¬ 
ness  case  for  WLANs  and  the  early 
results  from  the  company’s  ambitious 
ongoing  global  deployment  program, 
CIO  Busch  is  direct.  “IT  groups  have 
what  they  need  to  change  the  way  busi¬ 
nesses  consider  wireless  LAN  deploy¬ 
ments.  The  ROI  is  clearly  there  for 
WLAN.  It’s  no  longer  a  decision  of 
whether  to  deploy,  but  rather  how, 
when,  and  where.”  • 


Want  to  Know  More? 

Get  the  complete  white  paper  this 
article  is  based  on  along  with  other 
in-depth  wireless  networking  guides 
and  white  papers  at: 

www.intel.com/go/wireless 

These  guides  include: 

•  Wireless  LANs:  Linking  Produc¬ 
tivity  Gains  to  ROI 

•  Five  Steps  to  Deploying  a  Wire¬ 
less  LAN 

•  Wireless  802.11  Security  in  a 
Corporate  Environment 
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had  to  weigh  the  sweetness  of  profits 
and  free  trade  against  the  bitterness  of 
supporting  a  cruel  and  repressive 
regime  for  a  long  time. 

Sure,  you  can  base  your  product 
buying  decisions  entirely  on  techno¬ 
logical  merit  or  best  price,  and  you’re 
likely  to  be  praised  for  your  impartiali¬ 
ty.  But  can  you  in  good  conscience  not 
take  into  account  a  vendor’s  business 
practices? 

I’m  not  advocating  that  you  become 
a  crusader  for  the  cause  of  liberty  — 
though  that’s  not  a  bad  idea  —  but 
rather  to  make  the  overall  behavior 
and  corporate  culture  of  your  vendor 
part  of  the  buying  decision. 

It’s  worth  knowing  that  a  particular 
vendor,  say,  is  based  in  Bermuda  to 
evade  U.S.  taxes.  Whether  you  choose 
to  do  business  with  that  company  is 
something  that  you,  your  board  and 
your  shareholders  can  openly  debate. 

Something,  by  the  way,  that  they 
can’t  do  in  China.  N 

RICHARD  HUNTER 

Database 
Project  Is 
Dangerous 

SCOTT  McNEALY,  CEO 
of  Sun  Microsystems,  in¬ 
furiated  people,  includ¬ 
ing  me,  when  he  said  in  Janu¬ 
ary  2000,  “You  have  zero  pri¬ 
vacy.  Get  over  it.” 

But  I’m  not  mad  now.  I’m  just  scared. 
Vice  Adm.  John  Poindexter,  who 
was  convicted  by  a  jury  as  an  Iran- 
Contra  co-conspirator  (the  conviction 
was  overturned  on  a  technicality),  is 
running  a  Pentagon  program  to  search 
massive  quantities  of  personal  infor¬ 
mation  of  ordinary  Americans,  includ¬ 
ing  financial  transactions,  phone  and 
e-mail  records,  even  medical  and  vet¬ 
erinary  records.  All  the  data  gets  run 
through  analytic  models;  anything 
that  matches  the  wrong  kind  of  model 
gets  pulled  for  special  attention. 

If  this  plan  goes  through,  you  have 
zero  privacy.  Want  to  get  over  it? 

Well,  why  not?  Lots  of  Americans 
think  they’ve  got  nothing  to  hide.  Why 
should  they  care?  Here’s  why:  The 
only  controls  on  this  program  are  es¬ 
tablished  by  the  people  running  the 
surveillance.  Effectively,  then,  there 
are  none.  By  definition,  the  search 
models  are  secret.  Nobody  outside  the 


program  will  ever  know 
what  the  models  are  look¬ 
ing  for.  The  rules  can 
change,  anytime,  without 
discussion.  That’s  an  invita¬ 
tion  for  abuse. 

Are  you  a  gun  owner? 

Terrorists  use  guns.  If 
Poindexter’s  team  decides 
that  guns  have  to  be  tracked, 
the  model  gets  tweaked,  and 
the  government  will  auto¬ 
matically  learn  about  every 
gun  and  bullet  you  buy  with 
your  credit  card,  whether 
you  registered  it  or  not.  Like 
to  watch  movies?  Maybe 
you  rented  The  Battle  of  Al¬ 
giers.  If  the  model  flags  it  or  some  other 
flick  for  being  radical,  the  government 
might  look  at  everything  you  buy  or 
every  person  you  call  on  the  phone, 
without  the  quaint  formality  of  a 
search  warrant.  Think  your  ideas  and 
beliefs  are  nobody  else’s  business?  If 
the  government  knows  which  maga¬ 
zines  you  read  and  which  books, 
records  and  movies  you  buy  or  rent, 


then  they’ll  know  what  you 
think.  Marketers  do  similar 
kinds  of  affinity  analysis 
every  day,  with  far  less  data. 

Will  this  help  catch  ter¬ 
rorists?  Maybe.  It’s  never 
been  done.  The  outcome’s 
unknown.  But  we  already 
know  the  term  for  coun¬ 
tries  where  everyone  is  un¬ 
der  surveillance:  police 
states.  Iraq  and  North  Ko¬ 
rea  fit  the  description.  It’s 
no  coincidence  that  these 
countries  are  poor.  It’s 
hard  to  be  creative  when 
you’re  under  constant  sur¬ 
veillance. 

Poindexter’s  plan  makes  glancing 
references  to  privacy.  He  seems  to 
think  that  we  can  have  both  nation¬ 
wide  surveillance  and  liberty.  He’s 
wrong.  Period.  Surveillance  is  power, 
just  like  knowledge.  If  the  government 
is  peeking  at  every  detail  of  our  lives, 
without  a  court  order,  for  any  reason, 
then  the  government  has  absolute 
knowledge,  meaning  absolute  power. 


Abuse  isn’t  an  accidental  byproduct  of 
that  situation;  it’s  the  heart  of  it. 

The  Founding  Fathers  put  the 
Fourth  Amendment  in  the  Constitu¬ 
tion  to  make  sure  our  government 
would  never  search  a  person  or  place 
for  evidence  unless  the  object  of  the 
search,  the  reason  for  the  search  and 
the  location  of  the  evidence  was  speci¬ 
fied  in  advance.  But  the  Founding  Fa¬ 
thers  had  lived  under  the  thumb  of  an 
oppressive  military  government.  If 
more  Americans  had  the  same  experi¬ 
ence,  we  wouldn’t  waste  a  moment  on 
schemes  like  this  one. 

This  plan  is  dangerous.  IT  profes¬ 
sionals  should  know  that  better  than 
anyone;  we  know  the  technology  and 
what  it  can  do. 

It’s  up  to  IT  professionals  to  stand 
up  and  be  counted  now.  We  could 
choose  to  do  nothing,  of  course. 

Maybe  we’ll  all  just  get  over  it.  ► 

WANT  OUR  OPINION? 

©More  columnists  and  links  to  archives  of  previous 
columns  are  on  our  Web  site: 

www.computerworld.com/columns 
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A  Sheikh’s  Rhetoric 

Any  cyberattack  by  al-Qaeda 
is  going  to  be  insignificant 
compared  to  the  destructive  efforts 
of  millions  of  bored  teenagers  al¬ 
ready  at  work  with  readily  available 
hacking  tools  [QuickLink  34597]. 
Sheikh  Omar  Bakri  Muhammad, 
who  claims  that  millions  of  young 
bin  Laden  supporters  are  studying 
computer  science,  is  long  on 
rhetoric  and  short  on  facts. 

In  my  opinion,  the  vast  majority 
of  Muslims  are  civilized,  law-abid¬ 
ing  people  who  don’t  support  ter¬ 
rorism.  The  lunatic  fringe  that  in¬ 
cludes  terrorists  is  a  much  smaller 
group,  certainly  not  millions. 

G.  Green 
San  Jose 


The  Future  Is  Now 

I  FOUND  SOME  items  interesting 
in  the  article  “Future  of  the  Note¬ 
book”  [QuickLink  33978],  but  I  was 
annoyed  that  you,  like  so  much  of 
the  technology  press,  refuse  to 
take  your  blinders  off.  Several 
items  that  you  indicated  are  “com¬ 
ing  soon"  are  already  here  on  Apple 
and  Apple-related  products. 

For  instance,  Apple  has  had 
built-in  wireless  LAN  antennas  for 


several  years.  And  the  Velocity  En¬ 
gine  in  Apple’s  64-equipped 
PowerBooks  is  a  graphics-specific 
enhancement.  Additionally,  you  say, 
“Some  portables  will  have  the  full 
power  of  desktop  machines.”  64 
PowerBooks  are  allowing  numerous 
graphics  professionals  to  work  at  a 
client’s  location  and  video  profes¬ 
sionals  to  do  editing  in  the  field. 

I  very  much  like  Computerworld 
but  find  there  still  exists  consider¬ 
able  ignorance  of  anything  outside 
the  Wintel  sphere. 

Andrew  White 
Support  specialist,  Kansas 
City,  Mo. 


Support  Costs  Gall 

Recently,  i  have  become  frus¬ 
trated  at  the  cost  of  technical 
support  for  software.  I  find  the  aver¬ 
age  cost  of  technical  support  to  be 
20%  or  more  of  the  cost  of  the 
software  purchase,  and  the  number 
of  companies  offering  free  or  mod¬ 
estly  priced  support  is  declining 
rapidly.  I  will  admit  that  some  of  my 
support  queries  could  have  been 
answered  if  I'd  read  the  manual  in 
more  detail.  But  mostly  I  have  tried 
to  find  out  if  the  software  accom¬ 
plishes  a  task  as  advertised,  with 
the  answer  invariably  being,  “No, 


but  here’s  a  work-around,”  which  of 
course  takes  more  of  my  time  to  ac¬ 
complish.  I  don’t  have  a  beef  with 
paying  for  technical  support,  but 
paying  20%  of  the  cost  only  to  find 
that  I  fell  prey  to  false  advertising 
galls  me. 

Victor  Mitchell 

Consultant,  Kelowna,  British 
Columbia 


Printing  From  Afar 

IN  YOUR  NOV.  25  article  “Micro¬ 
soft  Says  Windows  .Net  Server 
2003  Set  to  Ship  in  April”  [Quick¬ 
Link  34629],  Graham  Nielson,  a 
computer  systems  supervisor,  said 
a  new  Web  service  to  be  provided 
by  Kinko’s  for  remote  printing  from 
Microsoft  applications  wouldn’t 
benefit  his  company  because  the 
nearest  Kinko’s  is  eight  hours  away. 
In  fact,  you  could  argue  that  those 
far  away  from  Kinko’s  locations  are 
those  that  would  benefit  the  most 
from  this  new  feature.  This  is  just  an 
enhancement  to  Kinko’s  online  or¬ 
dering  services,  eliminating  the 
need  to  prepare  your  files  separate¬ 
ly  for  printing  by  them.  By  the  way, 
I’m  not  affiliated  with  Kinko's. 
Carlos  Abreu 
CTO  for  hire,  New  York, 
carlos@abreu.com 


The  Tech  Is  Ready 

I  READ  Patricia  Keefe’s  editorial 
“Are  We  Being  Served?”  [Quick¬ 
Link  34894]  with  interest,  since  it 
is  in  my  main  area  of  research.  She 
has  the  message  right,  but  the  cul¬ 
prit  wrong.  The  problem  isn’t  the 
technology;  it’s  poor  understanding 
of  technologies  by  organizations 
doing  the  implementation.  It's  not 
that  the  self-checkout  stand  didn't 
work  at  Home  Depot;  it’s  that  it  was 
set  up  wrong  (trust  me,  I  worked 
with  Kmart  on  a  similar  project,  and 
it’s  the  company).  The  technologies 
are  ready  for  prime  time.  We  just 
need  to  find  the  people  who  can 
keep  up  with  those  technologies. 
Esteban  Kolsky 
Gartner  Inc.,  Reno,  Nev. 

COMPUTERWORLD  welcomes 
comments  from  its  readers.  Letters 
will  be  edited  for  brevity  and  clarity. 
They  should  be  addressed  to  Letters, 
Computerworld,  P0  Box  9171, 500 
Old  Connecticut  Path,  Framingham, 
Mass.  01701.  Fax:  (508)  879-4843. 
E-mail;  letters@computerworld.com. 
Include  an  address  and  phone  num¬ 
ber  for  immediate  verification. 

OMore  letters  on  these  and  other 
topics  are  on  our  Web  site: 

computerworld.com/letters 
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rorism  and  privacy. 


Refresh 


Reshapi 


Refocus 


Reallocate  your  resources. 


HP  ProLiant  DL  580G2  Server 
with  Intel 4  Xeon'  processors 


Server  time  and  space  are  precious  commodities,  at  least  from  where 
you're  sitting.  Your  customers  are  clamoring  for  more,  more,  more,  while 
you  try  to  figure  out  how  to  deliver  with  less,  less,  less. 


HP  ProLiant  servers,  powered  by  Intel®  Xeon™  processors,  put  you  in 
control  of  your  resources  so  that  you  can  realize  the  true  potential  of  your 
infrastructure.  ProLiant  Essentials  Workload  Management  Pack  software 
lets  you  allocate  your  resources  to  specific  tasks  and  then  reallocate  them 
as  needed  —  automatically.  We  call  it  Dynamic  Resource  Scaling.  And  with 
this  added  control  and  increased  visibility,  you  may  even  find  you 
can  boost  efficiency  by  placing  more  workload  on  those  same  servers. 


It  ail  adds  up  to  faster,  better  distribution,  increased  ROI  and  gigantic 
leaps  forward  in  customer  satisfaction.  Which,  of  course,  is  a  relief  to  you. 
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Managing  Cell  Phone  Costs 

Wireless  management  companies  can  help  companies 
dramatically  cut  cell  phone  costs  through  the  use  of 
optimization  software.  Otherwise,  says  John  Hicks 
(left),  director  of  unified  messaging  at  Burlington 
Northern  Santa  Fe,  cellular  carriers  will  profit  from 
your  bad  choices  —  whether  users  get  too  many 
minutes  or  not  enough.  Page  40 


Connecting  to  Patients 

A  wireless  LAN  at  George 
Washington  University  Hospital 
allows  nurses  to  enter  patient  data 
directly  into  cart-mounted  laptop 
computers.  The  goal  is  to  improve 
patient  care  by  battling  the  scourge 
of  hospital  paperwork.  Page  46 


EDITOR’S  NOTE 


Jaws  drop  when  Gartner  analysts 
say  that  the  total  cost  of  ownership 
(TCO)  of  a  handheld  computer  is 
about  $3,000  per  user,  per  year.  IT 
managers  are  more  likely  to  say  $1,000. 

The  truth  is  probably  somewhere  in  the 
middle.  Gartner  is  counting  hidden  costs 
such  as  end-user  training,  support  and  lost 
productivity  from  glitches  —  things  that 
the  IT  managers  aren’t  measuring.  On  the 
other  hand,  Gartner  may  be  throwing  in 
the  kitchen  sink  to  make  a  provocative 
point  and  grab  the  attention  of  executives 
and  the  press. 

It  worked.  The  basic  point  remains  that 
there  are  hidden  costs,  such  as  help  desk 
calls,  that  IT  managers  should  include  in 
their  mobile  IT  calculations. 

In  some  ways,  the  TCO  problem  for  mo¬ 
bile  technology  is  even  worse  than  Gartner 
says.  We’re  turning  into  a  three-device 
workforce:  Everyone  seems  to  need  a  lap¬ 
top,  handheld  computer  and  cell  phone  to 
get  the  job  done.  Add  up  the  TCO  for  those 
three  devices  (Gartner’s  figure  would 
probably  exceed  $12,000  per  user,  per  year), 
and  it  starts  to  look  like  the  federal  budget. 

And  yes,  cell  phones  are  now  falling  un¬ 
der  the  purview  of  IT  and  communications 
departments  as  another  technology  asset 
to  manage.  It  won’t  be  easy:  There  are 
14,000  rate  plans! 

But  as  usual,  companies  are  finding  that 
the  TCO  of  mobile  technology  can  be 
brought  under  control  with  the  time-tested 
IT  disciplines  of  centralized  management, 
billing  scrutiny,  standards  —  and  just  say¬ 
ing  no  to  folks  who  don’t  really  need  the 
gadgets  or  wireless  e-mail.  0 


Mitch  Betts  (mitch_betts@computerworld. 
com)  is  director  of  Computerworld’s  Knowl¬ 
edge  Centers. 
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THE  unlikely  birthplace  of  mod¬ 
ern  mobile  and  wireless  tech¬ 
nology  was  a  Hollywood  dinner 
party  in  1940,  in  a  conversation 
between  actress  Hedy  Lamarr  — 
dubbed  “the  most  beautiful  girl  in  the 
world”  —  and  film  composer  George 
Antheil.  The  topic?  How  to  build  a 
radio-controlled  torpedo  that  couldn’t 
be  jammed  by  the  Nazis. 

Lamarr’s  first  husband  was  a  muni¬ 
tions  maker,  and  she  knew  torpedoes. 
Her  idea  was  to  change  frequencies 
rapidly  to  keep  the  radio  signals  to  the 
torpedo  from  being  jammed.  Antheil’s 
first  major  composition,  Ballet  Mech- 
anique,  used  synchronized  player  pi¬ 
anos,  and  he  suggested  using  paper  rolls 
with  holes  punched  in  them  to  imple¬ 
ment  Lamarr’s  frequency-hopping  idea. 

In  1942,  Lamarr  and  Antheil  received 
a  patent  for  the  invention  of  spread- 
spectrum  radio,  which  would  eventual¬ 
ly  become  the  basis  for  wireless  net¬ 
working  and  many  digital  cellular  tele¬ 
phone  systems.  But  details  of  the  in¬ 
vention  were  kept  secret,  even  though 
the  U.S.  Navy  decided  not  to  use  it. 
After  all,  there  was  a  war  going  on. 

World  War  II  spurred  another  key 
element  of  mobile  communications 
when,  in  1940,  the  company  that  would 
later  become  Motorola  Inc.  developed 
the  first  lightweight,  handheld  two- 
way  radio  for  the  U.S.  Army.  The  Mo¬ 
torola  “handie-talkie”  weighed  only  5 
lb.  and  had  a  range  of  one  to  three  miles. 

But  it  was  after  the  war  that  wireless 
personal  communications  began  to 
take  off.  In  1946,  AT&T  Corp.  launched 
the  first  commercial  mobile  telephone 
service  for  private  customers  in  St. 
Louis.  But  limited  capacity  meant  that 
30  years  later,  only  44,000  U.S.  Bell 


The  Story 
So  Far 

Wi-Fi  and  Bluetooth  trace  their  roots 
back  to  Hollywood  starlet  Hedy  Lamarr. 

By  Frank  Hayes 


system  customers  had  mobile  phones 
—  with  another  20,000  on  five-  to  10- 
year  waiting  lists. 

That  would  soon  change.  AT&T  re¬ 
searchers  had  started  work  on  the  cel¬ 
lular  concept  in  1947.  In  1973,  Motorola 
project  manager  Martin  Cooper  used 


the  first  working  prototype  of  a  hand¬ 
held  cellular  telephone  to  call  his  rivals 
at  Bell  Labs.  In  1978,  the  telephone 
company  in  Bahrain  began  operating 
the  world’s  first  commercial  cellular 
telephone  system  for  use  by  individu¬ 
als.  In  1983,  the  first  U.S.  commercial 
cellular  service  was  launched  in  Chica¬ 
go,  and  by  1988  there  were  1.5  million 
U.S.  cell  phone  subscribers. 

Meanwhile,  solid-state  electronics 
had  replaced  the  piano-roll  technology 
of  the  original  spread-spectrum  inven¬ 
tion,  and  by  the  early  1960s  it  was  be¬ 
ing  used  to  keep  radio  communica¬ 
tions  secure  from  prying  ears. 

The  same  solid-state  technology  cut 
the  cost  of  computing  and  made  com¬ 
puter  networks  a  necessity.  And  where 
wires  couldn’t  go,  a  wireless  network 
had  to  become  a  reality.  In  1970,  Uni¬ 
versity  of  Hawaii  professor  Norman 
Abramson  launched  the  first  radio- 


1940:  Motorola 
develops  the  first 
lightweight,  handheld 
two-way  radio,  the 
“handie-talkie.” 


1940:  Actress  Hedy 
Lamarr  and  composer 
George  Antheil  begin 
work  on  spread-spec¬ 
trum  technology.* 


1970:  AlohaNet  links  comput¬ 
ers  throughout  the  Hawaiian 
islands,  with  the  first  radio- 
based  computer  network. 


1980:  Sharp's  PC-1211,  a  pocket 
calculator  that  can  be  pro¬ 
grammed  in  Basic,  is  sold  as  the 
RadioShack  Pocket  Computer. 


1991:  Digital  cellular 
phone  networks  begin 
operating  in  Europe 
and  the  U.S. 


based  computer  network,  AlohaNet, 
which  linked  machines  throughout  the 
Hawaiian  islands. 

Digital  technology  also  sparked 
handheld  computing,  which  began 
with  a  flurry  of  heavy,  battery-powered 
calculators  in  the  early  1970s.  In  1974, 
Hewlett-Packard  Co.  introduced  its 
HP-65,  the  first  programmable  pocket 
calculator.  In  1980,  Sharp  offered  the 
first  “pocket  computer.”  A  calculator 
that  could  be  programmed  in  Basic, 
Sharp’s  PC-1211  gained  popularity 
when  RadioShack  stores  sold  it  as  the 
RadioShack  Pocket  Computer. 

In  the  1990s,  it  all  began  to  converge. 
In  1991,  digital  cellular  phone  networks 
using  spread-spectrum  technology  be¬ 
gan  operating  in  Europe  and  the  U.S. 

In  1993,  Nokia  Corp.  developed  text 
messaging  between  mobile  phones. 
That  same  year,  Apple  Computer  Inc. 
introduced  its  Newton  MessagePad, 
a  handheld  computer  that  boasted 
handwriting  recognition,  an  idea  that 
took  off  three  years  later  with  the 
PalmPilot  1000. 

In  1999,  Apple  launched  AirPort,  the 
first  wireless  networking  product  based 
on  Wi-Fi  —  which  uses  spread-spectrum 
technology.  So  does  Bluetooth,  the  wire¬ 
less  system  developed  by  Ericsson  Mo¬ 
bile  Communications  AB  researcher 
Jaap  Haartsen,  which  began  appearing 
in  phones  and  handhelds  in  2000. 

And  as  the  boundaries  between 
palmtops,  handheld  phones  and  wire¬ 
less  networks  vanish,  the  challenge 
now  isn’t  solving  a  technical  problem, 
but  managing  the  technology  that 
grew  from  that  Hollywood  dinner 
party  conversation. 

And  now,  on  with  the  story. . . .  I 


1999:  Apple’s  AirPort  wireless  network¬ 
ing  product  is  the  first  to  use  Wi-R.t 


1946:  In  St.  Louis, 
AT&T  launches  the 
first  commercial 
mobile  telephone 
service. 


1962:  Spread-spec¬ 
trum  radio  is  used  for 
secure  communica¬ 
tions  during  the  Cuban 
missile  crisis. 


1973:  Motorola’s  Martin 
Cooper  develops  the  first  work¬ 
ing  prototype  of  a  handheld  cel¬ 
lular  telephone  and  then  spends 
10  years  bringing  it  to  market. «- 


1983:  In  Chicago,  Baby 
Bell  Ameritech  launches 
the  first  U.S.  commercial 
cellular  service. 


1993:  Nokia 

develops  text 
messaging  be¬ 
tween  mobile 
phones. «- 


2000:  Bluetooth 
wireless  networking 
begins  to  appear  in 
mobile  telephones  and 
handheld  computers. 
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A  handheld  may  be  only  $300,  but  hidden  costs 
can  push  the  total  cost  of  ownership  to  $3,000 
per  user,  Gartner  says.  By  Matt  Hamblen 


Gartner  inc.  has  a  reputation  for  IT  cost 
models  that  many  IT  managers  find  ex- 

But  Gartner’s  most  recent  numbers 
for  the  total  cost  of  ownership  (TCO)  of 
handheld  computers  could  take  some  IT 
managers’  breath  away. 

The  Stamford,  Conn.-based  research  firm  says  the 
average  handheld  TCO  is  a  whopping  $3,000  per  user 
per  year,  going  up  to  $4,554  if  you  add  a  separate 
wireless  modem.  How  can  this  be,  given  that  many 
pocket-size  personal  digital  assistants  (PDA)  cost  as 
little  as  $300  off  the  shelf? 

“What  adds  up  are  the  number  of  line  items,  which 
many  people  don’t  think  of  on  their  own,”  says  Gart¬ 
ner  analyst  Phillip  Redman,  referring  to  hidden  costs 
such  as  training  and  IT  support.  It’s  “death  by  a  thou¬ 
sand  paper  cuts,”  he  says. 

Redman  acknowledges  that  his  TCO  calculations 
cause  many  IT  managers  to  shake  their  heads  in  dis¬ 
belief.  But  Gartner  looks  at  86  different  kinds  of  costs 
in  its  distributed  computing  “chart  of  accounts,”  in¬ 
cluding  hardware  and  software  —  both  on  the  device 
and  in  the  network  —  as  well  as  training,  IT  support 
and  network  airtime  for  wireless  implementations. 

Even  Gartner’s  calculations  don’t  include  lost  rev¬ 
enue  from  glitches  that  result  in  downtime.  If  lost 
revenue  was  included,  the  TCO  might  soar  even 
higher,  because  many  top  salespeople  and  CEOs  are 
relying  more  heavily  on  handhelds  and  could  lose 
out  on  a  sale  because  of  downtime. 

But  Gartner’s  estimate  does  include  lost  produc¬ 
tivity,  which  is  a  calculation  of  the  time  an  end  user 
spends  to  figure  out  a  technical  problem  as  a  portion 
of  his  salary.  Of  several  IT  managers  Computerworld 
interviewed,  none  counted  that  sort  of  lost  productiv¬ 
ity  in  their  own  TCO  calculations. 

Gartner  describes  four  general  areas  of  cost:  capi¬ 
tal  costs,  including  software  and  hardware;  opera¬ 
tions,  including  wireless  air  rates;  administration; 


TCO  Ups 

Suggestions  for  reducing  the  total  cost 
of  owning  wireless  and  handheld  devices: 


Match  an  end  user’s  needs  to  a 
device.  Some  users  don’t  need  always- 
on  wireless  connections. 

Use  mobile  management  tools  for 

uploading  software,  monitoring  improper 
use  and  controlling  security. 

Use  a  middleware  gateway  that 
assists  in  profiling  users. 

•  ••**•••*•••»•<*»•••••*»••••••*•«« 

Establish  upfront  training  programs 

that  reduce  support  costs  down  the  line. 

Standardize  on  infrastructure 
and  hardware. 

Limit  the  number  of  service  provider 
relationships. 

Support  end  users  who  really 
are  mobile,  not  everyone. 

Design  by  application,  not  by 
throughput.  In  other  words,  don't 
design  to  the  fastest  network  if  a  slower 
one  will  work  for  the  application. 


and  end-user  operations.  To  give  an  indication  of 
how  variable  costs  can  be,  Gartner  says  that  a  wire¬ 
less  “enhanced  phone”  —  basically  a  wireless  phone 
with  Internet  access  —  can  cost  $1,369  annually,  with 
60%  going  to  capital  costs.  But  a  “communicator  de¬ 
vice”  —  a  converged  PDA  and  cell  phone  —  has  an 
annual  TCO  of  $3,547,  with  45%  for  capital  costs. 

These  handheld  TCO  figures  actually  compare  fa¬ 
vorably  with  Gartner’s  TCO  figures  for  laptop  and 
desktop  PCs.  The  company  says  the  TCO  for  a  desk¬ 
top  running  Windows  2000  is  just  above  $5,000  per 
year,  whereas  the  TCO  for  a  fully  functioning  laptop 
running  Windows  2000  is  nearly  $8,000  per  year. 

By  that  measure,  handheld  TCO  seems  cheap, 
especially  if  the  device  replaces  a  laptop.  However, 
Gartner  and  other  analyst  firms  say  they  fully  expect 
many  mobile  workers  to  continue  to  need  a  laptop 
(which  often  uses  a  docking  station  to  become  a 
workstation)  as  well  as  a  handheld  and  a  cell  phone 
or  smart  phone  for  several  years  to  come. 

That  would  put  a  mobile  worker’s  technology  cost 
at  $12,000  annually. 

Unforeseen  Expenses 

Analyst  Tim  Scannell  at  Shoreline  Research  in  Quin¬ 
cy,  Mass.,  says  handhelds  could  cost  an  organization 
more  than  desktops  do  in  some  cases.  If  a  company 
connects  handhelds  wirelessly  to  a  back-end  system 
such  as  a  parts-inventory  database,  the  overall  costs 
could  “escalate  dramatically,”  he  says. 

“A  handheld  has  a  whole  new  set  of  peculiar  prob¬ 
lems  that  a  notebook  user  might  not  deal  with,”  he 
adds,  such  as  unexpected  training  costs.  For  example, 
if  handhelds  replace  paper  and  handwritten  systems 
for  field  workers  who  have  never  used  a  laptop,  then 
end-user  training  could  be  prolonged  and  expensive, 
Scannell  says. 

Despite  the  great  promise  of  handheld  deploy¬ 
ments,  most  companies  still  have  no  set  policies 
about  standard  machines  or  even  whether  the  help 
desk  should  offer  support.  “Most  user  communities 
have  no  clue  as  to  what  handhelds  cost  [overall],” 
says  Jack  Gold,  an  analyst  at  Meta  Group  Inc.  in 
Stamford,  Conn. 

“IT  organizations  are  not  planning  effectively  for 
PDAs  and  for  getting  data  to  pervasive  devices,  and 

Continued  on  page  34 
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For  their  100  tournaments 
each  year,  the  PGA  TOUR 
depends  on  Palm,  Inc.  and 
IBM  for  live  scoring.  With  an 
application  called  ShotLink, 
scorers  travel  from  hole-to- 
hole  recording  strokes  and 
shot  information  on  Palm™ 
handhelds.  The  data  is  then 
transmitted  wirelessly  and 


uploaded  to  leaderboards, 
broadcast  booths,  and  online 
audiences  nationwide.  The 
enhanced  scoring  solution 
has  helped  the  PGA  TOUR 
provide  real-time  data  to 
millions  of  viewers.  To  read 
more  enterprise  success 
stories  from  Palm,  visit  us  at 
palm.com/enterprise  today. 
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Visual  Studio  .NET  can  help  you  with  (nearly)  every  part  of  your  job.  Say  goodbye  to  DLL  hell:  Visual  Studio  .NET  packages 
applications  into  “assemblies,"  which  are  self-describing,  versioned  units  of  functionality  that  can  run  in  isolation  or  side 
by  side  with  other  versions,  and  all  but  eliminate  DLL  hell.  Visual  Studio  .NET  provides  three  powerful  new  features  to  help 
you  seamlessly  deploy  applications:  D  Side-By-Side  Execution  eliminates  version  conflicts  by  enabling  you  to  safely  deploy 
multiple  versions  of  the  same  component.  B  XCOPY  Deployment  lets  you  simply  copy  your  Web  applications  to  the  target  Web 

‘Connect  time  fees  may  apply.  2002  Microsoft  Corporation  Ad  rights  reserved.  Microsoft,  toe  .NET  logo.  Vtsuai  Studio,  toe  Visual  Studio  logo,  and  Windows  are  either  registered  trademarks  or  ttader-><*iHs  o*  Microsoft  (  :-po<a»K>r  ir  the  d  S’.v,  -  u-  n  <->r  t.v  . 

countries.  The  names  o<  actual  companies  and  products  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


server.  You  avoid  installation  scripts,  DLL  registration,  and  having  to  restart  your  servers. 
B  No-Touch  Deployment  enables  you  to  deploy  rich  Windows-based  applications  by  copying  files 
to  a  Web  server;  end  users  access  the  application  by  merely  typing  a  URL  into  a  Web  browser. 

Try  it  now:  log  on  to  a  fully  featured,  free*  online  hosted  session  Microsoft 

and  get  more  information  at  msdn.microsoft.com/vstudio/tryit  Visual  Studio  .net 


Credit  Suisse  First  Boston  (CSFB)  is 
using  the  No-Touch  Deployment  and  the 
Windows  Forms  features  in  Visual  Studio 
.NET  to  eliminate  DLL  hell  and  enable 
instant  deployment  of  new  applications 
to  over  17,000  desktops,  giving  them 
all  of  the  deployment  benefits  of  a  Web- 
based  solution  coupled  with  the  rich 
interface  of  an  application  for  Windows. 
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Total  Cost  of  Ownership 
(per  user  per  year) 


Ihe  Wireless  Penalty7 


When  assessing  the  total  costs  of  wireless  mobile  products,  the  more  capable  the  device, 
the  higher  its  costs.  The  more  processing  power  it  has,  the  more  applications  it  can  store 
and  the  higher  the  capital  costs.  Beyond  typical  costs  for  a  mobile  device  —  such  as  a 
PDA  or  a  notebook,  which  may  be  mobile  but  not  wireless  —  there’s  an  additional  cost 
element  added  for  wireless  connectivity  that  Gartner  calls  the  “wireless  penalty.” 

For  example,  the  TCO  for  a  PDA  is  about  $3,000.  Adding  a  wireless  modem 
with  a  TCO  of  $1,392  will  bring  that  cost  to  $4,554.  The  TCO  for  an  inte¬ 
grated  wireless  PDA  is  somewhat  lower,  at  $4,392.  Although  capital  costs 
for  a  wireless  PDA  are  higher,  support  costs  due  to  downtime  are  lower  for 
a  more  dependable,  integrated  unit. 


Enhanced  phone  (cell  phone 

with  Internet  access) . $1,369 

Example:  Nokia  6385 


Communicator 

(converged  PDA/phone)  . $3,437 


Wireless 

PDA . $4,392 

Example:  Handspring 
Treo  300 


PDA  and 
modem  . 


Wireless 

notebook . $11,062 


i—  Messenger  (e-mail  device) 

Example:  RIM  BlackBerry 


$2,511 


TCO  Breakdown 

An  “enhanced  phone”  -  a  cell  phone 
with  Internet  access  -  costs  much  less 
to  support  than  a  “communicator  de¬ 
vice,”  which  is  basically  a  converged 
PDA/phone.  This  is  because  an  en¬ 
hanced  phone  can't  execute  applica¬ 
tions  and  relies  on  access  to  the  net¬ 
work  for  information.  A  communicator, 
on  the  other  hand,  will  run  office  appli¬ 
cations  such  as  word  processing,  e-mail 
and  Internet  access,  so  it  costs  more  to 
support  than  an  average  cell  phone. 


Wireless  enhanced  phone 

TCO:  $1,369 


Adminis¬ 
tration:  7% 


Operations: 

21% 


End-user 

operations: 

12% 


Capital: 
60% 


Wireless  communicator 


TCO:  $3,437 


Capital: 
45% 


Adminis¬ 
tration:  12% 


Operations: 

14% 


End-user 

operations: 

29% 


SOURCE:  GARTNER  INC.,  STAMFORD,  CONN.,  MAY  2002 


Continued  from  page  30 

that’s  a  substantial  cost,”  Gold  says.  Although  he  says 
Gartner’s  TCO  estimate  of  $3,000  to  $4,000  is  too 
high.  Gold  says  it’s  easy  to  see  how  a  wireless  mes¬ 
saging  device  such  as  the  BlackBerry  from  Research 
In  Motion  Ltd.  (RIM)  could  cost  at  least  $1,200  per 
device  per  year.  And  that  really  adds  up  to  a  substan¬ 
tial  cost  for  a  large  deployment  of  hundreds  or  thou¬ 
sands  of  BlackBerries. 

The  TCO  Guessing  Game 

Several  IT  managers  who  have  deployed  handheld 
devices  say  their  TCO  costs  are  far  below  Gartner’s 
figure  of  $3,000  per  user  per  year,  but  most  of  the  IT 
managers  also  say  they  don’t  enumerate  costs  be¬ 
yond  hardware,  software  and  wireless  airtime. 

For  Thomson  Financial  in  New  York,  handheld 
costs  are  fixed  at  $1,000  per  year  per  user  under  an 
outsourcing  contract,  says  Greg  Agahigian,  director 
of  enterprise  systems. 

Thomson  gets  100  handhelds  and  support  services 
from  Good  Technology  Inc.  in  Sunnyvale,  Calif.  The 
agreement  includes  client  software,  help  desk  sup¬ 


port  and  back-end  maintenance.  “That’s  very  afford¬ 
able  for  an  e-mail  machine”  that’s  also  used  for  cal¬ 
endaring  and  contacts,  Agahigian  says. 

At  ADC  Telecommunications  Inc.  in  Eden  Prairie, 
Minn.,  salespeople  and  IT  staffers  have  been  using 
250  Samsung  SPH-I300  smart  phones  since  May,  says 
CIO  Kamalesh  Dwivedi.  He  says  Gartner’s  handheld 
TCO  numbers  are  too  high  and  estimates  ADC’s  an¬ 
nual  costs  per  user  at  only  $400  —  that’s  $300  for 
hardware,  $40  for  training  and  $60  for  deployment 
and  software  costs. 

Dwivedi  won’t  disclose  how  much  he’s  paying  for 
airtime,  but  he  says  users  were  running  up  costs  by 
making  cell  phone  calls  prior  to  receiving  the  smart 
phones  anyway.  And  by  pooling  airtime  minutes,  he 
has  cut  those  costs  by  30%. 

Plus,  Dwivedi  lowered  deployment  and  help  desk 
costs  by  paying  for  the  services  of  four  different  out¬ 
sourcers.  “Instead  of  waiting  another  two  years  for 
support-software  maturity,  we  found  all  these  com¬ 
panies,”  he  says. 

Salespeople  get  e-mail,  calendaring  and  contacts 
via  Microsoft  Exchange  and  can  get  a  customer’s 


order  status  or  other  information  through  an  ADC 
server,  using  software  from  Air2Web  Inc.  in  Atlanta. 

Siebel  Systems  Inc.  in  San  Mateo,  Calif.,  plans  to 
give  more  than  2,000  handhelds  to  its  workers  over 
the  next  12  months  and  has  already  deployed  some 
RIM  BlackBerries,  says  CIO  Mark  Sunday. 

Looking  at  his  costs  so  far,  Sunday  says,  “I  don’t 
know  how  you’d  come  up  with  the  $3,000  to  $4,000 
[figures]  of  Gartner.”  But  he  does  agree  that  hand¬ 
held  costs  could  be  higher  than  many  CIOs  think. 

“My  expectation  is  that  for  the  average  enterprise, 
this  cost  is  a  nightmare,  and  IT  organizations  haven’t 
[considered  those  costs]  and  don’t  have  a  good 
process  in  place,”  he  says.  D 


PDA  MANAGEMENT 

Palm  Central:  An  Ohio  medical  center  has  centralized  management  of 
1,600  Palm  handheld  computers  for  doctors  -  and  wouldn't  have  it  any 
other  way:  QuickLink  34330 

Get  Control:  New  mobile  management  tools  extend  the  manage¬ 
ment  capabilities  available  to  desktops  out  to  handhelds: 

QuickLink  34819 
www.computerworid.com 
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Today,  if  I'm  lucky. 


I'll  be  totally  ignored. 


That  means  systems  are  humming 


and  data  is  flowing. 


If  not,  I  have  to  fix  it. 


Keep  bad  things  from  reaching  users  and  you'll  get  noticed  for  all  the  good  you  do.  One  way  is  to  use  an  L5500  automated  tape 
library  with  Tape  Mirroring  software  for  foolproof  backup  and  restore.  Or  a  D280  disk  system  with  Remote  Volume  Mirroring 
software  so  systems  rebound  fast.  Whatever  your  solution,  we'll  make  sure  you  only  get  noticed  when  you  want.  Learn  more 
about  this  story  and  other  ways  we  can  help  you  at  www.savetheday.com  STORAC  ETEK  Save  the  Day” 
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Compatibility 

Clashes 


MARK  HALL 


WHEN  I  PUBLISHED  my  first  column  about 
LANs  in  1982, 1  suggested  that  it  would 
take  less  than  10  years  for  virtually  all  en¬ 
terprise  computers  to  be  hitched  to  local- 
area  networks.  Not  a  bad  forecast,  except  I  predict¬ 
ed  that  they  would  be  linked  via  CATV  coaxial  cable 
and  not  Ethernet.  Oops. 


Now  two  decades  older, 
if  not  wiser,  I  ask  you  to 
consider  my  latest  predic¬ 
tion:  10  years  from  now, 
you  won’t  be  wiring  any¬ 
thing  new  outside  your 
data  center.  Forget  about 
pulling  more  Cat  5  copper 
wire  or  fiber-optic  cable. 

Every  new  digital  device 
that  computes  in  the  enter¬ 
prise  will  be  wirelessly 
connected. 

The  benefits  will  be 
great,  but  you  can  be  sure 
this  wireless  world  will  have  its  share 
of  headaches.  The  early  adopters 
among  you  who  are  buying  laptops  and 
PDAs  equipped  with  wireless  adapters 
and  installing  access  points  for  your 
users  have  undoubtedly  already  run 
headfirst  into  the  biggest  problem:  in¬ 
teroperability  clashes  similar  to  those 
experienced  20  years  ago  by  network 
pioneers. 

Sure,  there  are  standards,  such  as 
802.11a  and  b  and  g,  and  don’t  forget 
the  work  on  the  emerging  very  high- 
performance  802.15.3  standard.  You  can 
count  on  many  more  to  follow. 

And  the  industry-sponsored  Wi-Fi 
Alliance  in  Mountain  View,  Calif.,  is 
working  mightily  to  certify  wireless 
device  compatibility  among  the  hun¬ 
dreds  of  vendors  cranking  out  thou¬ 
sands  of  products.  The  Wi-Fi  Alliance 
has  certified  more  than  500  units  in  its 
five  labs  around  the  world  —  every¬ 
thing  from  access  points  to  keyboards, 


mice  and  digital  cameras. 
The  queues  for  Wi-Fi  cer¬ 
tification  are  growing 
longer,  indicating  a  bright 
spot  of  market  growth  in 
the  depressed  IT  industry. 

But  here’s  the  snag: 
Some  products  will  surely 
fail  to  achieve  Wi-Fi  com¬ 
pliance,  and  those  vendors 
aren’t  likely  to  pull  their 
products  from  the  market. 
They’ll  simply  send  the 
devices  back  to  engineer¬ 
ing  to  meet  the  interoper¬ 
ability  standards  while  generating 
revenue  from  the  noncompliant  ones. 

Even  the  Wi-Fi  Alliance  seal  of 
approval  goes  just  part  of  the  way. 

The  association  certifies  only  the 
bottom  two  layers  of  the  International 
Standards  Organization’s  (ISO)  hoary 
Open  Systems  Interconnection  (OSI) 
protocol  stack.  After  that,  you’re  on 
your  own. 

Going  back  to  1982  once  again,  when 
the  Ethernet  compatibility  issues  were 
resolved  at  Layers  1  (physical)  and  2 
(data  link),  the  real  interoperability  is¬ 
sues  for  IT  managers  hit  hard  at  the 
upper  layers.  The  fact  that  the  ISO/OSI 
network  model  even  needs  to  be  men¬ 
tioned  underscores  the  fragile  nature 
of  interoperability  in  today’s  wireless 
systems. 

For  some  IT  managers,  these  inter¬ 
operability  headaches  have  already 
begun.  Those  of  you  who  rushed  to 
install  802.11a  units  already  know  that 


the  next-generation  802.11b  devices 
speak  an  entirely  different  language. 

But  none  of  this  should  suggest  that 
you  halt  your  wireless  projects.  Quite 
the  contrary.  Wireless  networks  are 
often  the  right  technology  to  improve 
worker  productivity  and  gain  a  com¬ 
petitive  advantage. 

Ira  Brodsky,  who  has  followed  the 
wireless  radio-frequency  phenomenon 
for  about  25  years  as  president  of  Data- 
comm  Research  Co.  in  Chesterfield, 
Mo.,  says  that  while  not  a  completely 
immature  technology,  wireless  LANs 
need  more  attention  from  senior  IT 
managers  than  do  their  boring,  mature 
wired  counterparts. 

“When  people  create  a  specification 
that  creates  a  standard,  you’re  still  a 
long  way  from  interoperability,”  says 
Brodsky. 

So  how  do  you  ease  the  pain?  Brod¬ 
sky  suggests  that  companies  embark¬ 
ing  on  serious  wireless  projects  pick  a 
single  large  vendor  that  complies  with 
standards  and  has  compatibility  certifi¬ 
cation  from  the  likes  of  the  Wi-Fi 
Alliance.  The  next  step  is  to  make  sure 
that  their  users’  second-  and  third-tier 
wireless  suppliers  adhere  to  that  main 
vendor’s  implementation. 

This  strategy  will  be  particularly 
useful  when  you  implement  the 
absolutely  essential  WLAN  security 
policies.  WLAN  vendors  could  employ 
security  differently.  For  example,  some 
may  add  more  aggressive  levels  of  user 
authentication,  such  as  challenge- 
response  mechanisms  that  require 
users  to  reauthenticate  themselves  in 
the  middle  of  a  session.  Others  may 
not.  Mixing  the  two  could  prove  to  be 
more  than  annoying  for  end  users. 

So,  while  you  may  not  be  wiring  any¬ 
thing  new  outside  your  data  center  10 
years  from  now,  you  will  be  dealing 
with  some  of  the  same  issues  that  you 
grapple  with  today  —  keeping  your 
users  happy  while  making  everything 
work  together.  I 


mark  bau.  is  Computer - 
world's  opinions  editor. 
Contact  him  at  markhaSS 

computemortei.com. 


Turning  Blue 

The  percentage  of  U.S. 
handheld  devices  that  will 
be  Bluetooth-enabled: 


SOURCE:  IDC.  FRAMINGHAM.  MASS..  OCTOBER  2002 


Hot  Spot  Locations 

Publicly  available  wireless  LAN 
“ hot  spots”  will  be  found  in  more 
than  18,000  U.S.  locations  by  2004. 


Airports  0.9% 


TOTAL- 18,207  U.S.  locations: 
“Other"  includes  campuses  and 
libraries,  for  example. 


SOURCE:  IDC.  FRAMINGHAM.  MASS..  JUNE  2002 


PDA  Leaders 

The  top  five  vendors  of 
personal  digital  assistants, 
based  on  market  share  and  ranked 
in  terms  of  U.S.  shipments  in 
the  third  quarter  of 2002: 


Palm  41.7% 

Sony  H  ^-8% 

HP  |  9.7% 

Handspring  I  6.6% 

Toshiba  |  5.8% 


SOURCE:  DATAQUEST  INC..  SAN  JOSE.  OCTOBER  2002 
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100%  Dell  performance  and  reliability 
for  up  to  50%  less  than  the  competition. 

Dell  PowerConnect  Switches. ..100%  no-brainer. 


D* *U.  PowerConnect  5012 
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Dell  |  Managed  Switches 

PowerConnect"'  3024*  Switch  PowerConnecf'  3048*  Switch 


Scalable,  High-Performance  Managed  Switch 

•  24  Fast  Ethernet  Ports  Plus  2  Built-In  Gigabit”  Uplinks 

•  Up  to  12.8  Gbps  of  Wire-Speed  Switching  Capacity 

•  Stackable  -  Supports  up  to  144  FE  Ports  in  a  Stack 

•  3-Yr  Next  Business  Day  Part  or  Unit  Replacement2 

^  ■■■  as  low  as  $1 7/mo..  (46  prats”) 

o  nUU  60  Days  Same-As-Cash 

WWW  E-VALUE  Code:  13912-S11205 

Recommended  upgrade: 

•  3-Yr  7x24  4-Hr  Part  or  Unit  Replacement"  add  $77 


Rack-Dense,  High-Performance  Managed  Switch 

•  48  Fast  Ethernet  Ports  Plus  4  Built-In  Gigabit”  Uplinks 

•  Up  to  21 .6  Gbps  of  Wire-Speed  Switching  Capacity 

•  Stackable  -  Supports  up  to  144  FE  Ports  in  a  Stack 

•  3-Yr  Next  Business  Day  Part  or  Unit  Replacement" 

|f»  as  low  as  $29/mo.,  (46  pints”) 

g  U 1J  VI  60  Days  Same-As-Cash 

WWW  E-VAUIE Code:  13912- S11209a 

Recommended  upgrade: 

•  3-Yr  7x24  4-Hr  Part  or  Unit  Replacement"  add  $199 


PowerConnect™  3248*  Switch  PowerConnect"'  5224*  Switch 


NEW  ligh-Periorniance^^^fte  Class  ManageWwitdi 

•  48  Fast  Ethernet  Ports  Plus  2  Built-In  Gigabit”  Uplinks 

•  Multi-Layer  Traffic  Classification  at  Layers  2. 3.  and  4 

•  Advanced  Management  via  Browser  or 
Industry-Standard  CLI 

•  3-Yr  Next  Business  Day  Part  or  Unit  Replacement" 

as  low  as  $29/mo..  (46  pints”) 
tMMM  60  Days  Same-As-Cash 

WWW  E-VALUE  Code:  13912-  S11209b 

Recommended  upgrade: 

•  3-Yr  7x24  4-Hr  Part  or  Unit  Replacement"  add  $199 


NEW  High-Performance  AHHjWB  Managed  Switch 

•  24  Copper  Gigabit”  Ports  Plus  4  SFP  Fiber  Uplinks 

•  Layer-3  Aware  Class  of  Service  Prioritization 

•  Advanced  Management  via  Browser  or 
Industry-Standard  CLI 

•  3-Yr  Next  Business  Day  Part  or  Unit  Replacement" 

as  low  as  $63/mo„  (46  pints)0) 

O  M  Vl  60  Days  Same-As-Cash 

IWW  E-VALUE  Code:  13912  511221 

Recommended  upgrade: 

•  3-Yr  7x24  4-Hr  Part  or  Unit  Replacement"  add  $299 


Managed  switches  you  can  count  on  to  do  more  than  just  save  money.  Just  what  you'd 
expect  from  Dell,  proven  technology  that  cuts  costs.  Equipped  with  the  latest  industry-standard 
technology,  PowerConnect  switches  are  highly  interoperable  and  easily  integrate  into  an  existing 
network.  They're  scalable  for  future  growth  and  have  easy-to-use  management  features  to  help 
you  improve  network  up  time  and  security.  Choosing  Dell  PowerConnect  switches  means  you  won't 
have  to  sacrifice  performance  for  price.  And  that's  a  concept  you'll  definitely  want  to  plug  into. 

Dell  PowerConnect  3248  Outperforms 
the  Cisco  Catalyst  2950  and  3COM 
SuperStack  3  Switch  4400  by  up  to 
45%  in  Layer  2  Throughput  Tests. 
Tolly  Group  Report  #202149 
-  September  2002 


CERTI  FI  ED 


Growing  your  network.  Easy  as 


MIL 


Click  www.dell.com/switch  Call  1-877-345-3355 

toll  free 


Call:  M-F  7a-9p|Sat  8a-5p  CT. 

Pricing,  specifications,  availability,  and  terms  of  offer  may  change  without  notice.  Taxes  and  shipping  charges  extra,  and  vary,  and  not  subject  to  discounts.  U.S.  new  purchases  only.  Dell  cannot  be  responsible  for  errors  in  typography  or  photography 

‘This  device  has  not  been  approved  by  the  Federal  Communications  Commission  for  use  in  a  residential  environment  This  device  is  not.  and  may  not  be.  offered  for  sale  or  lease,  or  sold  or  leased  for  use  in  a  residential  environment  until  the  approval  of  the  FCC  has  been  obtained 

'‘Monthly  payment  based  on  48-month  Quicktoan  at  12.99%  interest  rate  for  qualified  Small  Business  customers.  Your  interest  rate  and  monthly  payment  may  be  same  or  higher,  depending  on  your  creditworthiness  Minimum  transaction  size  of  $500  required  Maximum  aggregate 
financed  amount  not  to  exceed  $25,000.  Under  60  Days  Same-As-Cash  QuickLoan.  interest  accrues  during  first  60  days  after  QuickLoan  Commencement  Date  (which  is  five  days  after  product  ships)  if  balance  not  paid  within  these  60  days  OFFER  VARIES  BY  CREDITWORTHINESS  OF 
CUSTOMER  AS  DETERMINED  BY  LENDER.  Taxes,  fees  and  shipping  charges  are  extra  and  may  vary.  Not  valid  on  past  orders  or  financing.  QuickLoan  arranged  by  CIT  Bank  to  Small  Business  customers  with  approved  credit.  “This  term  indicates  compliance  with  IEEE  standard  802  3ab 
for  Gigabit  Ethernet,  and  does  not  connote  actual  operating  speed  of  1  Gb/sec.  For  high  speed  transmission,  connection  to  a  Gigabit  Ethernet  server  and  network  infrastructure  is  required  ^Technician,  replacement  part  or  unit  (depending  on  service  contract)  will  be  dispatched  if 
necessary  following  phone-based  troubleshooting  Service  may  be  provided  by  third-party  provider.  Subject  to  parts  availability,  geographical  restrictions  and  terms  of  service  contract  Service  timing  dependent  upon  time  of  day  call  placed  to  Dell.  Replacements  may  be  refurbished 
U.S.  only  Dell,  the  stylized  E  logo.  E-VALUE,  and  PowerConnect  are  trademarks  of  Dell  Computer  Corporation.  ©2002  Dell  Computer  Corporation.  All  rights  reserved. 
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The  Almanac 


An  eclectic  collection  of  research 
and  resources.  By  Mitch  Betts 


A  5GB  Hard  Drive 
Debuts  for  Mobile  Devices 

Need  to  carry  a  few  thousand  graphics, 
audio  or  text  files  on  the  road?  Tokyo- 
based  Toshiba  Corp.  recently  unveiled 
a  portable  5GB  hard  disk  drive  with 
Bluetooth  wireless  technology  that  can 
be  accessed  from  any  Bluetooth  de¬ 
vice.  The  HopBit  went  on  sale  Nov.  1  in 

Japan  for 
about  $410, 
but  there  are 
no  immediate 
plans  to  sell  it 
elsewhere. 

—  Martyn 
Williams,  IDG 
News  Service 

Speakeasy  Provides 
Device  Interoperability 

Palo  Alto  Research  Center  Inc.  (PARC) 
has  developed  a  collection  of  proto¬ 
cols,  called  Speakeasy,  to  allow  end 
users  to  make  a  wide  variety  of  wire¬ 
less  devices  interact  with  one  another 
in  ad  hoc  ways,  without  writing  any 
code. 

Each  device  would  need  a  Speakeasy 
virtual  machine  inside  to  make  it  work, 
but  the  result  would  be  a  powerful  tool 
for  on-the-go  corporate  employees, 
says  Richard  Burton,  manager  of 
PARC’s  distributed  systems  unit  in 
Palo  Alto,  Calif. 

For  example,  a  sales  executive  with  a 
wireless  personal  digital  assistant 
(PDA)  could  walk  into  conference 
room,  and  the  PDA  in  “discovery 
mode”  would  list  all  of  the  devices 
available,  including  the  PowerPoint 
projector.  Using  a  Speakeasy  interface, 
the  user  could  drag  and  drop  his 
PowerPoint  presentation  on  the  pro¬ 
jector  and  then  download  software 
making  the  PDA  act  as  the  projector’s 
remote  control. 

Burton  likens  Speakeasy  to  HTTP, 
the  protocol  that  enables  connections 
and  data  transfers  among  disparate 
computers  on  the  Web.  Speakeasy  pro¬ 
vides  the  same  sort  of  basic  interoper¬ 
ability  for  wireless  devices.  For  exam¬ 


ple,  you  could  walk  up  to  a  printer 
with  your  PDA  and  download  the 
printer  driver  needed  to  print  out  a 
complex  document  from  your  PDA. 

PARC  is  now  on  its  third-generation 
prototype  of  Speakeasy  and  is  looking 
for  corporate  partners. 

Patent  Watch 

■  Audio  feedback  when  pressing  wireless 
device  keypads.  This  invention  triggers  a 
distinctive  sound  —  not  just  a  mono¬ 
tone  beep  —  that  identifies  which  key 
was  pressed  on  a  cellular  phone,  which 
could  be  useful  when  working  in  the 
dark  or  driving.  For  example,  pressing 
the  2  key  could  generate  two  chimes  or 
a  synthesized  voice  saying  “two.” 

—  U.S.  Patent  No.  6,47Z390,  issued  Nov.  5 
INVENTORS:  Arnold  J.  Gum  and  Jason  B. 
Kenagy  at  Qualcomm  Inc.  in  San 
Diego,  Calif. 

Research  Roundup 

■  Major  wireless  carriers  are  facing  a 
market  shakeout  in  the  next  12  months, 
driven  by  market  saturation  and  huge 
debt  loads,  says  Meta  Group  Inc.  in 
Stamford,  Conn.  The  wireless  voice 
market  is  still  growing  in  China,  but 
Europe,  North  America  and  South 
America  are  reaching  saturation,  with 
most  new  subscribers  using  prepaid 
plans  or  viewed  as  poor  credit  risks. 

■  The  average  time  to  resolve  a 
wireless  user’s  call  to  the  IT  help  desk 
is  3.63  hours,  compared  with  3.16 
hours  to  resolve  a  wired  user’s  call, 
according  to  a  survey  conduced  by 
CIO  magazine. 

■  Don’t  underestimate  the  human 
factor  in  mobile  deployments,  says 
Carl  Zetie,  an  analyst  at  Giga  Informa¬ 
tion  Group  Inc.  in  Cambridge,  Mass. 

It’s  easy  for  remote  users  to  sabotage  a 
project,  so  consider  work  processes, 
culture  and  support  issues.  Minimize 
resistance  by  establishing  incentives 
for  adoption  and  eliminate  barriers  to 
adoption,  he  says. 

■  Dataquest  Inc.  in  San  Jose  says 
tablet  PCs  will  represent  only  1%  of 
worldwide  notebook  shipments  next 
year. 


What  Users  Want 

Corporate  customers  say  that  wide  geo¬ 
graphic  coverage  is  much  more  important 
than  pricing  for  wireless  carrier  services. 


MOST  IMPORTANT  SELECTION  FACTORS 


Complete  regional  or 
national  coverage 


Service 

pricing 

International 
roaming/coverage 


73.5% 


Wireless  Internet 
and  data  services 


Handset  selection 

and  price 


BASE:  SURVEY  OF  122  ENTERPRISE  WIRELESS 
CUSTOMERS:  MULTIPLE  RESPONSES  ALLOWED 


SOURCE:  GARTNER  INC..  STAMFORD.  CONN..  MAY  2002 


Wireless  E-Mail: 

Really  Necessary? 

Watch  out  for  the  status  seekers  who 
want  wireless  e-mail  service  to  look 
important  but  don’t  really  need  it,  says 
Peter  Lowber,  an  analyst  at  Stamford, 
Conn.-based  Gartner  Inc.  Provide 
wireless  e-mail  only  to  users  who  are 
on  the  road  more  than  50%  of  the  time 
and  have  an  urgent  need  for  it,  such  as 
executives,  financial  analysts  and  sales 
reps  who  need  it  to  make  critical  in¬ 
vestment  decisions  or  stay  on  top  of 
multimillion-dollar  deals,  he  says. 

“Because  we  estimate  that  less  than 
10%  of  employees  fit  these  criteria, 
wireless  e-mail  deployments  in  the  en¬ 
terprise  should  be  small,”  Lowber  says. 

Indiscriminate  deployment  of  wire¬ 
less  e-mail  will  raise  IT  costs,  increase 
e-mail  box  clutter  and  might  even  re¬ 
duce  productivity,  he  says.  For  those 
middle  managers  who  travel  only  occa¬ 
sionally,  Lowber  suggests  they  use 
their  cell  phones  for  urgent  tasks  when 
they’re  on  the  road.  I 

MORE  RESOURCES 

Our  Mobile/Wireless  Knowledge  Center  has  research 
links  from  around  the  Web: 

OQuickLink  klOOO 

www.computerworid.coni 


Road  Warrior  Vest 


The  eVest  from  Scott  eVest  LLC  in  Chicago  has  22  pockets  for  a  wide  variety  of  gadgets, 
plus  channels  in  the  lining  for  wiring  up  a  personal-area  network  or  recharging.  Frequent 
fliers  may  find  it  to  be  a  convenient  way  to  keep  their  devices  handy  and  get  through  securi¬ 
ty  checkpoints  faster  (by  placing  the  gadget-loaded  vest  in  the  security  scanner),  says 
Daniel  Rasmus,  an  analyst  at  Giga  Information  Group  Inc. 
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Want  to  cut  your  IT  costs  without  sacrificing 
performance?  PRIMEPOWER  Servers  from  Fujitsu. 

§The  secret  is  out.  PRIMEPOWER™ Solaris™- compatible 
servers  from  Fujitsu® deliver  a  major  breakthrough  in 
price/performance  compared  to  our  more  famous 
competition.  Want  proof?  PRIMEPOWER  servers  offer 
such  an  advantage  that  the  world’s  leading  com¬ 
panies  use  them  to  boost  their  performance.  And  there’s  a 
PRIMEPOWER  server  that’s  right  for  any  application  you  need  — 
from  single  CPU,  rack-mounted  servers  to  enterprise-ready 
systems  that  scale  to  1 28  CPUs  for  unsurpassed  performance  in 
the  data  center. 

Of  course,  it’s  not  just  the  hardware  you’re  buying.  It’s  also 
Fujitsu’s  30+  years  of  experience  supporting  high-perform¬ 
ance,  mission-critical  systems.  We’ve  already  helped  many 
companies  consolidate  their  IT  infrastructures  and  lower  their 
Total  Cost  of  Ownership.  Our  free  white  paper,  The  Why  and 
How  of  Server  Consolidation,  explains  how.  Get  your  copy  at 
www.ftsi.fujitsu.com/ad.  Or  call  (877)  905-3644. 


FUJITSU 

THE  POSSIBILITIES  ARE  INFINITE 


©2002  Fujitsu  Corporation  Limited.  Fujitsu  and  the  Fujitsu  logo  are  registered  trademarks  of  Fujitsu  Limited.  PRIMEPOWER  is  a  trademark  or  registered  trademark  of  Fujitsu  Limited  in  the  United  States  and  other  countries. 
Solaris  is  a  trademark  or  a  registered  trademark  of  Sun  Microsystems,  Inc.  in  the  United  States  and  other  countries. 
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The  industry  profits  from  your  mistakes. 
So  get  expert  assistance  for  managing  your 
voice/data  rate  plans.  By  Bob  Brewin 


Maybe  it  seemed  like  a 
good  idea  to  sign  up  all 
of  your  mobile  workers 
for  a  cellular  phone  plan 
with  1,000  minutes  per 
month  —  and  long¬ 
distance  service  included  —  even  if 
some  of  those  workers  use  only  800 
minutes  a  month. 

Or  maybe  you  took  a  seemingly 
more  conservative  approach  and 
signed  up  the  mobile  workers  for  just 
500  minutes  a  month,  even  if  some  of 
those  workers  then  used  additional 
minutes  at  premium  rates. 

In  either  case,  savvy  telecommunica¬ 
tions  buyers  such  as  FedEx  Freight  and 
Burlington  Northern  Santa  Fe  Corp. 
(BNSF)  say  you’ve  played  right  into 
the  scheme  national  cellular  carriers 
such  as  AT&T  Wireless  Services  Inc. 
and  Sprint  PCS  Group  use  to  maximize 
their  revenues. 

As  John  Hicks,  director  of  unified 
messaging  at  Fort  Worth,  Texas-based 
BNSF,  puts  it,  “Overage  and  underage 
is  how  [the  cell  carriers]  make  their 
money.”  If  an  organization  uses  too  few 
minutes  on  a  cell  phone  plan,  it  loses 
money  on  the  unused  minutes.  It  also 
loses  money  if  mobile  workers  exceed 
the  number  of  minutes  on  their  cell 
plans.  “Multiply  that  by  thousands  of 
users,  and  it’s  big  dollars.”  he  says. 

The  national  cell  carriers  maximize 
the  overage  and  underage  game  — 
called  “breakage”  in  the  industry  —  so 
well  that  it  accounts  for  up  to  50%  of 
the  cell  phone  industry’s  revenues,  ac¬ 
cording  to  Greg  Fitzgerald,  vice  presi¬ 
dent  for  marketing  at  Traq-wireless 
Inc.  in  Austin,  Texas.  Traq-wireless  has 
developed  sophisticated  optimization 
algorithms  to  help  companies,  includ¬ 
ing  FedEx  Freight  and  BNSF,  manage 
their  voice  and  data  wireless  services. 

Bulk-minute  purchase  plans  —  the 
kind  advertised  daily  in  most  major 
newspapers  —  usually  aren’t  great 
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...  delivers  value  by  bringing  together 
senior-level  IT  decision-makers 
to  share  their 
experiences ... " 


Ralph 

Szygenda 

Group  VP  &  CIO 

General  Motors 


...  is  wonderful ...  the  level  of 
expertise  among  the  attendees  is 
an  invaluable 
resource ..." 


Evelyn 

Follit 


SVP  &  CIO 

Radio  Shack 


8T 


a  peer-focused  event...  an  invaluable 
take-away  1  Eric  Dean 

United  Airlines 


Exchange  Innovative  Ideas  and 
Strategies  with  Top  IT  Executives 


PROVE 

The  Business  Value  of  IT 

•  Create  partnerships  with  your  IT 
suppliers  and  outsourcers 

•  Negotiate  licensing  deals 

•  Manage  quick-turnaround  IT  projects 

•  Tap  into  the  hottest  advice  on  asset 
procurement  and  server  consolidation 

MAXIMIZE 

The  Customer  Connection 

•  Enhance  customer  relationships 
through  EAI,  CRM  and  business 
intelligence  initiatives 

•  Catch  up  with  the  latest  on  Web 
services,  .Net  and  other  leading 
technologies 

BULLETPROOF 

Your  Company  Assets 

•  Find  out  how  to  guarantee  business 
continuity,  deploy  identity  manage¬ 
ment,  safeguard  e-business  transac¬ 
tions  and  manage  mobile  and  wire¬ 
less  access 

OPTIMIZE 

Your  Infrastructure 

•  Manage  infrastructure  in  real-time 

•  Keep  pace  with  growing  storage  needs 

•  Test-drive  the  potential  of  utility 
computing 


FEATURED  SPEAKERS: 


Warren  Bennis 

•  Bestselling  business  author  of  "Leaders"  and  "On 
Becoming  a  Leader,"  and  the  most  recent  "Geeks  & 
Geezers" 

•  Advisor  to  four  U.S.  Presidents 

•  Distinguished  Professor  of  Management,  University 
of  Southern  California  and  the  chairman  of  the 
Advisory  Board  of  the  Center  for  Public  Leadership  at 
Harvard  University's  Kennedy  School 

Susan  Unger 

CIO 

DaimlerChrysler 


Curtis  Robb 

SVP  &  CIO 
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Managing  Director,  Information  Technology 
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Interested  in  sponsoring/exhibiting?  Contact  your  Computerworld  sales  executive,  or  Ann  Harris  at  508-820-8667. 
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Why  You  Should  Attend 

Need  to  lead  your  IT  teams,  departments 
and  company  to  the  real-time  enterprise? 
Want  to  exchange  innovative  ideas  and 
strategies  with  other  top  IT  executives? 
Then  attend  Computerworld's  Premier 
1 00  IT  Leaders  Conference,  the  ONLY 
conference  where  you  can  hear  from  — 
and  network  with  —  Computerworld's 
Premier  100  IT  Leaders. 


Who  Are  the  Premier  100? 

They're  a  unique  set  of  award  winning  IT 
executives  with  valuable  lessons  to  share 
and  advice  to  offer  YOU.  They  are  tech¬ 
nologists  who  understand  business 
needs,  take  calculated  risks  and  lead 
through  innovation.  They  are  CIOs,  vice 
presidents  of  IT,  directors  of  IT  and 
business  managers  honored  as 
Computerworld's  Premier  100  from  a 
wide  swath  of  vertical  industries.  When 
you  attend  this  unique  conference,  you'll 
hear  proven  examples  of  how  these  IT 
Leaders  have  advanced  their  organiza¬ 
tions  through  innovative  leadership  and 
proven  strategies. 

What  is  Unique? 

Crafted  by  Computerworld  editors,  this 
conference  offers  a  radical  departure  from 
the  standard  IT  event.  With  a  focus  on 
great  ideas,  best  practices  and  real  appli¬ 
cations  of  IT  strategy,  you  gain  direct 
insight  from  leading  user  organizations. 
The  major  sessions  provide  highly  interac¬ 
tive,  entertaining  discussions  with  IT 
Leaders  and  industry  experts  —  each 
moderated  by  Computerworld  editors  in  a 
town-hall  meeting  format.  Key  topics  cen¬ 
ter  on  the  intersection  of  technology  and 
business  in  areas  critically  important  to 
today's  IT  manager. 
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Lead  Your  Organization  to 
the  Real-Time  Enterprise! 


Exchange  Innovative  Ideas  and  Strategies 
with  Computerworld's  Premier  100 
IT  Leaders  who: 


•  Prove  the  Business  Value  of  IT 

•  Maximize  the  Customer  Connection 

•  Bulletproof  Company  Assets 

•  Optimize  Infrastructure 
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SUNDAY,  FEBRUARY  23 

Noon  to  5:00pm 

Pre-conference  Golf  Outing 


ence  through  its  self-service  kiosks  and  gate  information  display 
screens;  to  forecasting  and  optimizing  fleets,  routes,  pricing  and 
inventory;  the  Delta  Nervous  System  has  transformed  the  business 
by  delivering  up-to-date  information  through  a  "publish  and  sub¬ 
scribe"  architecture. 


7:00pm  to  9:00pm 

Pre-conference  Networking  Reception 


10:15am  to  10:30am 

Break 


T--' 


MONDAY,  FEBRUARY  24 

7:00am  to  8:00am 
Buffet  Breakfast 
8:00am  to  8:15am 

Welcome  and  Opening  Remarks 

MARYFRAN  JOHNSON,  EDITOR  IN  CHIEF,  COMPUTERWORLD 

to  8:45am 

Opening  Keynote 
Driving  the  Digital  Factory: 
DaimlerChrysler's  Design 
Automation  Push 

SUSAN  UNGER,  CIO,  DAIMLERCHRYSLER 

Escalating  its  use  of  IT  in  car  design  and  factory  automation,  the 
world's  third-largest  automaker  has  embarked  on  a  massive 
"Digital  Factory"  project  aimed  at  reducing  production  costs  by  up 
to  30%.  CIO  Susan  Unger  will  detail  how  the  use  of  manufactur¬ 
ing  simulation  and  visualization  tools  is  enabling  DaimlerChrysler 
to  push  IT  beyond  its  traditional  roles  in  the  car  manufacturing 
process,  but  more  importantly,  how  the  project  is  changing  the 
way  technology  is  leveraged  for  business  benefit. 


8:15am 


10:30am  to  11:00am 


Vanguard  Financial:  Leveraging 
the  Web  Across  Multiple 
Business  Channels 

TIM  BUCKLEY,  CIO,  THE  VANGUARD  GROUP 


Technological  excellence  can  be  a  means  of  helping  clients  to  meet 
their  goals,  but  the  race  to  embrace  new  technologies  must 
always  make  business  channels  the  priority.  At  Vanguard,  IT 
resources  for  Web  development  play  a  dual  role  on  the  business 
side,  improving  quality  and  relative  savings  for  clients.  In  this  ses¬ 
sion,  Vanguard  CIO  Tim  Buckley  will  examine  how  the  $600  billion 
financial  services  firm  has  leveraged  its  website  technology  to  inte¬ 
grate  systems  across  multiple  business  channels,  with  results  that 
include  streamlined  business  processes,  reduced  costs,  retired  lega¬ 
cy  systems,  and  most  importantly,  seamless  service  for  clients  no 
matter  how  complex  their  relationship  with  Vanguard. 


11:00am  to  11:30am 
Concurrent  Sessions 
IT  User/Customer  Case  Studies 


11:30am  to  Noon 
Concurrent  Sessions 
IT  User/Customer  Case  Studies 


8:45am  to  9:30am 


Blueprint  for  Tomorrow's 
Infrastructure 

PANEL  MODERATOR:  DON  TENNANT,  NEWS 
EDITOR,  COMPUTERWORLD 


With  up  to  80%  of  IT  budgets  earmarked  for  infra¬ 
structure  upkeep  and  upgrades,  attention  to  trends  affecting  the 
data  center  will  continue  to  intensify  in  2003.  Major  vendors  are 
pushing  a  variety  of  utility  and  autonomic  computing  models, 
while  disruptive  technologies  such  as  blade  servers,  Linux,  wireless 
and  Storage  Area  Networks  (SANs)  are  also  making  inroads  in 
enterprise  computing  strategies.  How  do  you  craft  a  coherent 
blueprint  for  optimizing  data  center  spending?  Should  you  be  con¬ 
solidating  your  computing  resources?  What  role  should  your  ven¬ 
dors  play?  Where  will  outsourcing  make  the  most  sense? 
Computerworld  News  Editor  Don  Tennant  will  lead  this  debate 
about  the  best  ways  to  keep  your  company's  IT  infrastructure  flexi¬ 
ble,  cost-effective  and  future-oriented. 


9:30am  to  10:15am 


a  Creating  Business  Value  Out  of 
Real-Time  Information 

CURTIS  ROBB,  CIO,  DELTA  AIR  LINES 
In  today's  competitive  market,  businesses  must  deliv¬ 
er  better  customer  service,  turn  inventory  faster,  and 
respond  swiftly  to  changing  circumstances.  In  this  session,  Curtis 
Robb  addresses  how  Delta  has  leveraged  a  multi-year  investment 
in  a  real-time,  state-of-the-art  infrastructure  and  the  resulting  busi¬ 
ness  value  it  drives.  From  enhancing  the  customer  travel  experi- 


Noon  to  12:30pm 
Concurrent  Sessions 
IT  User/Customer  Case  Studies 


12:30pm  to  1:30pm 

Interactive  Luncheon 


1:30pm  to  2:00pm 

The  New  Language  of 
Leadership 

THORNTON  MAY,  FUTURIST 
Joan  Rivers  asks,  "Can  we  talk?"  but  Thornton  May's 
new  research  poses  the  question:  "Can  IT  leaders  talk  effectively7" 
Are  you  communicating  what  needs  to  be  done  in  a  way  that  gets 
somebody  to  do  it?  Based  on  an  exclusive  study  of  IT  communica¬ 
tion  practices  in  a  variety  of  venues  —  in  boardrooms,  in  delibera¬ 
tion  with  senior  staff,  in  counsel  with  peer  executives,  and  in 
encounters  with  vendors,  journalists,  researchers  and  stock  ana¬ 
lysts  —  Thornton  will  detail  the  new  language  of  leadership  neces¬ 
sary  for  career  success. 

2:00pm  to  2:30pm 

Brand  and  Deliver:  IT's  Role  in 
Creating  Killer  Brands 

ANDREW  ZOLLI,  LEAD  PARTNER, 

Z  +  PARTNERS 
Great  brands  are  often  the  most  valuable  assets  companies  own, 
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and  in  the  last  few  years  IT  has  taken  center  stage  in  building 
some  of  the  world's  most  important  and  valuable  brands.  Yet  the 
relationship  between  the  CIO  and  the  Chief  Marketing  Officer 
remains  one  of  the  least  explored  in  management.  In  this  presen¬ 
tation,  technology  and  communications  consultant  Andrew  Zolli 
will  share  stories  of  companies  creating  thriving  brands  with  infor¬ 
mation  technology,  and  insights  on  how  IT  and  marketing  can 
amplify  each  other's  value  and  impact. 

2:30pm  to  3:15pm 

■  The  Integration  Imperative: 

Where  Technology  Gets  Down 
to  Business 

PANEL  MODERATOR:  PRISCILLA  TATE, 
EXECUTIVE  DIRECTOR,  TECHNOLOGY  MANAGERS  FORUM 
As  the  lineup  of  new  integration  products  and  emerging  Web  serv¬ 
ices  keeps  growing,  so  too  does  the  challenge  of  connecting  the 
right  data  with  the  right  customers  at  exactly  the  right  time.  Some 
companies  are  finding  value  in  combining  business  intelligence 
tools  with  CRM  software,  while  others  are  creating  "digital  dash¬ 
boards"  or  concentrating  on  more  cost-effective  ways  to  exchange 
data  between  complex,  disparate  legacy  systems.  Regardless  of 
your  company's  approach,  the  task  of  integrating  enterprise  appli¬ 
cations  is  always  mission-critical  for  IT  leaders.  Moderator  Priscilla 
Tate  will  tap  this  panel's  expertise  on  a  variety  of  integration  proj¬ 
ects  that  have  delivered  measurable  results,  cost  savings  or 
enhanced  customer  service. 

3:15pm  to  3:30pm 

Break 

3:30pm  to  4:00pm 

A  Tale  of  Turnaround:  Reviving 
a  Culture  of  IT  Project  Success 
at  the  Chicago  Board  of  Trade 

WILLIAM  FARROW,  EVP  AND  CIO,  CHICAGO 
BOARD  OF  TRADE 

When  CIO  Bill  Farrow  arrived  at  the  Chicago  Board  of  Trade,  it  had 
been  four  years  since  any  IT  projects  finished  on  time  or  on  budg¬ 
et.  The  place  was  overrun  with  consultants,  the  technology  was  a 
poorly-managed  hodgepodge  of  aging  systems,  and  project  man¬ 
agement  was  nonexistent.  Today,  a  streamlined,  motivated  IT 
group  can  point  to  40  successful  projects  completed  in  the  past 
year.  In  this  compelling  account  of  an  18-month-long  IT  turn¬ 
around,  Farrow  will  detail  how  he  and  his  staff  became  catalysts 
of  strategic  change  at  this  1 55-year-old  financial  exchange. 

4:00pm  to  4:45pm 

IT  Sourcing  Faceoff:  The  View 
From  Both  Sides  of  the  Fence 


U 


PRESENTATION  &  POINT/COUNTERPOINT: 
BART  PERKINS,  MANAGING  PARTNER, 
LEVERAGE  PARTNERS 

How  your  organization  buys  and  deploys  technology  speaks  vol¬ 
umes  about  the  effectiveness  of  your  overall  IT  strategy.  With  the 
marked  shift  from  the  sellers'  market  of  the  late  ’90s  to  today's 
buyers'  market,  the  game  has  changed  substantially  on  both  sides 
of  the  fence.  Former  CIO  Bart  Perkins  specializes  in  teaching  CIOs 
how  to  more  effectively  manage  their  suppliers,  and  how  to  apply 
the  same  rigor  to  sourcing  decisions  as  IT  applies  to  building  appli¬ 
cations.  In  this  point/counterpoint  discussion,  he  will  referee  a 
frank,  freewheeling  dialogue  between  technology  leaders  from 
both  vendor  and  user  companies. 

4:45  to  5:15pm 

Session  to  be  announced 

5:15pm  to  5:30pm 

Monday  Wrap-up  Remarks 

MARYFRAN  JOHNSON,  EDITOR  IN  CHIEF, 
COMPUTERWORLD 

5:30pm  to  8:30pm 

Expo  Open,  Networking  Reception  and 
Buffet  Dinner 


TUESDAY,  FEBRUARY  25 

7:00am  to  8:00am 
Buffet  Breakfast 
8:00am  to  8:15am 
Opening  Remarks 

MARYFRAN  JOHNSON,  EDITOR  IN  CHIEF, 
COMPUTERWORLD 

8:15am  to  8:45am 

Cybercrime  in  Perspective: 
Leadership  Strategies  for  the 
Real-Time  Information  Age 

SCOTT  CHARNEY,  CHIEF  SECURITY 
STRATEGIST,  MICROSOFT 

Never  before  in  history  have  our  personal  lives  and  professional 
dependencies  on  computers,  networks  and  real-time  information 
escalated  at  such  a  rapid  pace.  Yet  each  week  we  hear  of  new 
attacks  on  the  confidentiality,  integrity  and  availability  of  those 
very  systems  —  everything  from  theft  of  personal  information  to 
distributed  denial  of  service  attacks  that  can  cripple  business 
operations.  While  such  attacks  can  pose  an  alarming  threat  to 
our  public  safety,  national  security,  economic  prosperity  and  pri¬ 
vacy,  there  are  complex  social  issues  and  public  policy  questions 
raised  as  we  work  to  prevent  or  respond  to  them.  In  this  open¬ 
ing  keynote,  Scott  Charney  will  cover  the  history  and  current 
state  of  cybercrime,  talk  about  the  challenges  IT  leaders  face  in 
confronting  computer  abuse,  and  suggest  some  options  to  con¬ 
sider  for  a  safer  future. 

8:45am  to  9:30am 

Whose  Disaster  Is  This, 
Anyway? 


PANEL  MODERATOR:  DAN  VERTON, 

SECURITY  REPORTER,  COMPUTERWORLD  AND 
AUTHOR  OF  "THE  HACKER  DIARIES  :  CONFESSIONS  OF 
TEENAGE  HACKERS." 

Imagine  a  scenario  that  is  equal  parts  physical  disaster  and  mas¬ 
sive  cyberattack,  forcing  your  company  into  a  worst-case  situa¬ 
tion  that  makes  business  continuity  of  paramount  importance 
Now  mix  in  several  industry  experts  and  IT  leaders,  each  playing 
a  specific  role  in  this  lively,  "situation  room"  rountable  led  by 
Computerworld  security  reporter  and  author  Dan  Verton.  This 
panel  will  grapple  with  everything  from  federal  politics  and  pub¬ 
lic  agency  responsibilities  to  private  sector  roles  and  reactions, 
as  the  responses  of  each  executive  drive  the  actions  of  the  oth¬ 
ers  in  this  unfolding  disaster  response  exercise.  The  wrap-up  will 
reveal  the  likely  aftermath  of  the  panelists'  decisions,  complete 
with  lessons  learned  and  useful  ideas  for  your  own  business 
continuity  planning. 

9:30am  to  10:15am 
Session  to  be  announced 

10:15am  to  10:30am 

Break 

10:30am  to  11:00am 

Starting  from  Scratch:  Building 
CRM  from  the  Ground  Up 

TONY  LOFRUMENTO,  EVP  OF  CRM,  MORGAN 
STANLEY 

Tony  LoFrumento  joined  Morgan  Stanley's  retail  organization  in 
2001  with  the  mission  to  implement  a  world-class  CRM  infra¬ 
structure  and  environment.  In  this  front-lines  account  of  his  expe¬ 
rience,  Tony  will  describe  how  he  created  an  analytical  CRM  envi¬ 
ronment  and  how  it  has  delivered  immediate  impact  throughout 
the  company.  He  will  discuss  implementation  issues,  vendor  selec¬ 
tion  rationale  and  performance  measurement  via  the  "Balanced 
Scorecard"  approach,  as  he  demonstrates  how  the  newly  imple¬ 
mented  CRM  capabilities  are  enhancing  Morgan  Stanley's  cus¬ 
tomer  connections. 


i  mem 

11:00am  to  11:30am 

Concurrent  Sessions 

IT  User/Customer  Case  Studies 

11:30am  to  Noon 

Concurrent  Sessions 

IT  User/Customer  Case  Studies 

Noon  to  12:30pm 

Concurrent  Sessions 

IT  User/Customer  Case  Studies 

12:30pm  to  2:00pm 

Expo  Open  and  Buffet  Luncheon 

2:00pm  to  2:30pm 

The  Consultant  Who  Came  In 
From  The  Cold 


STEVE  ROMAINE,  CHIEF  IT  ARCHITECT,  THE 
HARTFORD  FINANCIAL 

Steve  Romaine,  now  chief  IT  architect  for  The  Hartford  Financial,  is 
also  the  author  of  "Solider  of  Fortune  500,"  an  IT  manager's 
expert  guide  to  getting  top  work  out  of  consultants.  In  this  fast- 
paced  presentation,  he  will  dispel  "The  Three  Myths  of 
Consulting,"  provide  solid,  front-lines  advice  on  selecting  the  right 
consultants  and  reveal  his  tested  methods  for  getting  IT  employees 
and  outside  contractors  working  collaboratively  and  successfully 
together. 

2:30pm  to  3:15  m 

Beyond  Cost-Cutting:  IT  Projects 
That  Prove  Their  Value. 


PANEL  MODERATOR:  JULIA  KING, 
MANAGEMENT  EDITOR,  COMPUTERWORLD 
Proving  that  technology  spending  results  in  real  business  value  is  a 
perennial  challenge  for  IT  leaders,  particularly  in  an  extended  eco¬ 
nomic  dowturn  But  now  that  your  staff  is  streamlined  and  your 
budget  trimmed  to  the  bone,  what  next?  Computerworld 
Management  Editor  Julia  King  and  her  panelists  will  answer  that 
question  from  several  directions,  detailing  how  to  hand-pick  proj¬ 
ects  for  faster  payback,  more  effectively  manage  the  IT  portfolio, 
balance  tactical  concerns  with  strategic  vision,  and  identify  the 
best  places  for  IT-enabled  business  process  improvements  across 
the  enterprise. 

3:15pm  to  3:30pm 

Break 

3:30pm  to  4:00pm 
Session  to  be  announced 

4:00pm  to  4:45pm 

Leadership  Keynote 

WARREN  BENNIS,  DISTINGUISHED  PROFESSOR 
OF  MANAGEMENT,  USC 

4:45pm  to  5:00pm 

Final  Remarks  and  Conference 

Summary 

MARYFRAN  JOHNSON,  EDITOR  IN  CHIEF,  COMPUTERWORLD 

7:00pm  to  7:30pm 

Cocktail  Reception 

7:30pm  to  9:00pm 

Honoree  Recognition,  Gala  and 

'Best  in  Class'  Awards  Ceremony 


HOTEL  RESERVATIONS 

IDG  Travel  is  the  official  travel  company  for  the  Computerworld  Premier  100  IT  Leaders 
Conference.  They  are  your  one-stop  shop  for  exclusive  discounted  rates  on  hotel 
accommodations. 


To  reserve  a  hotel  room,  please  visit 

www.premier100.com/west 

and  check  the  Housing  Reservations  page,  or  visit 

www.etcentral.com 

You  can  also  call  our  Conference  Housing  line  at 

1-800-340-2262 


JW  Marriott 
Desert  Ridge 
Resort 

Scottsdale,  Arizona 


REGISTER  TODAY 

for  Computerworld's  Premier  100  IT  Leaders  Conference 


Earlybird  Registration 
(through  January  17,  2003) 

Full/On-site  Registration 
(after  January  17,  2003) 

IT  End-User:*  $1,495* 

$1,795* 

Non-Sponsoring  Vendor**  $5,000 

$5,000 

•  See  IT  End-User  description  on  the  registration  application  on  reverse. 

**  See  Non-Sponsoring  Vendor  description  on  the  registration  application  on  reverse. 


For  more  information  or  to  register,  visit  www.premier100.com/west  or  call  1-800-883-9090. 
Or  simply  complete  and  fax/mail  the  registration  application  on  the  reverse. 
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JW  Marriott  Desert 
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Application  for  Conference  Registration 


TO  REGISTER: 

•  Fax  this  form  to  508-626-8524 

•  Or  register  online  at  www.premier100.com/west 

•  You  will  receive  a  confirmation  via  email 


QUESTIONS? 

•  Call:  Pam  Malingowski  at  800-883-9090 

•  Email:  p100reg@computerworld.com 

CODE:  WEST 


OPTIONS: 

All  dollar  amounts  are  in  U.S.  funds;  registrations  include  full  access  to  all  sessions,  the  Expo,  meals 
and  receptions.  Transportation  and  hotel  accommodations  are  your  responsibility  and  can  be 
reserved  by  visiting  www.etcentral.com,  calling  1-800-340-2262,  or  emailing  eventhousing@idg.com 

Earlybird 

Registration 

(through  January  17,  2003) 

|  Full/On-Site 
Registration 

i  (or  after  January  17,  2003) 

IT  End-User:* 

□  $1,495 

□  $1,795 

Non-Sponsoring  Vendor:** 

□  $5,000 

□  $5,000 

*IT  End-Users  are  defined  as  those  who  are  attending  Computerworld's  Premier  100  IT  Leaders  Conference  with  an  intent  (and  an  IT  spending  budget)  to  potential¬ 
ly  buy/purchase  hardware/software/services/etc.  from  our  conference  sponsors  and  exhibitors.  As  such,  account  representatives/business  development  from  any 
company,  analysts,  venture  capitalists,  and  anyone  else  attending  who  does  not  have  IT  purchasing  influence  within  their  organization  are  excluded  from  the  "IT 
End-User"  designation.  Enforcement  of  this  interpretation  and  policy  is  at  the  sole  discretion  of  Computerworld.  Questions?  Please  call  1-800-883-9090. 


Registration  Information: 


**  Vendors  are  encouraged  to  participate  in  Computerworld's  Premier  100  IT  Leaders  Conference  through  sponsorship.  (Details  are  available  by  calling  Leo  Leger  at 
1-508-820-8212.)  Alternatively,  vendors  (as  well  as  venture  capitalists,  equity  analysts,  and  other  "non-IT  end-user"  professionals  as  defined  by  Computerworld),  may  apply 
for  registration  at  the  "non-sponsoring  vendor"  rate.  Determination  of  what  constitutes  a  "non-sponsoring  vendor"  registration  is  at  the  sole  discretion  of  Computerworld. 


(This  section  must  be  completed  in  order  to  process  your  application) 


First  Name: . 
Title: _ 


Middle  Initial:, 


Last  Name:. 


Company: 


Street  Address: 
City: _ 


State/Prov: 


Country: . 


Phone  Number: 


Suite,  Apt.,  etc.:  _ 
Zip/Postal  Code: 
Extension: _ 


Fax  Number: 
Badge  Name:. 


E-Mail  Address: 


□  Special  Services  Required?  (Please  attach  written  description) 


Would  you  like  to  receive  information  about  playing  in  the  golf  outing  on  Sunday,  February  23rd  (PM)?  □  Yes  □  No 
Please  indicate  your  preferred  conference  shirt  size:  □  S  □  M  □  L  □  XL  □  XXL  □  XXXL 


Attendee  Profile:  (This  section  must  be  completed  in  order  to  process  your  application) 


Payment  Method 


Your  Organization’s  Business  /  Industry? 

(Check  Only  One) 

□  Transportation  /  Utilities 

□  Mining  /  Oil  /  Gas 

□  Non-Profit  /  Trade  Association 

□  Media  /  Publishing 

□  Banking 

□  Finance 

□  Accounting 

□  Insurance 

□  Real  Estate 

□  Telecommunications 

□  Wholesale  /  Retail  (non-computer) 

□  Computer  Service  Provider 

□  Advertising  /  Marketing  /  Public  Relations 

□  Entertainment 

□  Education 

□  Food  Industry 

□  Government  /  Military 

□  Healthcare  /  Medical  Services 

□  Travel  /Hospitality  /  Recreation 

□  Manufacturing  (non-IT) 

□  Automobile 

□  Transportation  /  Utilities  /  Energy 

□  Computers,  Communications  or  Peripheral  Equipment 
or  Software  Manufacturing 

□  Agriculture  /  Forestry  /  Fisheries 

□  Other 

Your  Primary  Job  Title  /  Function? 

(Check  Only  One) 

□  CIO,  CTO 

□  Vice  President  of  IT 

□  Director,  Manager,  Supervisor  of  IT 

□  Other  IS  /  IT  Manager 

□  Chairman,  CEO,  President,  COO 

□  CFO,  Controller,  Treasurer 

□  GM,  VP,  Director 

□  Other  Corporate  /  Business  Manager 

□  Corporate  /  Business  Staff 

□  Consultant 

Your  Personal  IT/IS  Spending  Authority? 

□  $5  million+ 

□  $1  million  -  $4.9  million 

□  $500,000  -  $999,999 

□  $100,000  -  $499,999 

□  Under  $100,000 

□  None 


Number  of  Employees  (ALL  Locations)? 

□  5,000+ 

□  1,000-4,999 

□  500-999 

□  Under  500 

What  is  your  Company  IT/IS  Budget? 

□  Over  $1  billion 

□  $100  million  -  $999.9  million 

□  $10  million  -  $99.9  million 

□  $1  million  -  9.9  million 

□  Less  than  $1  million 

□  None 

What  is  Your  Organization’s  Primary 
Vendor  for  Servers? 

□  Dell 

□  Hewlett-Packard  /  Compaq 

□  Hitachi 

□  IBM 

□  Sun 

□  Other 

Your  Organization’s  Enterprise  Standard  for 
Mobile  Device  Management  Software? 

□  Aether  Systems 

□  Altiris 

□  Computer  Associates 

□  Extended  Systems 

□  Hewlett-Packard  /  Compaq 

□  IBM  Tivoli 

□  Landesk  Software 

□  Managesoft 

□  Marimba 

□  mFormation 

□  Microsoft 

□  Mobile  Automation 

□  Novadigm 

□  Novell 

□  ON  Technology 

□  Pumatech 

□  Starfish 

□  Synchrologic 

□  Wavelink 

□  XcellNet 

□  Other 

□  No  Standard  Yet  Established 


Q  Check  Enclosed  (checks  must  be  received  by  February  17, 
2003  payable  to:  Computerworld) 

Mail  to:  Computerworld,  Attn:  Pam  Malingowski,  500  Old 
Connecticut  Path,  Framingham,  MA  01701 

□  American  Express  □  VISA  □  MasterCard 
Account  Number: 


Expiration  Date: _ 

Card  Holder  Name: 


Signature  of  Card  Holder: 


Cancellation  Policy  (All  of  the  below  options  require  written  notification.) 
In  the  event  of  cancellation,  the  registrant  has  three  options: 

1)  He  or  she  may  substitute  another  attendee  for  this  conference 

2)  He  or  she  may  transfer  this  registration  to  the  next  Premier  100® 
conference,  if  written  notice  is  received  by  February  4, 2003. 

3)  The  registration  fee  will  be  refunded,  less  $250  service 
charge,  if  written  notice  is  received  by  February  4,  2003. 

Please  send  cancellation  requests  via  email  to 
pl00reg@computerworld.com  or  call  1-800-883-9090 
for  assistance. 


Computerworld  reserves  the  right  to  limit  and/or  refuse  any 
registration  for  any  reason. 
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KNOWLEDGE  CENTER  MOBILE  &  WIRELESS 


COMPUTERWORLD  December  16, 2002 


How  to  Control  Cell  Phone  Costs 


DON’T. . . 

■  Treat  cell  phone  bills  as  an  ex¬ 
pensed  travel/entertainment  item. 

■  Take  a  one-size-fits-all  approach  to 
cell  phone  rate  plans. 

■  Buy  nationwide  plans  for  mobile 
workers  who  never  leave  a  specific 
state  or  region.  And  don’t  buy 
regional  plans  for  coast-to-coast 
road  warriors. 

■  Buy  too  many  or  too  few  minutes. 
The  cellular  industry  calls  that 


deals  for  organizations  with  thousands 
of  mobile  workers,  Fitzgerald  says. 

Even  so-called  nationwide  plans 
carry  their  own  hidden  costs,  accord¬ 
ing  to  Delly  Tamer,  president  and  CEO 
of  LetsTalk.com  Inc.  in  San  Francisco, 
which  offers  cell  phone  management 
and  optimization  services  to  major  en¬ 
terprise  users. 

Users  who  roam  off  the  nationwide 
network  of  any  major  carrier  and  use 
an  affiliate  network  will  get  hit  with 
hefty  charges,  says  Tamer.  Although 
this  occurs  more  often  in  rural  locales 
than  in  major  metropolitan  areas, 
Tamer  says  it  can  happen  in  big  cities 
such  as  San  Francisco,  where  a  major 
carrier’s  coverage  holes  can  force  users 
to  unwittingly  make  expensive  roam¬ 
ing  calls. 

A  Daunting  Task 

Enterprises  could  try  to  fine-tune  their 
management  of  cell  phone  costs  them¬ 
selves,  but  that’s  a  daunting  task,  says 
Bill  Marsh,  founder  of  Traq-wireless 
and  the  company’s  vice  president  for 
strategy  and  technology.  Indeed,  the 
cellular  carriers  have  such  a  bewilder¬ 
ing  array  of  rate  plans  that  looking  for 
the  cheapest  airline  fare  seems  easy  by 
comparison. 

Marsh  estimates  that  the  cellular 
carriers  offer  a  staggering  total  of 
14,000  rate  plans  —  far  too  many  for 
even  a  heavily  staffed  IT  department 
to  decipher. 

Few  enterprises  bother  to  make 
sense  of  these  rate  plans  or  to  centrally 
manage  their  cell  phone  costs,  accord¬ 
ing  to  a  report  by  Peter  Firstbrook,  an 
analyst  at  Meta  Group  Inc.  in  Stam¬ 
ford,  Conn.  Firstbrook  estimates  that 
30%  to  40%  of  U.S.  corporations  allow 
mobile  workers  not  only  to  expense 
their  own  cell  phone  costs,  but  also  to 
choose  their  own  plans.  It’s  “not  only 


“breakage”  and  derives  about  50°/o 
of  its  revenues  from  those  customer 
mistakes. 

DO... 

■  Manage  enterprise  cell  phone 
usage  centrally. 

■  Buy  cell  phone  service  to  fit  mobile 
workers’  geographical  range,  usage 
and  long-distance  needs. 

■  Consider  using  a  wireless  manage¬ 
ment  company  to  optimize  your  cell 
phone  costs. 


an  inefficient  way  to  control  spending, 
but  also  results  in  higher  overall  costs 
due  to  lack  of  corporate  discounts,”  the 
report  says. 

FedEx  Freight,  a  division  of  FedEx 
Corp.  in  Memphis,  is  able  to  tap  into 
corporate  discounts  that  its  parent  and 
sister  companies  have  obtained  from 
all  the  national  cellular  carriers.  But 
those  deals  didn’t  help  FedEx  Freight 
determine  what  kind  of  plan  various 
classes  of  users  should  be  on. 

That’s  where  Traq-wireless  comes 
in,  says  Jeff  Amerine,  managing  direc¬ 
tor  for  communications  and  network 
services  at  FedEx  Freight.  Traq-wire¬ 
less  helps  the  company  determine  — 
on  a  month-to-month  basis 
—  the  best  plan  for  each  of 
its  users. 

Marsh  says  Traq-wireless 
typically  monitors  an  orga¬ 
nization’s  wireless  use  for 
three  months,  analyzing 
usage  patterns  (for  2,000 
mobile  workers  in  the  case 
of  FedEx  Freight)  with  its 
optimization  algorithms.  At 
the  end  of  that  time,  Marsh  says,  Traq- 
wireless  can  determine  whether  a  user 
should  be  on  a  national,  regional  or  lo¬ 
cal  plan,  how  many  minutes  should  be 
allocated  to  each  user  and  whether 
long-distance  service  should  be  bun¬ 
dled  with  the  plan. 

The  optimization  algorithms  also 
allow  Traq-wireless  to  switch  users 
from  one  type  of  plan  to  another  every 
month  based  on  their  usage  pattern. 
According  to  Amerine,  FedEx  also  uses 
Traq-wireless  to  track  multiple  devices 
other  than  cell  phones,  such  as  Black- 
Berry  e-mail  devices,  with  the  costs  for 
each  mobile  worker  highlighted  on  a 
Web-based  billing  form. 

Amerine  says  that  using  Traq-wire¬ 
less  has  helped  him  cut  the  average 


DEAD  CELL  ZONES? 

Finding  out  where  in  the 
country  a  cell  phone  will  work 
-  or  not  -  is  a  frustrating 
exercise.  So  check  out  our 
guide  to  cell  coverage  maps 
and  the  Dead  Cell  Zones  site: 
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cost  of  cell  phone  use  from  25  cents 
per  minute  in  July  2001  to  15  cents  per 
minute  in  August  2002  —  while  the 
number  of  minutes  used  jumped  from 
77,000  to  slightly  more  than  600,000. 

The  gross  savings  amounted  to 
$309,800,  with  net  savings  of  $278,400 
after  subtracting  $31,400  in  payments 
to  Traq-wireless. 

Amerine  says  he’s  so  impressed  by 
Traq-wireless’  capabilities  that  he 
plans  to  turn  over  management  of 
FedEx  Freight’s  wireline  long-distance 
services  to  the  company. 

Cutting  Costs 

BNSF’s  Hicks  reports  similar  results 
from  the  service.  He  says  the  railroad 
company,  which  currently  has  3,500 
cell  phones  under  management  by 
Traq-wireless,  was  able  to  cut  its  per- 
minute  costs  by  30%,  while  the  num¬ 
ber  of  minutes  used  doubled. 

Besides  cutting  costs,  Traq-wireless 
provides  BNSF  with  a  management 
tool  that  correlates  cell  phone  use  with 
productivity.  Hicks  says  this  allows 
BNSF  to  compare  the  cell  phone  usage 
rates  of  salespeople  to  the  amount  of 
revenue  they  generate,  thus  making  it 
easy  for  managers  to  allocate  extra 
minutes  of  cell  phone  use  to  top  per¬ 
formers. 

At  the  same  time,  the  Traq-wireless 
service  allows  BNSF  to  monitor  the 
ratio  of  personal  calls  (which  the  com¬ 
pany  allows)  to  business  calls  and  cut 
back  on  the  minutes  allo¬ 
cated  to  mobile  workers 
who  make  an  excessive 
number  of  personal  calls. 

In  addition  to  the  bot¬ 
tom-line  savings  generated 
by  the  optimization  soft¬ 
ware,  Traq-wireless  saves 
BNSF  the  time  and  trouble 
of  analyzing  individual 
phone  bills. 

Hicks,  who’s  responsible  for  all  of 
BNSF’s  phone,  e-mail  and  wireless 
systems,  says  he  plans  to  outsource 
virtually  all  of  the  company’s  cellular 
infrastructure  and  billing,  including 
the  purchase  of  phones  for  individual 
employees  —  another  timesaver,  since 
Hicks  estimates  the  average  life  of  a 
cell  phone  within  BNSF  to  be  about  six 
months. 

Meta  Group’s  Firstbrook  says  this 
centralized  approach  to  wireless  and 
cell  phone  management  is  the  excep¬ 
tion  rather  than  the  rule  today.  He  esti¬ 
mates  that  only  10%  of  organizations 
have  the  kind  of  visibility  into  their 
wireless  voice  and  data  costs  to  even 
attempt  to  centrally  manage  them. 

But  Firstbrook  predicts  that  over  the 


Voice-Mail  Alert! 

Calls  to  office  voice-mail  systems 
make  up  about  10%  of  all  cellular 
calls  placed  by  mobile  workers, 
says  Traq-wireless.  Is  there  a  way 
to  make  checking  office  voice 
mail  easier  and  cheaper? 

In  October,  Verizon  Wireless 
started  offering  a  service  called 
Office  Message  Alert  to  organiza¬ 
tions  that  house  their  voice  mail  on 
central  private  branch  exchange 
(PBX)  systems.  Office  Message 
Alert  takes  an  incoming  voice  mail 
and  sends  it  out  to  a  cell  phone  as  a 
20-character  Short  Messaging  Ser¬ 
vice  (SMS)  message. 

Once  the  cellular  subscriber 
receives  the  message,  all  he  has 
to  do  is  hit  the  Talk  button  on  the 
handset  of  his  phone  to  be  con¬ 
nected  to  the  person  who  left  the 
voice  mail. 

Bedminster,  N.J.-based  Verizon 
Wireless  uses  software  developed 
by  Telecommunication  Systems 
Inc.  in  Annapolis,  Md.,  for  its  Office 
Message  Alert  system.  The  soft¬ 
ware  serves  as  a  bridge  between 
the  office  PBX  system  and  the  Veri¬ 
zon  Wireless  network,  automatical¬ 
ly  forwarding  the  messages  from 
corporate  customers  who  sign  up 
for  the  service. 

Traq-wireless  started  offering  a 
service  called  Voice  Mail  Alert  Sys¬ 
tem  in  September.  Like  the  Verizon 
Wireless  system,  the  Traq-wireless 
service  is  tied  into  an  enterprise 
PBX  and  automatically  forwards 
details  of  voice  mails  via  SMS 
messages.  But  the  Traq-wireless 
system  is  connected  to  a  database 
that  performs  lookup  functions  on 
the  identity  of  the  caller  and  can 
forward  not  only  the  number,  but 
also  the  name  and  address  of  the 
caller. 

Besides  providing  a  wealth  of 
detail  about  office  voice-mail  mes¬ 
sages  to  mobile  workers,  the  sys¬ 
tems  also  save  valuable  airtime 
and  can  help  cut  cell  phone  bills. 

-BobBrewin 


next  two  years,  companies  such  as 
Traq-wireless  and  LetsTalk  will  contin¬ 
ue  to  gain  customers  as  they  beef  up 
their  expertise  and  spread  into  all  ar¬ 
eas  of  wireless  device  management  — 
handheld  computers,  smart  phones 
and  high-speed  cellular  data.  By  2004, 
he  expects  to  see  a  merging  of  wireless 
management  with  the  management  of 
wireline  networks.  I 
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CHECK 


until  recently,  wireless  LANs  were 
considered  a  specialized  technology 
used  mainly  in  warehouses  and  logis¬ 
tics  management.  That  began  changing 
with  the  introduction  of  the  11M  bit/sec. 
802.11b  and  54M  bit/sec.  802.11a  wire¬ 
less  Ethernet  standards.  Now  the  tech¬ 
nology  may  be  catching  on  for  general 
office  use.  While  just  8%  of  corpora¬ 
tions  have  deployed  WLANs,  54%  say 
they  plan  to  do  so  within  two  years,  ac¬ 
cording  to  The  Yankee  Group  in 
Boston.  “Most  enterprises  recognize 
that  wireless  or  mobility  is  a  corner¬ 
stone  of  their  future  operations,”  says 
Yankee  analyst  Adam  Zawel. 

Currently,  however,  WLANs  are  still 
largely  confined  to  specialized  applica¬ 
tions  in  hospitals,  retail  establish¬ 
ments,  universities  and  warehouses. 
Within  office  buildings,  WLAN  de¬ 
ployments  tend  to  be  more  limited. 
While  the  technology  is  mature 
enough  for  enterprisewide  use,  in 
many  organizations  it  isn’t  considered 
essential  to  operations.  Pitts- 
burgh-based  H.J.  Heinz  Co.,  for 
example,  placed  20  Cisco  Airo- 
net  350  access  points  (AP)  in  its 
headquarters  but  installs  APs 
elsewhere  only  when  an  office 
requests  it.  Heinz  has  no  plans  to  pro¬ 
vide  enterprisewide  WLAN  access. 

“There  was  no  real  business  issue 
that  WLAN  addresses,”  says  Kurt 
Kleinschmidt,  a  senior  network  analyst 
at  Heinz.  “It  was  just  nice  to  have.” 

Organizations  that  do  opt  for  a 
WLAN,  however,  face  many  critical  de¬ 
cisions.  First  they  must  decide  whether 
to  use  802.11b  or  the  newer,  faster 


£iP|  R  /jSjk  As  wireless  LANs 
FlU.ll  V-v  catch  on  for  cor- 

REPORT  $£“ 

a  new  set  of  design,  configuration 
and  management  issues  into  the 
network  infrastructure.  Under¬ 
standing  antenna  placement,  in¬ 
terference  factors  and  bandwidth 
limitations  is  key,  users  say. 

By  Drew  Robb 


802.11a  technology.  The  answer  de¬ 
pends  both  on  bandwidth  needs  and 
the  current  level  of  WLAN  deploy¬ 
ment  within  the  organization. 

“Our  recommendation,  if  you  are  in¬ 
stalling  it  in  a  multistory  corporate  en¬ 
vironment,  is  to  look  at  11a  because  of 
its  scalability,”  says  Mark  Van  Pelt,  vice 
president  of  technical  operations  at 
WLAN  consulting  firm  Donovan  Con¬ 
sulting  Group  Inc.  in  East  Brunswick, 
N.J.  The  802.11a  specification  “has 


smaller  cells  but  higher  performance 
and  less  interference,”  he  explains. 

Cell  size,  or  range,  is  just  one  factor 
in  laying  out  a  WLAN.  AP  radio  fre¬ 
quency  signals  must  pass  through  ceil¬ 
ings,  floors,  walls  and  other  objects, 
and  that  results  in  signal  degradation 
that  the  design  must  take  into  account. 

Coverage  can  vary  greatly  from  site 
to  site,  users  say.  The  only  real  way  to 
determine  placement  is  by  doing  a  site 
survey  using  the  antennas  to  be  in- 
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stalled,  since  different  models  produce 
different  wave  propagation  patterns. 
And  the  survey  must  determine  how  a 
building’s  construction  materials  block 
or  absorb  signals. 

“A  lot  has  to  do  with  the  physical 
construction  of  the  building,  such  as 
the  amount  of  metal  in  the  walls,”  says 
Jim  Keeler,  vice  president  of  engineer¬ 
ing  development  at  Wayport  Inc.  in 
Everett,  Wash.,  a  company  that  sets  up 
802.11b  networks  in  hotels  and  air¬ 
ports.  “Airports  contain  absorbers  of 
the  2.4  GHz  band  —  human  beings  — 
so  signal-coverage  tests  when  empty 
are  different  than  when  crowded.” 

Too  Much  of  a  Good  Thing 

But  having  too  many  APs  can  be  as  bad 
as  having  too  few.  “If  two  APs  are  in 
the  same  room,  both  with  the  same  sig¬ 
nal  strength,  the  client  gets  a  bit  nuts 
constantly  evaluating  whether  it  should 
be  on  this  AP  or  that  one,”  explains  Van 
Pelt.  “If  the  second  one  is  far  enough 
away  that  there  is  a  [20-decibel]  differ¬ 
ence,  there  is  no  question.” 

Another  important  implementation 
consideration  is  the  right  security  ar¬ 
chitecture  to  prevent  unauthorized 
access. 

Once  an  organization  determines 
where  APs  go,  they  are  relatively  easy 
to  install  and  configure.  Windows 
-  2000  and  XP,  and  many  handheld  de¬ 
vices,  are  designed  to  automatically 
locate  802.11b  signals.  Wireless  users 
can  be  managed  using  the  same  net¬ 
work/systems  management  software 
as  hard-wired  users. 

“Configuring  the  access  points  is  not 
much  harder  than  just  plugging  them 
in,”  says  Dr.  John  Halamka,  CIO  for  the 
CareGroup  Health  System  hospital 
consortium  in  Boston.  “Placement  and 
security  are  the  difficult  parts.”  I 


Robb  is  a  freelance  writer  in  Tujunga, 
Calif.  Contact  him  at  drewrobb@ 
attbi.com. 


WIRELESS  CHOICES 


Find  out  how  to  choose  between  802.11a  and  b,  how  an 
expert  sets  up  WLANs,  and  how  CareGroup  Health 
System  implemented  a  wireless  hospital  network: 
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Glass  Shatters 
WLAN  Connection 


University  of 
Southern  California 

Los  Angeles 

IT  MANAGER:  James  Wiedel, 
director  of  networking 


IT  GOAL:  Securely  connect 
off-campus  sororities,  fraterni¬ 
ties  and  common  areas  to  the 
university  network. 

STRATEGY:  Wiedel  initially 
installed  50  RoamAbout  R2  802.11b 
access  points  (AP)  from  Rochester,  N.H.- 
based  Enterasys  Networks  Inc.  and  later 
added  another  135  APs  for  common 
areas.  He  put  the  WLAN  nodes  on  a  sep¬ 
arate  physical  network  for  security  pur¬ 
poses.  Users  who  haven’t  registered  are 
shut  out  after  the  first  packet  is  sent. 

The  university  supports  only  the 
RoamAbout  for  PC  clients  and  Apple  Air- 
Ports  for  Macintosh  computers.  Wiedel 
also  set  up  a  system  to  bill  wireless  usage 


to  departments  based  on  each  user’s 
MAC  address. 


CHALLENGES:  Signal  quality  varies 
widely  due  to  the  types  of  building  mate¬ 
rials  used  throughout  the  university.  For 
example,  the  leaded  glass  in  windows  in 
older  buildings  blocks  signals, 
as  does  ductwork  for  the  heat¬ 
ing  and  ventilation  system.  “In 
my  office,  I’m  only  30  feet  from 
an  AP,  but  because  of  air  condi¬ 
tioning  ducts,  I  get  better  cover¬ 
age  from  across  the  street,”  Wiedel  says. 

PAYOFF:  The  system  provides  network 
access  to  a  wider  area  of  the  campus 
without  the  need  to  dig  trenches  or  run 
wires.  “It  was  quite  cost-effective  for  us 
to  do  aerial  connections  instead  of  un¬ 
derground  work,”  Wiedel  says. 

COMMENTS:  “Doing  a  site  survey  is  the 
single  most  important  element,  so  you 
can  see  what  the  coverage  patterns  really 
look  like,”  Wiedel  says. 


CASE 

STUDY 


Freight  Carrier  Puts  Lid 
On  User  Bandwidth 


FedEx  Corp. 

Memphis 


IT  MANAGER:  Ken  Pasley,  director  of 
wireless  systems  development 

IT  GOAL:  Improve  productivity  by  en¬ 
abling  employees  to  log  into  the  network 

from  any  FedEx  administrative  _ 

office  or  facility. 


STRATEGY:  FedEx  used  a 
802.11b  WLAN  network  tem¬ 
plate  it  had  developed  for  its  _ 

distribution  facilities  and  airport 
and  customer  locations.  The  template 
builds  a  matrix  showing  the  number  of 
access  points  (AP)  required  and  the  type 
of  infrastructure  needed  to  support  all 
users  at  a  given  location. 

FedEx  now  has  some  4,600  802.11b 
APs,  supplied  by  several  major  WLAN 
vendors,  installed  in  its  offices.  Sales  staff 
and  other  employees  can  now  walk  into 
any  FedEx  office  and  log  onto  the  net- 


CASE 

STUDY 


work  through  a  virtual  private  network. 

CHALLENGES:  Pasley  handled  band¬ 
width  overload  by  implementing  policies 
restricting  use  to  light  applications  such 
as  e-mail.  Overloading  the  WLAN  results 
in  a  loss  of  access  privileges.  FedEx  also 
discourages  people  from  setting  up  rogue 
APs  by  disallowing  access 
through  nonapproved  equip¬ 
ment. 


PAYOFF:  Employees  can  come 
in  from  another  city  and  contin¬ 
ue  their  working  day:  they  don’t 
have  to  search  the  office  for  a  place  to 
plug  in  or  wait  until  they  get  to  their  hotel 
rooms  at  night. 

COMMENTS:  “Make  sure  wireless  is  not 
looked  at  as  the  solution  for  everything,” 
Pasley  says.  “Once  people  find  out  how 
easy  it  is,  everybody  wants  to  use  the 
WLAN,  even  for  downloading  10MB  files. 
If  you  don’t  limit  access,  you  are  in  trouble.” 


PRODUCTS 

Tools 

Must  Meet 
IT  Needs 

WLAN  hardware  and 
software  products  are 
pervasive,  but  not  all  of 
them  suit  the  needs  of 
corporate  IT.  Here’s 
what  to  look  for: 

ADAPTERS  AND 
ACCESS  POINTS 

While  anyone  can  buy 
WLAN  equipment  at  an 
electronics  superstore, 
most  models  won’t  have 
the  more  sophisticated 
security  and  management 
features  that  IT  profes¬ 
sionals  require.  Stick  with 
established  leaders  that 
offer  enterprise-class 
support,  such  as  Cisco 
Systems  Inc.,  3Com  Corp. 
in  Santa  Clara,  Calif.,  and 
Enterasys  Networks  Inc. 
in  Rochester,  N.H. 

SPECIALIZED  DEVICES 

For  uses  outside  of  the 
office,  consider  vendors 
like  Symbol  Technologies 
Inc.  in  Holtsville,  N.Y., 
WhereNet  Corp.  in  Santa 
Clara,  Calif.,  and  Inter- 
mec  Technologies  Corp. 
in  Everett,  Wash.  They 
produce  specialized  com¬ 
puting  devices  for  truck¬ 
ing,  warehousing  and  re¬ 
tail  applications. 

MANAGEMENT  TOOLS 

Many  WLAN  hardware 
vendors  offer  hardware 
and  software  for  manag¬ 
ing  WLANs.  These  in¬ 
clude  traffic  and  signal 
analyzers  from  WildPack- 
ets  Inc.  in  Walnut  Creek, 
Calif.,  and  AirMagnet  Inc. 
in  Mountain  View,  Calif. 
AirWave  Wireless  Inc.,  in 
San  Mateo,  Calif.,  offers 
software  to  configure, 
manage  and  secure 
WLANs. 
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Radio  Frequency 
Identification 

DEFINITION 

Radio  frequency  identification  (RFID)  uses  low-powered 
radio  transmitters  to  read  data  stored  in  a  transpon¬ 
der  (tag)  at  distances  ranging  from  1  in.  to  100  ft. 

RFID  tags  are  used  to  track  assets,  manage  invento¬ 
ry  and  authorize  payments,  and  they  increasingly 
serve  as  electronic  keys  for  everything  from  autos 
to  secure  facilities. 


QUH 
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BY  BOB  BREWIN 

Australian  sheep  and  haute 
couture  from  Prada  might  not 
seem  to  have  much  in  com¬ 
mon,  but  they  do.  Each  is  a 
valuable  asset  tracked  by  radio 
frequency  identification 
(RFID)  technology. 

In  the  case  of  the  sheep,  a 
small  plastic  “smart  tag”  af¬ 
fixed  to  the  animal’s  ear  con¬ 
tains  pertinent  information 
about  its  bloodlines,  date  of 
birth  and  shot  records. 

The  tag  Milan,  - 

Italy-based  Prada  (of¬ 
ficially  known  as  I 
Pellettieri  d’ltalia 
SpA)  uses  on  mer¬ 
chandise  at  its  show-  _ 

case  Epicenter  store 
in  New  York  carries  informa¬ 
tion  about  a  garment’s  style, 
size,  color  and  other  details, 
including  price. 

The  REID  tag  in  the  sheep’s 
ear  contains  a  silicon  chip  to 
store  data  and  a  miniature  an¬ 
tenna.  The  Prada  tag  and  an¬ 
tenna,  developed  by  Dallas- 
based  Texas  Instruments  Inc., 
can  be  printed  or  etched  on  an 
electronic  substrate,  which  is 
then  embedded  in  a  plastic  or 
laminated  paper  garment  tag. 

Data  from  these  tags  is  cap¬ 
tured  by  a  reader  unit,  which 
consists  of  an  antenna  and  ra¬ 
dio  transmitter,  attached  to  a 
stationary  or  handheld  device. 
The  reader  emits  radio  waves, 


mu 


and  when  a  tag  comes  within 
the  range  of  the  reader,  the  tag 
wakes  up  and  starts  sending 
data.  The  reader  captures  this 
bit  stream,  decodes  it  and 
sends  it  back  over  a  network 
to  a  host  processor. 

RFID  operates  in  a  number 
of  unlicensed  frequency  bands 
worldwide,  with  125  KHz  and 
13.56  MHz  the  most  common. 
The  13.56-MHz  tags  hold  as 
much  as  2,000  bits  of  data,  or 
roughly  30  times  the  informa- 

-  tion  of  125-KHz  tags. 

These  systems  have 
a  relatively  short  range 

—  inches  to  a  few  feet 

—  but  that’s  enough 
for  inventory  control 
or  payment  applica¬ 
tions,  such  as  Irving,  Texas- 
based  Exxon  Mobil  Corp.’s 
SpeedPass,  which  is  already 
used  by  6  million  motorists.  A 
gas-pump-based  reader  inter¬ 
rogates  the  key-fob  SpeedPass 
(which  contains  a  chip  and  an 
antenna)  waved  inches  from 
the  pump,  obtains  its  identifi¬ 
er,  passes  that  on  via  a  Very 
Small  Aperture  Terminal 
(VSAT)  network  to  a  back¬ 
end  system  for  credit  ap¬ 
proval  and  then  turns  on  the 
pump  —  all  in  seconds. 

Although  the  majority  of 
RFID  tags  are  write-once/ 
read-only,  others  offer  read/ 
write  capability  and  could,  for 
example,  allow  origin  and  des¬ 


tination  data  embedded  in  a 
shipping  container’s  tag  to  be 
rewritten  if  the  container  is 
rerouted.  The  data  store  on  a 
13.56-MHz  tag  is  large  enough 
to  contain  routing  information 
for  the  shipping  container  and 
a  detailed  inventory  of  the 
products  inside. 

SpeedPass  and  garment  tags 
use  what  is  known  as  passive 
RFID  technology,  with  power 
to  the  tag  supplied  by  the  RF 
energy  transmitted  by  the 
reader.  Longer-range  applica¬ 
tions,  such  as  automated  toll- 
collection  systems,  use  active 


—  and  more  expensive  — 
battery  powered  tags. 

RFID  tags  used  in  inventory 
control  and  supply  chain  man¬ 
agement  applications  compete 
with  bar  codes,  but  RFID  tags 
can  contain  far  more  detailed 
information  than  bar  codes. 
RFID  tags  also  offer  retailers 
an  easier  way  to  manage  in¬ 
ventory  than  bar  codes,  which 
require  a  clear  line  of  sight 
between  the  laser  scanner 
and  bar  code. 

‘Smart  Shelf 

In  a  2001  test  of  RFID  technol¬ 
ogy,  San  Francisco-based  The 
Gap  Inc.  equipped  some  of  its 
stores  with  “smart  shelves” 
containing  RFID  readers.  The 
system  used  built-in  readers  to 
instantly  monitor  the  inventory 
on  the  smart  shelves,  gathering 
information  on  each  garment 
through  layers  in  a  stack,  a  task 
that  would  be  impossible  with 
a  bar-code  scanner. 

A  majority  of  the  new  cars 
sold  in  the  world  by  U.S.,  Euro¬ 
pean  and  Japanese  automakers 
now  come  equipped  with  keys 
embedded  with  RFID  tags  that 
each  contain  a  unique  identifi¬ 
er.  When  the  key  is  inserted 
in  the  lock,  it  communicates 
with  a  reader  built  into  the 
car’s  electronics. 

If  a  thief  uses  a  key  without 
an  embedded  RFID  chip  —  or 
one  with  the  wrong  identifier 

—  the  car  will  start  but  will  be 
immobilized  in  a  matter  of 


minutes  by  the  reader. 

Large,  read/write  reusable 
RFID  tags  used  to  track  auto 
parts  on  assembly  lines  can 
cost  hundreds  of  dollars,  but 
tags  used  for  supply  chain 
management  systems  have 
dropped  to  well  below  $1  per 
tag.  This  is  still  more  expen¬ 
sive  than  a  bar-code  price  tag 
system,  which  requires  only  a 
laser  printer  to  generate  an  in¬ 
expensive  label  that  contains 
price  and  inventory  data. 

Allied  Business  Intelligence 
Inc.  in  Oyster  Bay,  N.Y.,  esti¬ 
mates  that  some  220  million 
RFID  tags  will  be  shipped  this 
year.  Economies  of  scale  cou¬ 
pled  with  demand  will  result 
in  shipments  jumping  to  1.6 
billion  RFID  tags  in  2007,  ac¬ 
cording  to  Allied  Business. 

But  growth,  particularly  in 
competition  with  cheaper  bar 
codes,  seems  stymied  by  what 
Bill  Allen,  a  manager  at  Texas 
Instruments  Xnc.’s  RFID  divi¬ 
sion  calls  “the  Holy  Grail  fac¬ 
tor.”  Once,  the  Holy  Grail  for 
RFID  cards  was  a  price  point 
below  a  dollar.  Now,  the  bar 
seems  to  have  been  lowered  to 
a  dime  or  even  a  nickel  for  the 
kind  of  throwaway  cards  used 
in  retail,  and  reaching  that  goal 
is  daunting,  Allen  says.  I 

Are  there  technologies  or  issues  you'd  like 
to  learn  about  in  QuickStudy?  Send  your 
ideas  to  quickstudy§computerworld.com 

To  find  a  complete  archive  of  our 
QuickStudies.  go  online  to 

Cl  computerworldxom/quickstudies 


How  It  Works 

RFID  TAG:  Up  to  2,000  bits  stored 
on  a  memory  chip  housed  in  a  key 
fob,  button  or  integrated  circuit 
card.  Garment  tags  can  be  etched 
on  a  substrate,  which  is  then  em¬ 
bedded  in  a  paper  or  plastic  tag. 


RFID  READER:  Housed  on  a  PC  card  module  that  contains  a  transmit¬ 
ter,  receiver  and  digital  control  module  and  communicates  with  a  PC 
through  an  RS232  interface.  The  module  is  connected  to  an  antenna 
that  constantly  transmits  and,  when  it  senses  a  card,  wakes  it  up,  in¬ 
terrogates  it,  decodes  data  and  passes  it  on  to  a  host  system  over  a 
wired  intranet  or  VSAT  system  used  by  retailers. 


Intranet  or  VSAT 


RADIO  WAVES: 

125  KHz  or  13.56 
MHz  are  the  most 
common  RFID 
frequencies. 


HOST  SYSTEM:  Processes  data  from  a  tag  passed  along  by  a  reader. 
In  case  of  a  payment  tag  such  as  ExxonMobil’s  SpeedPass,  it  checks 
the  customer’s  credit  and  then  sends  authorization  back  to  the  gas 
station  to  turn  on  the  pump.  In  an  inventory  control  or  supply  chain 
system,  the  tag  data  is  used  to  generate  an  order  for  new  goods. 


PowerVault 

72SN 


PowerVault 

775N 


)  ><  >  r  >  >  >  > 


xxxyy  XXj,  j:  X  X  >  ; 


Dell  |  Storage  Solutions 


PowerVault™  PV725N  Storage 

Entry-Level  NAS  1U  Rack  or  Deskside  Solution 

•  Intel®  Celeron*  Processor  at  1 ,70GHz 

•  384MB  DOR  SDRAM 

•  4x40GB1  IDE  Hard  Drive  Storage 

•  Dual  Intel®  Gigabit50  NICs 

•  1-Yr  Next  Business  Day  On-Site  Service3 

•  Microsoft®  Windows®  Powered  Network  Attached  Storage 

£  as  low  as  $51 /mo..  {46  pmts,,| 

O  T  M  Vl  60  Days  Same-As-Cash 

I  #  E-VALUE  Code:  16084-S21217s 


PowerVault™  PV775N  Storage 

Performance  NAS  2U  Rack  Solution 

•  Intel®  Xeon®  Processor  at  1 ,80GHz  (Up  to  2.40GHz) 

•  Dual  Processor  Capable 

•  512MB  200MHz  DDR  SDRAM  (Up  to  3GB) 

•  2x18GB1  (10,000  RPM)  Ultra160  SCSI  Hard  Drive  Storage 

•  Dual-Embedded  Intel®  Gigabit1"  NICs 

•  Microsoft®  Windows®  Powered  Network  Attached  Storage 

as  low  as  $142/mo.,  (46  pints?1) 

60  Days  Same-As-Cash 

E-VALUE  Code:  16084-S21249s 


PowerVault"  PV725N  Storage 

Scalable  NAS  1U  Rack  or  Deskside  Solution  at  a  Great  Value 

•  Intel®  Pentium®  4  Processor  at  2GHz 

•  512MB  DDR  SDRAM 

•  4x80GBs  IDE  Hard  Drive  Storage 

•  Dual  Intel®  Gigabit®  NICs 

•  1-Yr  Next  Business  Day  On-Site  Service3 

•  Microsoft®  Windows®  Powered  Network  Attached  Storage 

as  low  as  $71/mo„  (46  pruts3") 

60  Days  Same-As-Cash 

E-VALUE  Code:  16084-S21224S 
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Network  Attached  Storage  from  Dell.  Easy-to-use  data  storage  solutions  with 
the  performance  and  price  you've  come  to  expect  from  Dell.  Storing  data  on  a  desktop 
or  notebook  is  a  risky  proposition.  No  one  ever  thinks  it  will  happen  to  them,  but  lost 
or  corrupt  data  can  have  a  devastating  effect  on  an  organization.  Dell  Network 
Attached  Storage,  available  with  up  to  8.6  terabytes5  of  storage  capacity,  comes 
equipped  with  a  snap  shot  back-up  feature  and  single  point  of  1 

restoration,  so  data  recovery  takes  minutes,  not  hours.  And  it  can 
be  up  and  running  in  as  little  as  15  minutes.  Don't  let  data  loss  Microsoft® 

Windows® 

Powg  red 

threaten  you.  Protect  yourself,  protect  your  organization.  — - - 


Microsoft® 

Windows® 

Powered 


Saving  your  critical  data.  Easy  as 
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Click  www.dell.com/nas  Call  1-866-218-3355 


toll  free 


Call:  M-F7a-8p  Sat  8a-5p.  CT 
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Connecting  to 
Patients 

A  wireless  LAN  at  George  Washington 
University  Hospital  helps  streamline 
patient  registration,  reduce  data  entry  and 
keep  doctors  in  constant  communication 
with  one  another.  By  Sami  Lais 


n  august,  when  George  Washing¬ 
ton  University  Hospital  moved 
from  a  cramped  old  building  to  an 
airy  new  one  across  the  street,  the 
staff  gained  a  new  partner  in  im¬ 
proving  patient  care  —  an  11M  bit/sec. 
wireless  network. 

“It’s  a  whole  different  paradigm,”  the 
hospital’s  emergency  department  di¬ 
rector,  Andrew  Robottom,  says  of  the 
new  LAN.  “The  flow  of  events  is  based 
on  patient  care  as  the  primary  mover, 
not  paperwork.” 

That’s  a  huge  change  from  most  hos¬ 
pitals,  where  paperwork  determines 
who  gets  which  treatment  and  where. 


The  changes  under  way  at  the  hospital 
are  revolutionary  not  only  for  the 
health  care  industry,  but  for  any  ser¬ 
vice  business. 

“It’s  a  travesty  that  there’s  not  a 
much  greater  investment  in  this  tech¬ 
nology.  It’s  a  no-brainer  for  health 
care,”  says  Ken  Dulaney,  mobile  and 
wireless  computing  analyst  at  Gartner 
Inc.  in  Stamford,  Conn.  “There  is  no 
[industry]  with  a  higher  return  on  in¬ 
vestment  for  the  use  of  mobile  and 
wireless  technology.” 

With  new  wireless  laptops,  registra¬ 
tion  is  brought  to  the  patient,  says  Ro¬ 
bottom.  “Now,  if  someone  comes  into 


the  [emergency  room]  with  chest 
pains,  we  can  take  them  right  to  treat¬ 
ment,”  he  says.  Rather  than  being  a 
separate  task,  registration  is  now  inte¬ 
grated  into  the  flow  of  a  patient’s  stay. 

The  workflow  improvements  en¬ 
abled  by  the  wireless  LAN  extend  be¬ 
yond  the  emergency  room.  On  the 
wards,  nurses  used  to  record  patient 
data  such  as  temperature,  pulse  and 
respiration  on  paper,  then  input  that 
data  into  a  computer  terminal  at  a 
nursing  station.  Nurses  now  enter  the 
data  directly  into  a  cart-mounted  lap¬ 
top  wheeled  into  patients’  rooms. 

Broader  Availability 

A  hundred  Compaq  Armada  laptops 
are  available  in  addition  to  stationary 
PCs  that  run  terminal  emulation  soft¬ 
ware.  In  the  old  building,  there  was 
one  terminal  per  floor,  says  Dr.  Kather¬ 
ine  Goodrich,  assistant  professor  of 
medicine  at  the  Washington-based 
hospital.  The  new  building  has  seven 
nursing  pods  per  floor,  and  each  pod 
has  its  own  terminal.  “On  the  old  sys¬ 
tem,  with  one  computer  per  ward,  peo¬ 
ple  were  always  fighting  for  access  to  a 
terminal,”  she  says. 

Goodrich  and  other  physicians  each 
use  a  mobile  unit  on  morning  rounds. 
For  doctors  making  decisions  on  pa- 


George  Washington 
University  Hospital 

■  Location:  Washington 

■  Founded:  1898 

■  Status:  Jointly  owned  and  operated  by 
George  Washington  University  in  Wash¬ 
ington  and  King  of  Prussia,  Pa.-based 
Universal  Health  Services  Inc.,  the  na¬ 
tion's  third-largest  hospital  management 
company. 

■  Number  of  employees:  Almost  800 
physicians  are  affiliated  with  the  hospital. 
More  than  600  are  private  attending 
physicians,  and  287  also  serve  as  faculty. 
As  part  of  an  academic  medical  center, 
the  hospital  serves  as  a  training  site  for 
more  than  300  medical  and  surgical  stu¬ 
dents,  residents  and  fellows. 

s  www.gwhospital.com 

SOURCE  GEORGE  WASHINGTON  UNIVERSITY  HOSPITAL 


tient  care,  having  the  most  recent  pa¬ 
tient  records  and  test  results  at  their 
fingertips  is  crucial,  Goodrich  says. 
This  easy  access  is  also  essential  in 
getting  patients  released  from  the  hos¬ 
pital  in  a  timely  manner,  she  says. 

Security  of  sensitive  patient  data  was 
a  top  priority  in  planning  the  network, 
says  Mark  Fehling,  CIO  at  George 
Washington.  Before  gaining  access  to 
any  data,  users  are  first  authenticated 
and  then  connected  to  the  virtual  LAN 
via  a  virtual  private  network. 

Such  an  implementation  “might  be  a 
bit  of  overkill,  but  people  are  very  con¬ 
cerned  about  the  security  of  their 
health  records,”  says  Dulaney. 

This  new  workflow  process  has  add¬ 
ed  some  complexity  to  the  staff’s  nor¬ 
mal  routine.  “Training  and  adapting  to 
the  new  technology  has  been  a  chal¬ 
lenge  for  our  users,”  Fehling  says.  To 
learn  the  ropes,  new  nurses  are  paired 
with  experienced  staffers,  he  explains. 

Although  training  is  also  offered  to 
doctors  and  residents,  most  pick  up 
the  essentials  from  colleagues.  “That’s 
what  most  of  us  are  doing.  It’s  easy,” 
says  Chris  Entwisle,  a  medical  resident. 

The  WLAN  also  supports  a  radio 
frequency  phone  system.  Each  hospital 
staffer  checks  out  one  of  the  90  avail¬ 
able  handsets  when  his  shift  begins 
and  clips  it  to  his  belt.  Staffers  within 
the  hospital  can  communicate  directly 
with  one  another  without  having  to  go 
to  the  nursing  stations.  This  improved 
communication  has  made  them  more 
efficient,  Robottom  says. 

But  perhaps  the  most  eagerly  await¬ 
ed  addition  to  the  WLAN  is  support 
for  personal  digital  assistants  (PDA) 
on  the  hospital  system,  which  is  ex¬ 
pected  by  year’s  end. 

Residents  and  doctors  will  be  re¬ 
quired  to  buy  PDAs,  although  many  of 
them  already  have.  But  it  remains  to  be 
seen  how  the  17-person  IT  staff  will 
support  the  devices. 

Although  investment  in  mobile  tech¬ 
nology  has  lagged  in  the  health  care  in¬ 
dustry,  it’s  starting  to  accelerate,  Du¬ 
laney  says.  “The  prices  are  fairly  low, 
it’s  reliable,  it  can  be  made  secure  — 
anyone  who  says  it  can’t  just  hasn’t 
looked  at  the  options,”  she  says.  0 


Lais  is  a  Computerworld  contributing 
writer.  Contact  her  at  sami_lais@ 
computerworld.com. 


PREPHN6  FOR  PDAs 


Read  about  how  George  Washington  University  Hospi¬ 
tal's  tech  staff  has  worked  with  doctors  to  make  PDAs 
useful  to  track  patient  care  and  record  data  on  the  run: 
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THIS  IS  HOW  YOU  TRY  TO  SOLVE  AN  IT  PROBLE1 
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Most  companies  that  can't  afford  today's  expensive  IT  advisory  services  resort  to  things  like  searching  the  internet  to  solve  their  IT  prob¬ 
lems.  No  matter  how  much  time  you  spend  (and  you’ll  spend  a  great  deal),  you'll  never  find  the  level  of  personalized,  practical  advice  you 
need  to  operate  most  effectively. 

It  is  precisely  for  companies  like  these  that  we  created  The  Advisory  Council.  With  The  Advisory  Council,  you  pay  a  minimal  member¬ 
ship  fee,  then  you  only  pay  for  services  as  you  need  them.  TAC  is  the  most  cost  effective  research/advisory  service  on  the 
market  today. 

TAC  provides  you  with  peer-to-peer  advice  from  experienced  IT  professionals,  individualized  solutions  to  complex  tech¬ 
nology  issues,  research  on  new  information,  the  best  service  providers  to  assist  you  in  project  implementation,  and  much 
much  more. 

Discover  all  the  things  our  revolutionary  new  concept  has  to  offer  you  -  and  take  advantage  of  our  30-day  free  trial  mem¬ 
bership  -  by  visiting  our  website  or  calling  us  today.  Why  go  it  alone  when  with  TAC  you  can  have  so  much  for  so  little. 

High-priced  IT  advice  without  the  high  price. 


Advisory 

Council 


Free  Trial*:  To  take  advantage  of  our  Free  Trial  Membership,  visit  www.theadvisorycouncil.com  and  complete  the  trial 
membership  application  or  call  877-565-0064.  *Refer  to  Promotion  Code  CW31.  Trial  period  not  to  exceed  30  days 
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7  E-BUSINESS  ROUNDTABLE:  Excerpts 
from  a  special  report  produced  by 
ebizChronicle.com ,  an  online  daily 
focused  on  e-business  strategy  and  a 
content  partner  of  Computerworld. 


Industry  observers  say  wireless  ROI  will  come  from  sales  and 
field  applications  —  not  from  overhyped  mobile  e-commerce. 


vague  ideas  that  wireless 
technology  would  let  you 
conduct  e-commerce  trans¬ 
actions  on  an  airline  flight 
or  stay  connected  across  the  continent 
are  giving  way  to  more  realistic  notions. 
For  example,  the  most  powerful  appli¬ 
cations  may  be  ones  in  which  the  pro¬ 
verbial  traveling  salesman  stops  to 
sync  up  his  wireless  device  with  back¬ 
end  systems  only  once  a  day.  That’s  the 
pragmatic  message  from  a  panel  of 
wireless  industry  observers  assembled 
for  a  “virtual  roundtable”  on  wireless 
strategy.  The  participants  were: 

■  Howard  Beader,  director  of  product 
marketing  at  the  Waltham,  Mass.,  of¬ 
fice  of  SAP  America  Inc.’s  mobile  busi¬ 
ness  unit 

■  Victoria  Burke,  senior  marketing 
manager  at  SAP  AG 

■  Dennis  Gaughan,  research  director  at 
AMR  Research  Inc.  in  Boston 

■  Mark  Guibert,  vice  president  of  brand 
management  at  Research  In  Motion 
Ltd.  in  Waterloo,  Ontario 

■  Chris  van  Loben  Sels,  director  of  mo¬ 
bile  product  strategy  at  PeopleSoft  Inc. 
in  Pleasanton,  Calif. 

Continued  on  page  50 
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BUSINESS  TRIVIA  QUESTION 

Number  28 


Which  company  handles 

over  7  billion  network  connections 

per  day? 


□  (a)  VeriSign 

□  (b)  VeriSign 

□  (c)  VeriSign 

□  (d)  All  of  the  above 


Surprised?  Perhaps  you  also  didn't  know  that  VeriSign  processes  over  3.7  billion  dollars  worth  of  secure  transactions  per  quarter.  Truth  is,  VeriSign  has  spent 
the  last  seven  years  building  a  secure  infrastructure  for  the  Internet.  We'd  like  to  do  the  same  for  your  business.  VeriSign  can  help  you  deploy  a  trusted  infra¬ 
structure  so  you  can  conduct  secure  communications  and  transactions.  So  your  business  can  start  making  a  few  billion  transactions,  too. 

Learn  all  you  need  to  know  about  infrastructure  security  -  and  how  VeriSign's  managed  network  and  security  solutions  can 
help  you  -  by  downloading  our  new  white  paper:  Cyber  Security  in  the  Age  of  Action.  Visit  www.verisign.com/security 
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Continued  from  page  48 

■  Joe  Sims,  managing  director  of  the 
wireless  practice  at  BearingPoint  Inc. 
(previously  KPMG  Consulting  Inc.)  in 
McLean,  Va. 

Has  wireless  lived  up  to 
the  hype  of  two  years  ago? 

Sims:  It’s  not  a  matter  of  “lived  up  to 
it,”  but  a  matter  of  what  the  current 
economy  can  support.  The  idea  of  the 
broad  category  of  mobile  enablement 
as  a  separate  technology  or  approach 
—  where  you  were  going  to  be  balanc¬ 
ing  your  checkbook  on  the  phone 
while  on  an  airplane  —  has  gone  away 
from  the  hype  of  two  years  ago.  That’s 
just  not  going  to  happen  right  now. 

What  will  happen  is  that  people  will 
extend  the  infrastructure  they  have  in¬ 
vested  in  over  the  last  several  years  to 
where  their  people  are,  because  their 
people  are  increasingly  mobile.  We’re 
looking  at  it  as  a  channel,  not  as  a  sepa¬ 
rate  technology. 

Guibert:  I  think  there  was  an  over¬ 
blown  sense  of  expectation  [for]  wire¬ 
less  e-commerce.  In  the  B2B  space, 
where  the  use  of  wireless  is  a  produc¬ 
tivity  tool,  I  think  the  answer  is  a  re¬ 
sounding  yes,  it  has  lived  up  to  the 
expectation.  The  difference  is  that 
I  don’t  think  there  was  hype  around 
those  expectations  two  years  ago.  The 
hype  that  I  saw  was  more  focused  on 
the  e-commerce  side. 

Ultimately,  the  lesson  that  people 
learned,  which  is  always  straight¬ 
forward  in  hindsight,  is  that  a  mobile 
device  is  not  just  a  little  PC.  There  are 
different  issues  that  need  to  be  ad¬ 
dressed.  From  an  infrastructure  stand¬ 
point,  you’re  dealing  with  less  band¬ 
width,  networks  that  operate  at  differ¬ 
ent  bit  rates.  You’re  working  with  milli¬ 
watts  for  power  supply,  limited  screen 
size,  so  the  application  needs  to  em¬ 
brace  these  limitations.  I  think  during 
that  period  of  hype,  a  common  [phrase] 
heard  was  “We’re  entering  the  post-PC 
era,”  which  was  inaccurate.  What  was 
interesting  was  watching  companies 
that  believed  we  were  entering  the 
post-PC  era  using  PC-era  strategies 
to  go  to  market.  Wireless  is  fundamen¬ 
tally  different. 

Burke:  The  reality  is  that  a  mobile 
solution  needs  to  be  able  to  work  in 
disconnected  mode.  That  can  be  any¬ 
where  from  100%  disconnected  — 
where  they’re  just  syncing  up  once  a 
day  when  they  are  in  a  fixed  location 
like  their  home  office  or  their  truck  — 
up  to  99%  connected,  where  you  are 
pretty'  much  online  as  long  as  you  have 
a  connection.  You  still  have  the  ability 


Wireless 

ROI 

Checklist 

Tips  for  a  successful 
wireless  project: 


Plan  for  “small  sips”  of 
information  because  of  wireless 
bandwidth  limitations. 


Focus  on  just-in-time 
information  needs.  Any  place 
where  you  find  latency  tied  to 
mobility,  you  can  address  the 
problem  with  wireless.  For 
example,  in  field  service,  billing 
one  day  sooner  has  a  direct 
bottom-line  impact. 


Focus  on  reference 
information.  Use  devices  that 
keep  and  process  data:  this  helps 
mitigate  the  effects  of  poor 
wireless  coverage. 


Require  a  return-on- 
investment  calculation 

in  vendors’  proposals: 
make  sure  it’s  measurable. 


Work  with  vendors 
that  will  provide  an 

estimate  and  a  limit  on 
time  and  cost. 


to  have  some  data  on  the  device  so  you 
don’t  lose  anything.  You  don’t  stop  your 
business  because  you  have  to  go  to  the 
next  block  to  get  a  network  connection. 

Where  do  you  see  the  return  on  investment 
coming  from  wireless  technologies? 


Chris  van  Loben  Sets:  Sales  and  field 
service.  That’s  where  we’ve  seen  imme¬ 
diate  opportunities  to  unlock  value. 
Salespeople  are  almost  never  at  their 
desks,  yet  they  have  to  be  able  to  review 
information  before  a  call.  The  same  for 
the  field  service  personnel.  For  them, 
there  is  an  added  incentive:  completing 
a  sales  call  with  remote  entries.  Bills 
which  might  drop  through  the  cracks 
now  get  into  the  system.  There’s  a 
direct  benefit  to  the  bottom  line. 

Gaughan:  Business-to-employee 
applications.  That’s  where  we’ve  seen 
demonstrated  ROI  and  productivity 
increases.  If  you  take  some  of  the  early 
successful  [applications],  they’re  in  the 
areas  such  as  sales  force  automation 
and  field  force  automation.  Delivering 
information  where  it’s  needed.  These 
are  also  areas  in  which  delays  and  mis- 
communications  occur  often  and  have  a 
detrimental  effect  on  the  bottom  line. 

But  isn’t  bandwidth  and  network  coverage 
a  constraining  factor  in  these  areas? 

Gaughan:  Network  coverage  remains 
an  issue.  But  if  you  design  the  applica¬ 
tion  so  it  requires  small  sips  of  data  vs. 
huge  files,  low  bandwidth  isn’t  an  in¬ 
surmountable  problem.  Also,  don’t  for¬ 
get,  one  does  not  have  to  be  in  wireless 
mode  all  the  time.  With  a  cradle  or  In¬ 
ternet  connection  at  the  end  or  begin¬ 
ning  of  the  day,  wireless  networks  for 
[ad  hoc]  updates  are  perfectly  accept¬ 
able.  I’d  like  to  stress  that  implicit  in 
this  model  is  a  device  which  is  more 
than  a  handset,  in  that  it  should  be  able 
to  store  and  process  data. 

Which  industries  or  operations  are 

starting  to  adopt  wireless  applications? 

Guibert:  There  are  vertical  cuts  at  this 
and  more  sectoral  cuts.  CRM  is  not  so 
much  an  industry  but  is  an  application 
area  with  a  high  degree  of  interest.  Ex¬ 
tending  [sales  force]  applications  to  a 
BlackBerry  is  a  priority  for  a  lot  of 
folks.  In  terms  of  sectors,  we’re  seeing 
a  strong  uptake  in  the  legal  sector,  the 
financial  sector  and  other  vertical  ar¬ 
eas  like  real  estate. 

What’s  common  across  a  lot  of  these 
vertical  sectors  is  a  high  focus  on  cus¬ 
tomer  service.  To  Find  the  ROI,  you’re 
either  going  to  have  to  reduce  cost,  or 
create  competitive  advantage,  or  in¬ 
crease  customer  service,  or  some  de¬ 
gree  of  all  of  those  things. 

It’s  all  about  defining  in  a  particular 
sector  or  application  area  what  is  the 
information  that  a  mobile  user  will 
value  and  will  pay  for.  Stay  away  from 
approaches  that  will  only  browse  [the 


Web]  or  replicate  their  PC. 

Sims:  Any  [operations]  that  have  a 
mobile  workforce,  like  the  insurance 
industry,  government,  health  care, 
sales  force  automation  and  field  ser¬ 
vice  support.  I  haven’t  seen  as  much 
uptake  on  CRM  as  people  talk  about, 
but  it  is  definitely  there. 

Beader:  One  of  the  other  things  we 
are  seeing  a  great  need  for  is  a  mobile 
time-and-travel  solution.  Consultants 
in  the  field  have  to  enter  their  expens¬ 
es,  for  example,  and  that  has  to  inte¬ 
grate  easily  into  the  back-end  systems. 
Some  of  the  larger  consulting  firms  are 
using  this  with  all  of  their  consultants, 
ensuring  better  billing  and  employee 
reimbursement. 

Is  the  concern  about  security 
holding  back  the  wireless  industry? 

Gaughan:  Last  year,  very  much  so, 
wireless  LANs  especially.  There  were 
highly  publicized  attacks  on  802.11  stan¬ 
dards.  Many  companies  cracked  down 
hard  on  the  Wi-Fi  applications;  others 
moved  to  virtual  private  networks.  But 
technology  is  getting  pretty  strong  in 
this  area,  as  is  our  knowledge  of  fire¬ 
walls  and  other  preventative  measures. 
Full-strength  cryptography  is  available. 

Beader:  I’m  hearing  a  lot  of  talk  about 
wireless  security,  but  I  haven’t  seen 
many  customers,  outside  of  the  [De¬ 
fense  Department],  deploying  a  fully 
encrypted  application  on  a  mobile  de¬ 
vice.  That  would  tend  to  slow  down 
the  device’s  capability.  People  are  us¬ 
ing  authorization  and  pass-code  capa¬ 
bilities,  but  I  haven’t  seen  it  go  the  step 
further.  As  devices  improve  processing 
power,  I  expect  we’ll  see  more. 

Guibert:  That’s  probably  No.  1  on  a 
CIO’s  mind  when  it  comes  to  wireless. 
Ask  the  tough  questions  about  secu¬ 
rity.  It’s  not  enough  for  a  vendor  to 
say,  “Trust  me.” 

What’s  the  timeline  for 
wireless  adoption  now? 


Sims:  The  big  unknown  is  the  health 
of  the  carriers.  I  would  hope  that  the 
telecom  industry,  in  particular  wire¬ 
less,  would  [turn  the]  corner  in  12  to  18 
months.  I  don’t  think  it’s  six  months.  If 
it’s  12  months,  a  lot  of  the  things  that 
people  are  investing  in  now  will  show 
their  benefits  in  the  second  quarter 
next  year.  I 

‘PEoIlE  NAVE  6AD6EDTIS’ 


For  a  complete  transcript  of  this  report,  including  Joe 
Sims’  observation  about  “gadgetitis,"  visit: 

Owww.ebizchronicle.com/special.reports/ 
detail.cfm?id=326 
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■  Sure,  you  want 

end-to-end  network  security. 

But  w  er  does  your  network  actually  end? 
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SOLUTIONS  FOR  YOUR  NETWORK 
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cisco.com/go/vpnsecurity 


CONTENT  NETWORKING 

+ 

OPTICAL  NETWORKING 

STORAGE  NETWORKING 

+ 

WIRELESS  AND  MOBILE  OFFICE 

+ 

Threats  to  network  security  can  come  from  anywhere  at  anytime,  and  firewalls  alone 
will  not  stop  them.  Ensure  that  your  data  and  business  applications  stay  secure  by 
embedding  safeguards  throughout  your  entire  network.  With  a  defense-in-depth 
solution  from  Cisco,  you  can  provide  the  scalable,  manageable,  and  comprehensive 
protection  your  network  needs.  Cisco  integrates  advanced  security  and  VPN 
functionality  into  Cisco  IOS®  software  for  routers.  Catalyst-series  switches,  and  a  wide  range  of  market-leading  appliances.  So 
security  isn't  just  added  on;  it's  part  of  the  network  infrastructure  itself.  Contact  Cisco,  your  channel  partner,  or  your  Cisco  Powered 
Network  Service  Provider  to  learn  how  Cisco  can  provide  a  comprehensive,  cost-effective  security  solution  for  your  business. 
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Wireless  Wizards 


ally  write  —  and  market  —  an  applica¬ 
tion  via  a  Web  server.  “You  can  be  an 
independent  publisher  of  applications 
and  sell  them,”  says  Andy  Choi,  a  se¬ 
nior  software  engineer  at  France  Tele¬ 
com  R&D  in  San  Francisco. 


What  you  need  to  do  to  land  a  job  and  keep  your  skills 
fresh  in  the  wireless  field.  By  Sharon  J.  Watson 


Last  year,  developing  wireless 
applications  was  considered 
an  esoteric  art.  Potential  in¬ 
dustry  standards  such  as  the 
Wireless  Application  Protocol 
required  specialized  knowledge  and 
treated  wireless  programming 
as  unique.  Recruiters  boasted 
of  snagging  six-figure  salaries 
and  large  signing  bonuses  for 
those  few  individuals  who  could  tackle 
wireless  projects. 

In  barely  the  space  of  a  year,  all  that 
changed.  Wireless  applications  are 
now  being  written  with  easily  learned 
Java  variants  and  popular  Web  content 
development  tools. 

“Wireless  used  to  be  this  black- 
magic  area,”  says  Sergei  Krupenin,  se¬ 
nior  product  marketing  manager  at 
Access  Systems  America  Inc.,  which 
creates  browsers  for  wireless  devices. 
“But  now  it’s  merging  with  mainstream 
Internet  technology.” 

For  typical  programmers,  that  means 


wireless  skills  are  important  but  no 
longer  bring  pots  of  gold.  And  job  com¬ 
petition  in  the  wireless  world  is  stiff. 
Most  employers  say  they  simply  use 
their  current  programmers  on  wireless 
projects,  training  them  as  needed.  That’s 
making  job  openings  scarce. 

“It’s  hard  to  break  in  cold 
right  now,”  says  Daniel  Zucker, 
director  of  technology  at  Fre¬ 
mont,  Calif.-based  Access  Systems 
America.  “Recommendations  are  criti¬ 
cal;  who  you  know  is  key.  Networking 
is  the  top  method  of  getting  a  job.” 

Skills 

The  consensus  among  industry  ex¬ 
perts  is  that  any  application  developer 
with  solid  programming  skills,  experi¬ 
ence  with  C,  C++  or  Java  and  an  under¬ 
standing  of  TCP/IP  can  quickly  move 
to  wireless  programming.  Key  skills 
there  include  Java  2  Micro  Edition 
(J2ME)  and,  if  it  gains  popularity.  Brew 
from  Qualcomm  Inc.  in  San  Diego. 


Database,  application  server,  messag¬ 
ing  and  Web  services  skills  in  areas 
such  as  XML  are  also  valuable. 

Experienced  programmers  say  the 
big  transition  is  learning  the  difference 
between  ordinary  programming  and 
developing  applications  for  wireless 
devices,  which  have  smaller  screens 
and  less  memory  and  processing  pow¬ 
er  than  computers.  What’s  also  differ¬ 
ent  is  that  these  devices  must  interop¬ 
erate  with  wireless  networks  that  have 
significant  data  transfer  constraints 
and  inevitable  connection  losses. 

Training 

Employers  say  no  particular  wireless 
certifications  have  yet  caught  their 
eye.  Most  send  developers  to  wireless 
industry  and  developer  conferences, 
such  as  those  for  J2ME  and  Bluetooth, 
for  real-world  insight. 

Many  wireless  development  tool  kits 
are  available  free  on  the  Web,  so  a  de¬ 
veloper  could  download  one  and  actu- 


Salary 

These  days,  salaries  for  wireless  appli¬ 
cation  developers  aren’t  significantly 
different  from  those  of  other  program¬ 
mers.  They  also  vary  by  region. 

For  example,  in  Western  states  such 
as  Utah,  salaries  could  range  from 
$70,000  to  $120,000,  says  Blair  Buxton, 
vice  president  and  chief  technology  of¬ 
ficer  at  Billerica,  Mass.-based  Mc¬ 
Cracken  Financial  Software  Inc.  Bux¬ 
ton,  a  specialist  in  wireless  enterprise 
applications,  works  at  the  Salt  Lake 
City  office  of  the  GMAC  Commercial 
Mortgage  Corp.  subsidiary. 

The  national  median  salary  for  expe¬ 
rienced  programmers  is  about  $73,000, 
and  it’s  almost  $88,000  for  senior  soft¬ 
ware  engineers,  according  to  Vancou¬ 
ver,  Wash.-based  Salaryexpert.com.  I 


Watson  (sjwatson@interaccess.com)  is  a 
freelance  writer  in  Chicago. 


NEW  CAREER  AVENUE? 

Powerful  mobile  devices  and  enterprise  adoption  of 
Web  services  are  expected  to  create  new  opportunities 
for  application  developers: 
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Employer  Spotlight 

■  Name:  SHEILA  DAVIS 

■  Title:  Manager  of  IT,  PowerPad  project 

■  Employer:  FedEx  Corp.,  a  Memphis-based  international 
express  delivery  company 

■  Number  of  IT  professionals:  5,000-plus 

■  30-second  resume:  Davis  joined  FedEx  eight  years  ago 
after  spending  five  years  on  the  technical  staff  at  Morris¬ 
town,  N.J.-based  Telcordia  Technologies  Inc.  (formerly 
known  as  Bellcore).  She  started  in  FedEx’s  messaging  in¬ 
frastructure  group,  then  transferred  into  application  devel¬ 
opment.  Davis  moved  into  management  two  years  ago, 
working  with  Java  and  WebLogic  servers.  She  now  man¬ 
ages  the  team  that’s  creating  applications  for  a  new  wire¬ 
less  device,  called  PowerPad,  for  FedEx’s  couriers. 

■  Skills  boost:  “Wireless  doesn’t  have  a  real  big  learning 
curve,”  says  Davis.  FedEx  sends  programmers  for  specific 
training  as  needed.  The  developers  generally  rely  on  their 
basic  programming  backgrounds  as  they  create  object- 
oriented  applications  for  the  PowerPad.  Davis  says  she’s 
learning  to  work  with  development,  testing  and  debugging 
tools  that  are  less  mature  than  those  available  for  client/ 
server  development. 

Davis  says  she  has  especially  enjoyed  working  with  the 
PowerPad's  Bluetooth  interfaces  to  phones  and  printers. 


“It’s  nice  getting  into  new  wire¬ 
less  technology,”  she  says.  The 
Bluetooth  capability  will  allow 
couriers  to  transmit  data  without 
docking  their  devices  in  their 
trucks. 

Davis  says  she  expects  wire¬ 
less  programming  opportunities 
to  grow  as  the  cost  of  personal 
digital  assistants  drops,  but  she 
doesn’t  foresee  wireless  devices 
becoming  a  specialized  area. 

“In  my  own  group,  some  [IT 
workers]  have  said  they  don’t 
want  to  do  only  communica- 
tions-interface  work,”  Davis 
says. 

Instead,  she  envisions  wire¬ 
less  programming  skills  as  addi¬ 
tional  layers  on  top  of  core  skills 
such  as  C++  and  Java.  Developers  with  such  combina¬ 
tions  of  skills  can  move  into  project  management  or  sys¬ 
tems  architecture  analysis,  troubleshooting  wireless  proj¬ 
ects,  Davis  says. 

Wireless  projects  also  bring  developers  closer  to  busi¬ 
ness  users,  says  Winn  Stephenson,  senior  vice  president 
of  IT  at  FedEx.  “Wireless  applications  solve  a  business 


need,  so  you’re  on  the  front  line,  not  in  the  bowels  of 
the  shop,"  he  says.  Thus,  collaborative  and  listening 
skills  are  key.  “You  must  understand  what  the  cus¬ 
tomer  needs  in  response  times,”  says  Davis.  “We 
can  develop  it,  but  if  the  performance  is  slow,  they 
won’t  want  to  live  with  it.” 

-  Sharon  J.  Watson 


E*TRADE  FINANCIAL 


(©server 


Winning  with  Linux* and  Intel?  Online  diversified  financial  services  company  E*TRADE  Group,  Inc.,  has  just 
installed  90  IBM  (©server  xSeries™  servers  running  Linux  to  support  their  E*TRADE  Financial  Web  site. 
Why?  Ease  of  use  and  Linux  driven  affordability  and  scalability.  Select  xSeries  models  feature  the  Intel  Xeon™ 
processor  to  give  you  superior  performance  and  cost-effectiveness. To  receive  a  complimentary  IDC  white  paper 
on  how  to  reduce  TOO  with  Linux,  head  over  to  ibm.com/eserver/etrade 


All  numbers  and  results  reported  are  from  customer  sources.  This  customer  example  is  intended  as  an  illustration  only.  Costs  and  results  obtained  in  other  customer  environments  will  vary  depending,  among  other  things,  on 
individual  customer  configurations  and  conditions.  IBM,  the  e-business  logo,  e-business  is  the  game.  Play  to  win  and  xSeries  are  trademarks  or  registered  trademarks  of  International  Business  Machines  Corporation.  Linux 
is  a  registered  trademark  of  Linus  Torvalds.  Intel,  the  Intel  Inside  logo  and  Xeon  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  Other  company, 
product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©  2002  IBM  Corporation.  All  rights  reserved. 
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Predictions:  The  wireless  life  will 


include  cellular  refrigerators,  privacy 
masking  and  roll-up  displays. 


■  PEER-TO-PEER  WIRELESS 

By  2005,  the  typical  cell  phone  will  be 
indistinguishable  from  a  PDA,  and  at 
least  one  U.S.  carrier  will  support 
both  802.11  and  2.5G  or  3G  on  the  same 
devices. 

As  an  unexpected  consequence  of 
this  dual-band  support,  we’ll  see  some 
instances  of  bottom-up  networks, 
where  devices  connect  directly  with 
each  other  on  a  peer-to-peer  basis. 
This  will  be  a  viable  alternative  to  the 
current  monopoly  of  carriers’  antennas. 

■  John  Jordan,  principal,  office  of  the 
chief  technologist,  Cap  Gemini  Ernst  & 
Young  U.S.  LLC,  Cambridge,  Mass. 


■  CELLULAR  REFRIGERATORS 

“Can  I  get  it  with  side-by-side  doors, 
an  ice  dispenser  and  a  GSM  connec¬ 
tion  in  harvest  gold?” 

There’s  always  been  a  lot  of  talk 
about  networking  home  appliances, 
but  little  action  due  to  the  difficulties 
of  pulling  wire  or  making  networking 
run  over  power  lines.  But  inexpensive 
networking  running  over  public  cellu¬ 
lar  networks  will  finally  make  possible 
next-generation  applications,  like  a  re¬ 
frigerator  that  hosts  a  Web  site  listing 
what  groceries  a  family  needs  and  ac¬ 
cepts  bids  from  the  local  stores  that 
want  their  business. 

And,  of  course,  a  screen  on  a  refrig¬ 
erator  represents  an  amazing  advertis¬ 
ing  opportunity  for  Duncan  Hines, 
Kraft  and  every  other  food  company. 
Retailer  Fry’s  Electronics  already  has 
a  refrigerator  with  an  RJ45  jack  in¬ 
stalled.  Cellular  is  just  around  the 
corner. 

Sheldon  Laube,  chairman,  Center- 
Beam  Inc.,  Santa  Clara,  Calif. 


■  INDUSTRY  SHAKEOUT 

Within  two  years,  one  of  the  major 
PDA  manufacturers  will  be  out  of  busi¬ 
ness;  Nokia  will  win  the  software  bat¬ 
tle  with  Microsoft  for  dominance  of 
the  mobile  platform;  and  the  monopo¬ 
listic  U.S.  carriers  will  try  very  hard  to 
squash  802.11  (but  a  couple  of  large 
technology  companies  will  come  to  its 
rescue). 

■  Amy  Francetic,  wireless  analyst  and 
producer  of  DemoMobile,  IDG  Executive 
Forums,  San  Mateo,  Calif. 


■  PRIVACY  CLOAKING 

As  location-based  services  proliferate 
across  the  wireless  infrastructure,  the 
hot  software  play  will  be  “masking” 
services  that  hide  who  you  are  unless 
the  ping  is  from  a  recognized  source. 

■  John  Parkinson,  chief  technologist, 
Cap  Gemini  Ernst  &  Young  U.S.  LLC, 
Rosemont,  HI. 


■  DISASTER  RECOVERY  VIA  PDA 

Wireless  devices  will  revolutionize 
how  companies  build,  distribute  and 
invoke  their  business  continuity  and 
disaster  recovery  plans.  For  years, 
those  plans  have  been  immobile,  exist¬ 
ing  in  hard-copy  form  or  on  PCs.  Now, 
with  the  ability  to  download  status 
and  individual  action  plans  to  hand¬ 
held  devices  such  as  PDAs  or  cell 
phones,  recovery  teams  will  be  more 
proactive  and  in  better  touch,  wher¬ 
ever  they  are. 

■  John  Jackson,  partner,  Tatum  CIO 
Partners  LLP,  Chicago 


■  THIS  DATA  WILL  SELF-DESTRUCT 

Wireless  devices  developed  over  the 
next  two  to  four  years  will  include 


technologies  such  as  GPS  that  will  al¬ 
low  them  to  report  their  location  when 
lost  or  stolen  and  provide  an  account 
of  their  current  condition  —  what 
mode  they  are  operating  in  and/or  if 
they  are  damaged  in  some  way.  They’ll 
also  give  the  device  owner  the  option 
to  remotely  secure  or  delete  sensitive 
information. 

■  David  K.  Black,  senior  manager  of 
security  technologies,  Accenture  Ltd., 
Washington 

■  WALK  AROUND,  OR  SIT  DOWN? 

In  the  next  few  years,  I  see  largely  sep¬ 
arate  roles  for  two  distinct  wireless 
technologies.  3G  cellular  services  will 
emerge  to  provide  the  coverage  for 
walk-around  applications  on  a  3G  cell 
phone  or  wireless  PDA  terminal  —  for 
example,  text  messages,  checking 
e-mail  and  downloading  location-spe¬ 
cific  information. 

For  sit-down  applications  at  an  air¬ 
port,  library  or  cafe,  802.11b  wireless 
LAN  technology  provides  greater  data 
bandwidth  and  economy  than  cellular 
data  services  for  more  robust  Web  us¬ 
age  on  wireless  PDAs  and  notebook 
computers.  Users  will  have  the  advan¬ 
tage  of  using  the  same  802.11b-enabled 
device  in  the  wireless  office,  at  home 


and  at  outside  locations. 

■  Howard  Blum,  professor  of  computer 
science,  Pace  University,  New  York 

■  ROLL-UP  DISPLAYS 

The  shrinking  size  of  cell-phone  hand¬ 
sets  and  their  tiny  displays  will  make  it 
difficult  for  them  to  be  used  to  access 
Web  content.  If  Bluetooth  is  success¬ 
ful,  it  will  enable  handsets  to  act  as 
wireless  modems  for  other  mobile 
computing  devices  such  as  PDAs. 
Eventually,  new  display  technologies 
such  as  organic  LEDs  will  make  it  pos¬ 
sible  to  carry  around  larger  displays  in 
a  convenient  size. 

For  example,  displays  might  roll  up 
into  something  the  size  of  a  ballpoint 
pen  when  not  in  use,  but  they  aren’t 
likely  to  be  in  widespread  use  until 
mid-decade  at  the  earliest. 

■  Eric  M.  Berg,  technology  forecaster, 
PricewaterhouseCoopers,  Menlo  Park, 
Calif. 

■  PKtUOUNSUUE 

Implanted  wireless  devices  will  improve  health  care 
and  life  expectancy,  experts  say.  Hybrid  PDA/phones 
may  even  take  the  place  of  credit  cards  and  become 
automatic  transmitters  for  recorded  personal  prefer¬ 
ences  in  food  or  room  temperature: 

OQuickLink  34371 

www.computerworld.com 


Wireless  Power  Pad 


Tired  of  that  tangle  of  electrical  cords  needed  to  power  up  various 
mobile  devices?  MobileWise  Inc.  in  Los  Angeles  has  developed  an 
“electricity  base"  -  it  looks  like  a  place  mat  or  desk  blotter  -  with 
nubs  that  provide  power  to  devices  placed  on  top  of  it.  It  works 
only  with  devices  that  have  a  special  chip  or  adapter  that  draws 
power  from  the  pad. 

-  Matt  Berger,  IDG  News  Service 


Is  the  IT  department  at  your  company 

a  great  place  to  work? 


COMPUTERWORLD 


BEST  PLACES 


TO  WORK  IN  IT  2003 


Computerworld  is  conducting  its  10th  annual  Best  Places  to  Work  in  IT 

survey,  and  we  need  your  help.  Each  year,  our  special  report  and  listing  recog¬ 
nizes  the  100  Best  Places  to  Work  that  offer  their  IT  staff  the  best  benefits, 
competitive  salaries,  opportunities  for  training  and  advancement,  as  well  as 
interesting  projects  and  a  flexible  and  diverse  work  environment. 

We  want  to  hear  from  you!  Get  your  outstanding  company  recognized  on 
Computerworld’s  exclusive  listings  of  Best  Places! 

To  nominate  your  company,  visit  our  Web  site  and  answer  a  few 
simple  questions. 
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http://computerworld.com/BPnominations 


Are  wires  getting  in  the 
way  of  your  business^ 

Then  attend  the  content-rich  conference 
that  sees  an  enterprise  without  wires 
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May  6-9,  2003 
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YOUR  CHALLENGE 

Mobile  and  wireless  technologies  push  the 
enterprise  envelope  every  day,  from  customer¬ 
facing  applications  all  the  way  to  the  factory 
floor.  With  the  proliferation  of  more  devices 
and  services,  how  can  user  organizations  stay 
on  the  cutting  edge-  How  can  they  find 
today's  most  promising  mobile  and  wireless 
technologies^  And  how  can  they  learn  how 

other  companies 
and  industries 
apply  the  latest 
and  greatest  mobile 
PyV  and  wireless  toolsi 


YOUR  SOLUTION  | 

Computerworld’s  Mobile  &  Wireless  World  *9  ES3 

Conference,  May  6-9,  2003  in  Palm  Desert.  ^ 

California:  M  -  - 

•  Hear,  discuss  and  witness  winning  mobile  a 

and  wireless  strategies  in  the  enterprise 

•  Gain  first-hand  knowledge  that  can  enhance  your  own  company’s  mobile 
and  wireless  strategies 

•  Examine  the  industry’s  major  issues  and  challenges 

•  See  current  and  developing  technologies  from  the  industry's  leading  vendors 

•  Network  with  peers  and  meet  potential  partners 

•  Converge  with  analysts  and  press 

•  And  take  home  practical  tips  and  knowledge  of  technologies  that  you 
can  implement  right  away 
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For  conference  updates,  bookmark  www.mwwusa.com 

For  information  about  registering,  email  mwwreg@computerworld.com 

sponsorship  information,  contact  Leo  Leger,  Vice  President,  Strategic  Initiatives,  Computerworld, 

at  508-820-8212  or  leo_leger@computerworld.com 
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MILLIONS  OF 
READERS 

MILLIONS  OF 
SURFERS 


ONLY 
THOUSANDS 
OF  DOLLARS 

TOTAL  IMPACT 
TOTAL 
SAVINGS 

Put  your  message  in 
ITcareers  and 
ITcareers.com  and 
reach  the  world’s 
best  IT  talent. 


ITcareers 

where  the  best  get  better 
1-800  782-2977 

ITcareers.com 


Network  Analyst  needed  in 
New  York  City  to  support 
automation  servers  and 
infrastructure,  build  severs, 
administer  MS  Exchange, 
provide  OS-level  diagnos¬ 
tics,  and  resolve  network 
connectivity  issues.  Comp¬ 
etitive  salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com 
or  send  your  resume,  to: 
ESPN,  HR  Dept-KP,  ESPN 
Plaza,  Bristol,  CT  06010. 
EOE/AA/M/F/D/V 


Senior  Software  Engineer.  40hrs 
/wk.  Will  create  complex  operation 
or  application  systems.  Provide 
analysis  related  to  design  &  dev. 
and  solve  problems.  Encode, 
test,  debug  &  document  programs 
on  complex  projects.  Revise  & 
update  programs.  Formulate  oper. 
systems  advancements  &  per¬ 
form.  improve.  Evaluate  impact  of 
software  perform.  &  recommend 
changes  to  design.  Will  lead  &  su¬ 
pervise  Software  Engineers. 
Must  have  a  Bachelor's  degree  in 
Computer  Science  and  4  yrs. 
exp.  in  job  offered  or  similar. 
Please  send  resume  to  Rene 
Garcia,  Software  FX,  Inc.,  5200 
Town  Center  Circle,  Ste  450, 
Boca  Raton,  FL  33486. 


Software  Engineer  (Ocean- 
port,  NJ)  -  Develop,  test, 
implement  mainframe  med¬ 
ia  management  software 
based  on  user  needs  and 
analysis  of  current  systems. 
Req’d:  Bachelor  Degree  in 
Comp.  Sci.,  Eng’g,  or  relat¬ 
ed  field,  and  2  yrs  exp.  in  job 
offered  or  as  a  Systems 
Engineer  &  exp.  w/  C++  with 
storage  technologies.  EOE. 
Resume  to  CommVault 
Systems,  Inc.:  thoffman@ 
commvaultsystems.com 


Pivotal  seeks  SW  Engr.  for  Dallas 
office  DESC:  Anlz  exist  info  sys. 
Detr  bus  reqs  &  arch  Pivotal  CRM 
tech  solns.  Dsgn,  dev  &  impl 
RDBMS  &  rel  w/b  &  c/s  appls  util 
SQL,  Visual  Basic,  VBScript, 
JavaScript,  HTML,  XML,  COM,  & 
Windows  o/s.  REQS:  BS-Engr, 
Comp  Sci,  Math  or  Phys  +  2  yrs 
exp  desgn,  dev  &  impl  RDBMS  & 
ret  apps  util  SQL,  Visual  Basic,  & 
Windows  o/s  +  1  yr  of  exp  in  w/b 
prog  util  VBScript,  JavaScript, 
HTML,  XML,  COM.  Pis  reply  to 
H.Tinguely,  job#  PV-096,  Pivotal 
Corp,  Five  Concourse  Parkway. 
Ste  2200,  Atlanta,  GA  30328. 
job#  must  be  included. 


Software  Developer 
with  Bachelors  deg¬ 
ree  in  Computer 
Science  and  one  year 
exp.  wanted  in  Hous¬ 
ton,  TX.  Respond  to: 
HR  Dept.,  Xisico 
USA,  Inc.  3805  Ade 
Street,  Houston,  TX 
77063. 


Prog/Analysts  to  analyze, 
design,  develop/implement 
client  server  and  web  based 
appls  using  Java,  JDK. 
JavaScript,  JavaBeans,  JDBC, 
HTML,  C++,  CGI  with  Perl. 
Kawa,  Edit  Plus  etc.  on 
Weblogic,  IIS,  Windows;  per¬ 
form  onsite/offsite  maintenance, 
documentation,  debugging,  test¬ 
ing,  and  code  optimization. 
Require:  BS  or  foreign  equiv.  in 
CS/Engg  (any  branch)  with  2  yr 
exp.  F/t  position.  Competitive 
salary.  Travel  involved.  Apply  by 
Resume  to:  HR,  Bahwan 
Cybertek  Technologies,  Inc., 
209  West  Central  Street,  Ste 
312,  Natick,  MA  01760. 


Senior  Systems  Analyst- 
Oracle  needed  to  provide  pro¬ 
ject  leadership  and  analyze 
complex  business  processes, 
define  business  require¬ 
ments/tech  specs,  and 
design,  develop  test  and 
implement  new/enhanced 
programs  and  systems. 
Competitive  salary  and  bene¬ 
fits.  Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com  or 
send  your  resume,  to:  ESPN, 
HR  Dept-KP,  ESPN  Plaza, 
Bristol,  CT  06010. 

EOE/AA/M/F/D/V 


Systems  Analyst-Oracle 
needed  to  analyze,  design/ 
develop,  document,  test 
and  implement  systems 
and  programs.  Competitive 
salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com 
or  send  your  resume,  to: 
ESPN,  HR  Dept-KP,  ESPN 
Plaza,  Bristol,  CT  06010. 
EOE/AA/M/F/D/V 


Asst.  Information  Systems 
Aanalyst.  Asst.  Information 
Systems  Analyst  to  design, 
develop  &  implement  Info. 
Systems  for  networks/solutions 
integrating  diverse  S/W  &  hard¬ 
ware  w/use  of  Cisco  routers, 
switches,  Pix  firewalls,  Microsoft 
Windows  NT,  Windows  2000  & 
Sun  Solaris.  Req:  Bachelors  in 
Comp.  Sci.  or  Busn.  Admin, 
w/lnfo.  Sys.  Bkgd.  40  hr/wk. 
Job/Interview  site:  Fremont,  CA. 
Send  resume  to  Hello 
Computers,  Inc.  4966  Paseo 
Padre  Pkwy.  #  A,  Fremont,  CA 
94555. 


Systems  Engineer:  Develop/ 
configure  systems  for  P-Series 
systems,  SP,  RS/6000,  ADSM 
with  AIX  &  HACMP  certifica¬ 
tions;  analyze  &  determine  fea¬ 
sibility  of  design  for  AIX,  ADSM, 
&  HACMP  configurations;  for¬ 
mulate/design  software  sys¬ 
tems  &  software  testing  proce¬ 
dures  using  various  industry 
models.  Req  BS  in  CS, 
Electronics  &  Communication 
Engineering  or  related  disci¬ 
pline  plus  4  yr  work  exp.  Send 
resume  to  Paaridian,  11375 
Southbridge  Pkwy,  Ste  100, 
Alpharetta,  GA  30022.  Ref  WA 


For  over  20  years,  Syntel  employees  across  North  America,  Europe,  and 
Asia  have  helped  build  advanced  information  technology  systems  for  lead¬ 
ing  Fortune  500  companies  and  government  organizations  to  improve  their 
efficiency  and  competitiveness.  Today,  Syntel  professionals  are  building 
rewarding  careers  by  providing  solutions  in  e-business,  CRM,  Web  Design 
and  Data  Warehousing. 

Come  discover  why  Forbes  magazine  placed  Syntel  second  on  its  list  of 
“The  200  Best  Small  Companies  in  America”  and  Business  Week  ranked 
us  #1 1  on  its  list  of  Hot  Growth  Companies. 

Due  to  our  rapid  growth,  we  have  immediate,  full-time  opportunities  for 
both  entry-level  and  experienced  Software  Engineers,  Consultants, 
Programmers,  Programmer/Analysts,  Project  Leaders,  Project  Managers, 
Supervisors,  Database  Administrators,  Computer  Personnel  Managers 
and  Computer  Operations/Account  Managers/Account  Executives  with 
any  of  the  following  skills: 

Mainframe 

•  IMS  DB/DC  or  DB2,  MVS/ESA, 

COBOL,  CICS 

DBA 

•  ORACLE  or  SYBASE 

Client-Server/WEB 

•  Siebel 

•  Websphere 

•  Com/DCom 

•  Web  Architects 

•  Datawarehousing 

•  Informix,  C  or  UNIX 

•  Oracle  Developer  or  Designer  2000 

•  JAVA,  HTML,  Active  X 

•  Web  Commerce 

•  SAP/R3,  ABAP/4  or  FICO  or  MM 
&SD 


•  Focus,  IDMS  or  SAS 


•  DB2 


•  Oracle  Applications  &  Tools 

•  Lotus  Notes  Developer 

•  UNIX  System  Administrator 

•  UNIX,  C,  C++,  Visual  C++,  CORBA, 
OOD  or  OOPS 

•  WinNT 

•  Sybase,  Access  or  SQL  server 

•  PeopleSoft 

•  Visual  Basic 

•  PowerBuilder 

•  IEF 


Account  Executives,  Account  Managers  and 
Business  Development 

Positions  available. 


Some  positions  require  a  Bachelor's  degree,  others  a  Master's  degree.  We  also 
accept  the  equivalent  of  the  degree  in  education  and  experience. 

With  Syntel  (NASDAQ:  SYNT),  you’ll  enjoy  excellent  compensation,  full  benefits, 
employee  stock  purchase  plan  and  more.  Please  forward  your  resume  and 
salary  requirements  to:  Syntel,  Inc.,  Attn:  Recruiting  Manager-LD12, 

525  E.  Big  Beaver,  Suite  300,  Troy,  Ml  48083.  Phone:  248-619-2800; 
Fax:  248-619-2888.  Equal  Opportunity  Employer. 


SVNirEL 

inravw.syntelinc.com 
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FPL  Group,  Inc.,  and  its  sub¬ 
sidiaries  (Florida  Power  &  Light, 
FPL  Energy  and  FPL  FiberNet) 
seek  qualified  applicants  for  the 
following  positions: 

Technology  Consultant: 

Provide  technical  leadership  and 
consulting  services.  Investigate 
technical  complex 

software/hardware  problems 
and  coordinate  problem  resolu¬ 
tions  Bachelor's  Degree  or 
Equivalent  in  Computer 
Science,  Engineering  or  related 
field  with  relevant  experience. 
Position  located  in  Juno  Beach, 
Florida. 

Senior  Programmer  Analyst: 
Analyze,  design,  develop,  test, 
debug,  implement,  maintain 
and/or  enhance  existing  or  new 
systems  in  a  reliable  and  effi¬ 
cient  manner.  Bachelor's 

Degree  or  Equivalent  in 
Computer  Science,  Engineering 
or  related  field  with  three  years 
experience  in  the  position  or,  in 
the  alternative,  five  years  of 
experience  in  the  position  or 
related  positions  relevant  experi¬ 
ence.  Position  located  in  Juno 
Beach,  Florida. 

Programmer  Analyst: 

Design,  test,  implement  and 
support  modifications  to  existing 
or  new  systems.  Monitor  perfor¬ 
mance  and  recommend  actions 
to  keep  systems  running  effec¬ 
tively  and  efficiently.  Bachelor's 
Degree  or  Equivalent  in 
Computer  Science,  Engineering 
or  related  field  with  two  years 
experience  in  the  position  or,  in 
the  alternative,  four  years  of 
experience  in  the  position  or 
related  positions.  Position  locat¬ 
ed  in  Miami,  Florida. 

Send  Resumes  to:  FPL, 
Recruiting  Department,  700 
Universe  Boulevard,  Juno 
Beach,  Florida  33408-0420  or 
internet-resumes@fpl.com. 
Please  include  reference  code: 
ANTECHGC. 


At  Quest  Diagnostics  incorporated, 
we've  become  the  nation's  most 
respected  name  in  diagnostic  test¬ 
ing  by  focusing  on  integrity,  innova¬ 
tion  and  quality.  We  have  created 
an  environment  where  dedicated 
professionals  can  learn,  grow  and 
advance  -  all  in  an  atmosphere  of 
pride. 

We  are  currently  seeking  an 
Applications  Development  Mana¬ 
ger  to  serve  as  the  lead  developer 
for  complex  software  applications 
using  new  technologies  such  as 
Object  Oriented  processes,  web- 
based  languages  and  tools,  web 
application  servers,  3-tier  architec¬ 
tures,  transaction  processors,  SQL, 
PL/SQL,  JSP,  Servlets,  JMS, 
SOAP,  ASP,  DHTML,  Active  X  con¬ 
trols,  XML  and  EJB.  Plan  team  pro¬ 
jects  through  guidance  and  leader¬ 
ship  to  technical  staff  to  meet  full 
s/w  development  lifecycle  activities. 
Represent  Quest  to  clients  and 
vendors;  contribute  and  en-hance 
the  technical  aspects  of  a  prototype 
or  research  project,  and  be  respon¬ 
sible  for  implementing  and  design¬ 
ing  methodologies  using  object-ori¬ 
ented  processes  and  tools. 
Requires  a  Bachelor's  degree  in 
Computer  Science  or  a  related 
field,  plus  6  years  experience  in 
software  development,  or  8  years 
experience  in  software  develop¬ 
ment.  Requires  4+  years  supervi¬ 
sory  or  team  lead  experience. 
Experience  in  Object-oriented  tech¬ 
nology,  UML,  web/internet  develop¬ 
ment;  JAVA  DATASTAGE.  COG- 
NOS,  EJB,  and  XML-enabled  data 
modeling  applications. 

Please  add  source  code: 
UKAD1202  and  forward  your 
resume  to:  Email:  questdiag@ 
alexus.com  ,  Fax.  877-588-9942  or 
mail  to:  Quest  Diagnostics 
Incorporated,  PO  Box  3597, 
Scranton  PA  18505. 


WEB  DEVELOPER 

LYNX  Services,  a  wholly-owned 
subsidiary  of  PPG  Industries,  is 
a  national  leader  of  automotive 
glass  claims  management  busi¬ 
ness  within  the  insurance  indus¬ 
try  with  claims  call  centers  in 
Fort  Myers,  FL  and  Paducah, 
KY.  LYNX  is  expanding  its  busi¬ 
ness  to  encompass  Auto 
Physical  Damage  (APD)  claims 
management,  and  is  building  a 
“state-of-the-art"  claims  man¬ 
agement  application  to  support 
the  claims  operations  unit.  The 
WEB  DEVELOPER  work  loca¬ 
tion  is  6351  Bayshore  Road, 
Suite  18,  Fort  Myers,  FL.  Salary 
is  competitive;  benefits  package 
included.  Requirements  include: 
a  minimum  of  4  years  experi¬ 
ence  designing  and  developing 
web-based  applications.  Exp¬ 
ertise  in  programming  ASP, 
COM,  COM+,  multi-tier  applica¬ 
tions  and  also  with  XML  tech¬ 
nologies,  XSLT,  XSD/XDR, 
XPATFI,  and  XML  databases. 
Highly  proficient  with  FITML, 
JavaScript,  VBScript,  and  SQL 
Server  programming.  A  Bach¬ 
elor's  degree  in  Computer 
Science  or  related  field  is 
required.  Must  demonstrate  the 
ability  to  work  in  a  team  environ¬ 
ment  as  well  as  individually. 
Good  written  and  oral  communi¬ 
cation  skills  are  preferred. 
Willingness  to  travel  (minimal). 
Visual  Basic,  Visual  Interdev, 
Remote  Scripting  Library,  or 
OpenXML/Updategrams  experi¬ 
ence  a  plus.  Send  resumes  to: 
Marisa  Pompeo,  Fluman  Res¬ 
ources,  PPG  INDUSTRIES, 
INC.  ,  LYNX  Services  -  Web 
Developer,  One  PPG  Place, 
Pittsburgh,  PA  15272;  Fax: 
412/434-4301.  EOE 


B.S./equiv.  in  Info.  Syst.  Tech,  or 
related  field  +  5  yrs.  exp.  devel¬ 
oping  &  supporting  enterprise 
level  Internet,  Intranet,  &  client 
server  apps  using  VB,  ADO/RDO 
/DAO,  COM,  DCOM.  ASP,  IIS, 
Java  Script,  VB  Script,  SQL 
Server,  SQL,  Stored  Procs,  MS 
Access,  FITML,  Crystal  Reports, 
Visual  Interdev,  Visual  Source 
Safe,  Windows  NT/2000.  W/2 
yrs.  exp.  supporting  apps  provid¬ 
ing  secured  data  exchange  btwn 
servers,  mainframes,  &  trading 
partners  using  FTP,  SFTP.  PGP, 
XML,  XSL,  IBM  DB2  Connect,  & 
IBM  PCOMM.  Also  1  yr.  exp.  in 
optimizing  &  tuning  such  apps 
where  data  transfers  can  exceed 
800k  records  &  300  MB  in  size; 
in  using  Flomesite,  Dream  weav¬ 
er,  Fireworks/graphic  tools,  MS 
Office,  MS  Project,  &  Visio;  in 
developing  systems  that  meet 
complex  business  rules;  &  in 
Rational  Rose,  Unix,  &  Oracle 
environments.  Must  have  MCSD 
certification  with  VB  5.0  or 
above.  Exp.  may  be  gained  con¬ 
currently.  Resumes  to:  Don 
Spaller,  GA  DMVS,  1200 
Tradeport  Blvd.,  Ste.  1158, 
Hapeville,  GA  30354 


Seeking  qualified  applicants  for 
the  following  positions  in  Color¬ 
ado  Springs,  CO:  Senior  Tech¬ 
nical  Analyst.  Research,  evalu¬ 
ate,  implement  and  coordinate 
changes  to  large,  complex  com¬ 
puter  systems/applications.  Re¬ 
quirements:  Bachelor's  degree* 
in  computer  science,  math,  en¬ 
gineering  or  related  field  plus  5 
years  of  experience  in  sytems / 
applications  development,  in¬ 
cluding  programming.  Experi¬ 
ence  with:  distributed  systems 
(C++  or  Java);  Sun  Solaris;  and 
Oracle  also  required.  'Master's 
degree  in  appropriate  field  will 
offset  2  years  of  general  experi¬ 
ence.  Submit  resumes  to 
Recruiting,  FedEx  Corporate 
Services,  350  Spectrum  Loop, 
Colorado  Springs,  CO  80921. 
EOE  M/F/D/V 


Programmer  Analyst:  perform 
object  oriented  analysis  and 
design  using  design  patterns; 
design,  develop,  and  test  pro¬ 
grams  using  JAVA  and  J2EE; 
implement  solutions  for  Web 
Security  using  SSL.  Req.  MS  or 
equivalent  in  CS  or  EE  with  3 
years  exp.  in  job  offered  or  as 
System  Engineer  or  Assistant 
System  Engineer.  Must  be  pro¬ 
ficient  in  OO,  SSL,  J2EE, 
RDBMS/Object  Database,  and 
XML.  40hr/wk,  9-5.  Java 
Certification  required.  $75,000/ 
yr.  Send  resume  to  BCA  at  2 1 80 
Satellite  Blvd.,  Suite  325, 
Duluth,  GA  30097. 


Software  Engineers  needed: 
Seeking  candidates  possessing 
MS/BS  or  equiv.  and/or  rel.  work 
experience.  Duties  include: 
Design,  develop  &  implement  IT 
workflow  solutions  for  the 
healthcare  industiy;  Write  soft¬ 
ware  packages  &  tools  and  pro¬ 
vide  technical  support  to  client 
websites.  Part  of  the  req.  rel. 
work  exp.  must  include  1  year 
working  with  C++,  Visual  Basic 
&  JAVA.  Mail  res.  &  ref.  to: 
Siemens  Medical  Systems,  51 
Valley  Stream  Pkwy.,  Attn: 
Mailcode  T06,  Malvern,  PA 
19355. 


Web  Designer-needed  to  main¬ 
tain  graphic  quality  of  web  sites 
and  manage  the  creation  and 
development  of  support  graph¬ 
ics,  redesign  and  branding  as 
well  as  perform  graphic  produc¬ 
tion  for  material,  including  art 
and  copy  layouts.  Competitive 
salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com  or 
send  your  resume,  to:  ESPN, 
HR  Dept-KP,  ESPN  Plaza, 
Bristol,  CT  06010.  EOE/AA/ 
M/F/D/V 


Computer  Consulting 
Co  seeks  program¬ 
mer  analysts  &  data¬ 
base  administrators. 
Bachelor's  +2yrs  IT 
exp.  Resume  to  Upp 
Business  Systems, 
3075  Highland  Park¬ 
way,  Downers  Grove, 
IL  60515. 


Sr  DBA  lead  teams  to  perform 
Oracle  database  admin,  on  Sun 
Solaris,  UNIX,  Linux,  Windows 
NT;  design/develop  client  server 
appls  using  Oracle,  PL/SQL, 
Dev  2000,  Crystal  Reports;  per¬ 
form  data  migration; 
design/review  logical/physical 
data  model  using  ERWin;  setup 
&  maintain  OLAP  databases  on 
Oracle  &  SQL  Server  using 
replication  tech;  propose/imple¬ 
ment  methodologies/best  prac¬ 
tices.  Require  M.S  or  foreign 
equiv  in  CS  or  Buss  Admin  with 
2  yrs  exp  in  IT.  High  salary.  F/T. 
Travel  reqd.  Resumes  to  HR, 
ChannelWave  Software,  Inc., 
One  Kendall  Square,  Suite  200 
Cambridge,  MA  02139 


Programmer  Analyst  II 

Database  design,  implementation, 
data  mining.  Web  design,  web  ap¬ 
plication  programming.  Project 
design,  implementation,  manage¬ 
ment.  ERP,  CRM  implementation 
&  customizing  for  HR.  Finance. 
Online  support  system  develop¬ 
ment.  M.S.  in  CS  or  rel.  &  1  yr. 
exp.  in  above  pos.  or  rel.  w/exp. 
in:  C++,  Visual  Basic,  Java,  ASP, 
XML,  Perl,  PHP,  HTML,  DHTML. 
JavaScript,  VBScript,  Unix.  Ora¬ 
cle,  SQL  Server,  Mysql,  IIS, 
Apache,  ERP,  CRM.  40.0  hr/wk. 
9-5.  Send  resume  to:  Linda  Harris, 
Recruiter,  lnterland.com,  Inc.,  303 
Peachtree  Center  Ave.,  Ste.  500, 
Atlanta,  GA  30303 


Software  Analyst  (Ocean- 
port,  NJ)  -  Analyze  user 
requirements,  procedures,  & 
problems  to  improve  existing 
systems.  Must  have  a  Bach. 
Deg.  in  Comp.  Sci.,  Eng'g  or 
related  field,  &  2  yrs.  exp.  in 
the  job  offered  or  in  a  soft¬ 
ware  quality  or  testing  occu¬ 
pation,  &  exp.  working  in  Java 
environment,  exp.  w/Win 
Runner,  Load  Runner,  &  Test 
Director  testing  tools.  EOE 
Resume  to  CommVault 
Systems,  Inc.:  thoffman@ 
commvaultsystems.com 


Software  Analyst  (Ocean- 
port,  NJ)  -  Analyze  user 
requirements,  procedures, 
&  problems  to  improve 
existing  system.  Must  have 
a  Bach.  Deg.  in  Comp,  Sci., 
Eng'g  or  related  field,  &  2 
yrs.  exp.  In  the  job  offered 
or  in  a  software  quality 
assurance  occupation  & 
exp.  w/  UNIX  &  SQL.  EOE 
Resume  to  ComrnVault 
Systems,  Inc.:  thoffman@ 
commvaultsystems.com 


Programmer  Analyst  need¬ 
ed  to  develop,  test  and 
implement  systems  for  on- 
air  product.  Competitive 
salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com 
or  send  your  resume,  to: 
ESPN,  HR  Dept-KP,  ESPN 
Plaza,  Bristol,  CT  06010. 
EOE/AA/M/F/DA/ 


SAP  Consultant  -  Waltham, 
MA.  Requires  ABAP  Mod¬ 
ule  with  experience  in 
Workflow,  SAPscript,  ALE, 
EDI,  Idoc.  Strong  communi¬ 
cation  skills  are  a  must  plus 
a  willingness  to  travel  100% 
within  US.  Send  resume 
ATT:  HR  Department,  Plaut 
Consulting,  Inc.,  1050 
Winter  Street,  Suite  2300, 
Waltham,  M A  02451. 

NO  PHONE  CALLS 


Sure 
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Software  Engineer 
University  Corporation  for 
Atmospheric  Research  (UCAR) 
seeks  a  Software  Engineer  to 
work  in  Boulder,  CO  and  other 
unanticipated  job  sites  in  the 
US.  Engage  in  full  life  cycle 
development  of  meteorological 
software  used  to  study  climate 
change.  Requires  a  Master's  in 
meteorology  or  computer  sci¬ 
ence;  2  years  in  software  devel¬ 
opment  of  meteorological  soft¬ 
ware  on  super  computers  using 
shared  memory  and  distributed 
system  techniques;  and  2  years 
utilizing  weather  prediction 
model  tools,  and  Perl,  Message 
Passing  Programming  (MPI), 
C/C++.  Respond  via  surface 
mail  only  to  Lara  Cervantes, 
UCAR,  PO  Box  3000,  Boulder, 
CO  80307-8709,  and  refer  to 
#0060WY. 


McData  Corporation  has  an  op¬ 
ening  in  our  Broomfield,  CO  office 
for  a  Sr.  Unix  Administrator  to 
serve  as  Unix/NT  system  adminis¬ 
trator  and  Oracle  database  admin¬ 
istrator  for  a  company  that  produ¬ 
ces  enterprise  switching  solutions. 
Successful  candidates  will  have  5 
yrs.  exp.  as  a  Unix  Administrator 
supporting  Solaris  2.6/7/8,  HP-UX 
7/8/10.20,  AIX  4.x  and  5  yrs.  exp. 
as  an  Oracle  DBA  supporting 
Oracle  RDBMS  versions  7  &  8. 
Candidates  must  also  have  work¬ 
ing  knowledge  of  Linux,  Free¬ 
BSD,  Windows  2000,  Sym-metrix 
and  Clariion  storage,  Ver-itas  Net 
Backup,  Veritas  Volume  Manager, 
Perl,  Apache,  DBI/DBD  and  Korn 
Shell.  Interested  candidates 
should  send  resumes  to  Pete 
Whittle,  McData  Corporation,  380 
Interlocken  Crescent,  Broomfield, 
CO  80021. 


Software  Engineer/Senior  (Multi¬ 
ple  Openings):  Bachelor's  or 
Master's  degree  in  related  field 
plus  6  months  to  2  yrs.  of  exp.  re¬ 
quired  depending  on  position. 
Research,  analyze,  design,  de¬ 
velop,  test,  diagnose,  debug  busi- 
ness/web  applications  using 
some  of  the  following:  EJB,  BEA 
WEB  LOGIC  APPLICATION 
SERVER,  WEBSPHERE,  JAVA, 
SERVLETS,  JSP,  ASP,  JAVA¬ 
SCRIPT,  JDBC,  RMI,  HTML. 
DB2,  POWER  BUILDER,  UML, 
RATIONAL  ROSE,  ORACLE,  SY¬ 
BASE,  UML,  C/C++,  SAP,  MS 
VISUAL  BASIC,  MS  SQL  SERV¬ 
ER,  MS  WINDOWS  NT,  UNIX,  & 
SUN  SOLARIS.  May  require  trav¬ 
el  to  client  sites.  Top  $$  +  bnfts. 
Mail  resume  to:  Yash  Technolo¬ 
gies,  Inc.  605  1 7th  Ave.,  Suite  #1 , 
East  Moline,  IL  61244. 


COMPUTERS 

EpicEdge,  an  e-business 
solutions  company  is  seeking 
an  e-commerce  application 
developer  at  its  Austin,  TX 
office  with  experience  in 
Websphere  JSEE  (java  stan¬ 
dard  edition)  v  3.5  or  higher 
(preferably  on  OS/390  plat¬ 
form).  MS  with  3/yrs  exp.  or 
BS  with  5/yrs  exp.  EpicEdge 
offers  a  competitive  salary 
with  great  benefits.  Respond 
by  resume  to  PB/HR,  5508 
Highway  290  West.  #300, 
Austin,  TX  78735 


EMTS  IV  -  Web  Technology: 

Lead  a  team  to  provide  conceptu¬ 
al  and  technical  solutions  to  com¬ 
plex  business  or  technical  prob¬ 
lems.  Provide  technical  expertise 
in  operating  systems  in  the  tele¬ 
communications  industry.  Design 
and  develop  business  process 
automation  systems  for  the  tele¬ 
communications  industry  on  cli¬ 
ent-server  architecture  using 
object-oriented  techniques  and 
software  development  utilizing 
C/C++,  Visual  Basic,  Oracle. 
Windows  NT  and  Unix.  Master's 
degre  or  equivalent  in  Computer 
Science  or  Engineering  required. 
One  year  of  experience  in  the  job 
offered  or  one  year  of  experience 
as  Engineer/Programmer/Ana¬ 
lyst  required.  One  year  of  pro¬ 
gressive  exerience  must  include 
experience  with  C/C++,  Visual 
Basic,  Oracle,  Windows  NT  and 
Unix.  The  employer  will  accept  a 
Bachelor's  degree  plus  five  years 
of  post-Bachelor's  progressive 
experience  as  equivalent  to  a 
Master’s  degree  plus  one  year  of 
experience.  $74, 000/year,  plus 
usual  corporate  benefits.  9-5,  40 
hrs./wk.  Send  two  copies  of 
resume  and  copy  of  advertisment 
to  New  Hampshire  Employment 
Security.  Job  Order#  2003-054, 
P.O.  Box  989,  Concord,  NH 
03302-0989.  Must  have  proof  of 
legal  authorization  to  work  in  the 
United  States. 


Seeking  qualified  applicants  for  the 
following  positions  in  Memphis, 
TN:  Senior  Systems  Planning  Ana¬ 
lyst.  Serve  as  a  project/team  lead¬ 
er.  Evaluate  systems  requirements 
and  develop  system  configurations 
to  ensure  corporate  objectives  are 
met.  Plan,  design,  analyze,  devel¬ 
op  and  implement  computer  sys¬ 
tems.  Requirements:  Bachelor’s 
degree*  in  computer  science,  MIS, 
engineering,  applied  science  or 
related  field  plus  5  years  of  experi¬ 
ence  in  computer  systems  devel¬ 
opment.  Experience  with  Visual 
Basic,  SQL  Server,  MVS/TSQ 
mainframe  development/interfac¬ 
ing  with  server  applications  also 
required.  ‘Master’s  degree  in 
appropriate  field  will  offset  2  years 
of  general  experience.  Submit 
resumes  to  Chris  Gibney,  Federal 
Express  Corporation,  2600 
Nonconnah,  Suite  191,  Memphis, 
TN  38132.  EOE  M/F/DA/. 


NET2S  is  a  leading  International 
Consulting  and  Engineering  firm 
specializing  in  communications 
technologies.  We  are  presently 
seeking  to  fill  the  following  posi¬ 
tions: 


Business  Analyst  (NYC) 
Develop  and  implement  marketing 
strategies.  Manage  sales  life  cycle 
including  client  presentations  and 
negotiations.  Oversee  project 
management  including  deploy¬ 
ment  and  roll  out.  Co-manage  pro¬ 
ject  center. 

Must  possess  excellent  communi¬ 
cation  skills  as  well.AII  positions 
require  BS/MS  degree  with  a  min¬ 
imum  of  2  to  3  years  of  experience 
in  the  field.  Must  possess  excel¬ 
lent  communication  skills  as  well. 


NET2S,  82  Wall  Street  Suite  400, 
New  York,  NY  10005;  Fax:  (212) 
279-  1960;  Phone  (212)  279-6565; 
or  Email:  iobus-nv@net2s.com 


IT  firm  in  NY  looking  for 
a  Sr.  Software  Deve¬ 
loper,  Strong  in  J2EE, 
Weblogic,  Oracle,  rela¬ 
tional  database,  Data 
modeling,  UML,  CVS. 
BS  in  computer  science 
or  related  field  with  2  yrs 
related  exper.  Send 
resume  to  jobs@boyle- 
software.com 


Sr.  Software  Engineer. 
Portsmouth.  NH:  Working  in 
high-paced  start-up  envrmt 
using  exp  w/embedded  s/ware 
systm  dvlpmt  on  LINUX  plat¬ 
form,  dsgn  &  dvlp  LINUX  operat¬ 
ing  systm  based  firmware  & 
s/ware  that  will  enable  Co's  next 
generation  protocol  agnostic 
Fibre  Channel  &  Ethernet  switch 
that  is  for  intended  use  w/in 
Storage  Area  Network  (SAN). 
Work  individually,  as  well  as  w/in 
team  that  is  implmtg  stndrds 
based  Fibre  Channel  switch  ser¬ 
vices  (FC-SW2  &  FC-GS3)  & 
LINUX  OS  functionality. 
Solutions  to  be  dvlpd  must  be 
thoroughly  tested  to  meet  5 
nines  (99.999%)  reliability.  Dsgn 
&  dvlp  firmware/s/ware  that  will 
allow  retrieval  of  target  images 
using  stndrd  protocols  (DHCP, 
TFTP)  &  that  will  allow  Fibre 
Channel  services  timers  to  be 
implmtd  as  part  of  FC-GS3  stan¬ 
dard,  using  exp  w/LINUX  kernel 
functionality,  as  well  as  dsgn  exp 
w/Pthreads  (POSIX  threads). 
Using  exp  w/Object  Oriented 
dsgn  &  dvlpmt  using  C++,  &  exp 
w/C  prgmg  lang,  dsgn  &  dvlp 
firmware  that  will  allow  configu¬ 
ration  &  downloading  of  Field 
Programmable  Gate  Arrays. 
Implmt  High  Availability 
Middleware  &  Virtual  IP  multi 
MAC  functionality  in  order  to 
allow  targets  to  failover  without 
reconfiguration  of  host  mgmt 
systms.  Dvlp  &  implmt  API  for 
NVRAM  access  to  allow  mes¬ 
sages  to  be  stored  locally  on  an 
embedded  systm  running  LINUX 
OS.  Support  scheduler  algo¬ 
rithm  dvlpmt  team  by  dvlpng  test 
routines  (using  C,  C++  or  any 
other  suitable  lang)  to  test  func¬ 
tionality  of  crossover-switch's 
switching  algorithm.  Dvlp 

InstallShield  based  installation 
prgms  for  Co's  products  that  run 
on  MS  Win  using  exp  w/dvlpng 
installation  scripts/tools.  Provide 
assistance  in  testing  s/ware  for 
security  holes  &  vulnerabilities 
using  exp  w/Network  Security  & 
Intrusion  Detection.  Spvr: 

Principal  S/ware  Engr.  $78K/yr, 
40  hr/wk,  8a-6p.  Educ:  Masters 
or  foreign  equiv  in  Comp  Sci, 
Engg,  Electronics  or  related 

tech'l  field.  Exp:  3  yrs  in  job  offd 
or  3  yrs  in  pos  involving  s/ware 
dsgn  &/or  dvlpmt  using  C  &/or 
C++;  within  3  yrs  of  exp,  must 
also  have  2  yrs  exp 
w/Embedded  s/ware  systm 

dvlpmt  on  LINUX  platform;  with¬ 
in  3  yrs  exp,  must  also  have  1  yr 
exp  w/following:  Multithreaded 
modules  or  applies  using  POSIX 
threads  (Pthreads);  Dvlpg 

Installation  Scripts/Tools  using 
InstallShield;  Network  Security  & 
Intrusion  Detection;  &  Object 
Oriented  dsgn  &  dvlpmt  using 
C++  (Exp  may  be  gained  con¬ 
currently).  Applicants  must  send 
2  copies  of  resume/ltrs  of  applic 
to  J0#2003-073,  P.O.  Box  989, 
Concord,  NH  03302-0989. 


IT  Technical  Support  Specialist  II 

Providing  troubleshooting  of  hard¬ 
ware/software  problems;  construct¬ 
ing  &  maintaining  dynamic  web 
pages;  providing  server  support  for 
Windows  NT,  2000  platforms;  up¬ 
dating  existing  software;  participat¬ 
ing  in  various  cross-functional  pro¬ 
jects;  applications  development; 
providing  on-call  support  for  critical 
applications  problems;  providing 
support  of  specialized  systems 
maintained  by  the  Business  &  Fi¬ 
nance  division,  maintaining  dynam¬ 
ic  web  pages  using  XML/  ASP,  pro¬ 
viding  Point  of  Sale  Support.  B.S.  in 
CS  or  rel.  w/ability  to  use  C,  C++. 
HTML,  Unix,  WinNT  4.0,  Win2000, 
VB.  Must  have  certificates:  A+ 
Certified  Professional,  &  Peoplesoft 
Query  End-User  Training  Certifi¬ 
cate,  and  be  proficient  in  Cougar 
Mountain,  Griffin  Diebold  etc, 
Nebraska  Bookstore.  40.0  hr/  wk. 
8-5.  Send  resume  to  Stephanie 
Rooks,  HR  Director,  State 
University  of  West  Georgia.  1601 
Maple  Street,  Carrollton,  GA  30118. 


Kanbay  is  a  premier  global 
systems  integrator  that 
provides  high-quality,  high- 
value  solutions  to  the 
insurance,  banking,  credit 
card,  consumer  lending  and 
securities  industries.  V\te 
provide  a  complete  lifecycle 
of  services  including 
program  management, 
business  analysis,  . 
technology  planning, 
architecture,  application 
development,  maintenance 
and  support.  Our 
specialized  services  include 
business  intelligence, 
package  selection, 
customization  and 
implementation. 

The  following  opportunities 
are  based  at  our  corporate 
headquarters  in  Chicago 
and  locations  nationwide. 
We  are  seeking  candidates 
with  technical  skills  in:  JAVA, 
J2EE,  OOAD,  WebSphere, 
XML,  COBOL,  CICS,  DB2, 
JCL,  and  VisionPlus 
expertise  in  an  MVS 
environment. 

•  Project  Managers 

•  Technical  Architects 

•  Project  Leads 

•  Sr.  Programmer/ 
Analysts 

For  consideration,  forward 
response  to:  Kanbay,  Inc., 
6400  Shafer  CL,  Suite  100, 
Rosemont,  IL  6001 8.  Fax: 
847-318-0784.  Email: 
rstewart@kanbay.com. 
Please  reference  code 
CW1202  in  all. 
correspondence.  Kanbay  is 
an  Affirmative  Action 
Employer/EOE 
organization. 


Kanbay 

www.kanbay.com 


SOFTWARE  ENGINEER  to  pro¬ 
vide  on-site  consultancy  in  analy¬ 
sis,  design,  development,  imple¬ 
mentation,  customization  and 
maintenance  of  B2B,  client/server, 
distributed  and  web  based  applica¬ 
tion  software  using  Microsoft  and 
Sun  technologies,  WebMethods, 
Trading  Network,  Java,  JSP,  Java 
Servlets,  SQL  Server,  Windows 
and  Sun  Solaris.  Require:  B.S.  (or 
equivalent)  in  Computer  Science/ 
Electronics  Engineering  and  four 
years  experience  in  the  job  offered 
or  any  experience  providing  skills 
in  described  duties.  40%  travel  to 
client  locations  within  the  United 
States  required.  Competitive  sala¬ 
ry  and  benefits,  8  am  to  5  pm,  M-F. 
Apply  with  resume  to:  Vice 
President,  Frontline  Consulting 
Services,  Inc.,  8701  Mallard  Creek 
Road,  Charlotte,  NC  28262. 


10* 


Kama  Consulting  Inc. 
TOP  $$'s,  W2  or  1099 


We  are  a  fast  growing 
Consulting  company  based 
in  New  Jersey. 
Excellent  opportunities  for 
Programmers. 
Systems  Analysts,  DBAs. 


Sun  Solaris  System  Admins. 

Natural,  Powerbuilder, 
ADABAS,  ORACLE,  SYBASE, 
PROGRESS,  COBOL 
TCP/IP,  Delphi/VB,  Windows  NT 

Send  your  resume  to 
Rod  McFadden 
Kama  Consulting 
Fax:201-934-7166 
Email:Kamaco@aol.com 
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IT  CAREERS 


Information  Technology 

Clinical  Database 
Programmer 

GlaxoSmithKline,  an  internation¬ 
al  producer  of  pharmaceuticals 
and  consumer  healthcare  prod¬ 
ucts,  is  seeking  an  individual  to 
serve  as  Clinical  Database  Pro¬ 
grammer  at  its  research  and  de¬ 
velopment  facility  in  Parsippany, 
New  Jersey.  Principal  duties  are 
to  provide  database  manage¬ 
ment  and  programming  skills  for 
clinical  trial  database  systems 
utilizing  Oracle  8i,  SQL,  SQL* 
Plus  and  PL/SQL;  review  proto¬ 
cols  for  proper  data  capture; 
develop  edit  checks  to  be  per¬ 
formed  on  a  clinical  database; 
and  develop  methodologies  and 
relevant  documentation  to  com¬ 
ply  with  Standard  Operating  Pro¬ 
cedures  (SOPs)  and  Good  Clini¬ 
cal  Practices  (GCP),  Internation¬ 
al  Conference  on  Harmonisation 
(ICH)  and  Federal  Drug  Admin¬ 
istration  (FDA)  validation  require¬ 
ments. 

Position  requirements  are  a  B.S. 
in  Computer  Science,  Electron¬ 
ics  and  Communications  Engin¬ 
eering  or  a  related  discipline  and 
2  years  experience  in  the  job 
offered  or  2  years  of  experience 
in  the  related  occupation  of  Clin¬ 
ical  Software  Engineer  including 
experience  in  (i)  designing  clini¬ 
cal  databases;  (ii)  managing  clin¬ 
ical  databases;  (iii)  developing 
edit  check  procedure  to  ensure 
accuracy  and  consistency  of  clin¬ 
ical  data;  and  (iv)  developing  and 
implementing  systems  to  auto¬ 
mate  data  quality  process.  Must 
have  demonstrated  working  kno¬ 
wledge  of  GCP/ICH  and  FDA  val¬ 
idation  requirements  including 
Electronic  signatures  (Title  21, 
CFFt,  Part  11)  and  MedDRA  dic¬ 
tionary  for  coding  Adverse 
Events  and  Medical  Conditions; 
must  also  be  proficient  in  the  use 
of  Oracle  8i,  SQL,  SQL*  Plus  and 
PL/SQL. 

GlaxoSmithKline  is  dedicated  to 
an  innovative  workplace  and 
supports  you  with  career  long 
opportunities  and  learning.  We 
offer  a  competitive  benefits  and 
compensation  package  designed 
to  attract  and  retain  the  very 
best.  For  more  information  re¬ 
garding  this  opportunity,  confi¬ 
dential  consideration  and  effi¬ 
cient  processing  of  your  resume, 
visit  our  Web  site:  www.gsk.com, 
indicating  Req  ID:  7302  is  essen¬ 
tial  to  search.  Principals  only,  no 
agencies  please. 

Developing  talent  through  equal¬ 
ity  of  opportunity,  M/F/D/V. 

Together  we  can  make  life  better. 

GlaxoSmithKline 


Systems  Analyst/Tech¬ 
nologist  Needed.  Seeking 
qual.  candidates  possessing 
a  BS  or  equiv.  and/or  rel. 
work  exp.  Duties  include: 
analzye  and  develop  com¬ 
puter  software  systems  in  a 
business  environment.  Imp¬ 
lement  software  solutions. 
Work  w /  java,  C++,  ASP  and 
Perl.  Must  be  willing  to  travel 
and  relocate.  Mail  res.  and 
ref.  to  Razorfish,  Inc.,  169 
11th  St.  San  Francisco,  CA 
94103.  ATTN:  HR 


Tech  Systems  Inc.  is 
hiring  all  levels  of: 
Programmers, 
Programmer  Analysts 
&  Software  Engs, 
Software  consultants. 
Send  resumes  to 
37481  Maple  Street, 
Suite  L,  Fremont,  CA- 
94536.  Will  be  placed 
at  unanticipated  client 
sites  nationwide. 


COMPUTER/IT 

Senior  SAP  System  Security 
Analyst  (multiple  openings). 
(Troy.  Ml).  Req.  a  Bach.'s 
degree  (or  equiv.  foreign  educ.) 
in  computer  science,  business 
admin.,  or  management  info, 
systems,  and  1  yr.  of  exp.  in  the 
job  offered  or  1  yr.  of  exp.  in  the 
development  and  configuration 
of  security  features  of  SAP  Ft/3 
modules  (version  3.1  H  or  high¬ 
er).  All  stated  exp.  must  involve 
the  following:  SAP  R/3  security 
development  and  configuration 
using  SAP  profile  generator; 
transport  of  security  develop¬ 
ments  util.  CTS  (Correction  and 
Transport  System)  change  man¬ 
agement;  &  development  and 
configuration  of  three  of  the  fol¬ 
lowing  SAP  R/3  modules: 
Human  Resources  (HR), 
Materials  Management  (MM), 
Financial  &  Controlling  (FICO), 
and  Production  Planning  (PP). 
Exp.  must  include  one  full  lifecy¬ 
cle  of  SAP  FV3  security  imple¬ 
mentation.  In  lieu  of  a  Bach.'s 
degree  (or  equiv.  foreign  educ.), 
will  accept  2  additional  yrs.  of 
stated  exp.  Engage  in  SAP  R/3 
security  implementation  over  a 
full  lifecycle.  Develop  and  con¬ 
figure  security  features  of  SAP 
FI/3  modules  (version  3.1  H  or 
higher),  including  HR,  MM, 
FICO,  and  PP  modules.  Full¬ 
time  position.  Apply  with  resume 
to  LaWanda  White,  Delphi 
Corporation,  5825  Delphi  Dr., 
Troy,  Ml  48098.  EOE. 
Reference  #0109  when  apply¬ 
ing. 


COMPUTER/IT 

RICE  Technical  Team  Lead. 
(Troy,  Ml).  Req.  a  Bachelor's 
degree  (or  equiv.  foreign  educ.) 
in  computer  science,  info,  sys¬ 
tems,  or  an  engineering  field, 
and  2  years'  exp.  in  the  job 
offered  or  2  years'  exp.  in  the 
development,  implementation, 
and  support  of  SAP  Ft/3  Sales 
and  Distribution  (S&D), 
Materials  Management  (MM), 
and  Production  Planning  (PP) 
modules  using  ABAP/4.  All  stat¬ 
ed  exp.  must  involve:  configura¬ 
tion,  set-up,  and  customization 
of  SAP  Ft/3  Auto  (version  2.0  or 
higher);  interface  of  SAP  R/3 
with  CrossWorlds  and  Mercator; 
use  and  configuration  of  ALE; 
and  performance  tuning  of  SAP 
Ft/3  transactions  and  programs. 
Must  have  led  one  full  life-cycle 
of  SAP  R/3  S&D,  MM,  and  PP 
modules  development.  Lead 
functional  activity  of  team 
engaged  in  development,  imple¬ 
mentation,  and  support  of  SAP 
Ft/3  S&D,  MM,  and  PP  modules 
over  a  full  life-cycle  using 
ABAP/4.  40  hrs./wk.  8:00-5:00. 
Apply  with  resume  to  LaWanda 
White,  Delphi  Corporation,  5825 
Delphi  Drive,  Troy,  Michigan 
48098.  EOE.  Reference  #0725 
when  applying. 


Systems  Analyst:  Analyze,  de¬ 
sign,  develop,  test,  implem  & 
support  Metaphase  3.1  &  Other 
PDM  packages,  manufacturing 
planning  &  production  systems, 
engg  automation  systems.  De¬ 
velop  interfaces,  customize 
modules,  performance  impro¬ 
vements,  create  business  ob¬ 
jects,  prepare  documentation. 
Envir:  Oracle  7.3,  C,  C++,  SQL, 
SQR.  BS  in  Comp  Sci,  Comp 
Engg,  Mech  Engg  or  Electron¬ 
ics  or  Electrical  Engg  w/2  yrs 
exp  in  job  offered  or  as  Pro¬ 
grammer  Analyst/Systems  Co¬ 
nsultant.  Degree  may  be  equiv. 
40  hrs/wk,  8am-5pm,  $64,500/ 
yr.  Send  resumes  to  Reference 
No.  202913.  MDCD/ESA,  PO 
Box  11170,  Detroit,  Ml  48202. 
Employer  Paid  Ad. 


Positions  opening  for  Java  Prog¬ 
rammers,  Internet/Web  Program¬ 
mers,  Database/Oracle  Prog¬ 
rammers,  Capstone  Consultants 
&  Network  Engineers/Administr¬ 
ators.  Database  Admin/Program¬ 
mers:  must  have  B.S.  C/S  or 
Engg.  or  Electronics  Engg.  &  2 
yrs.  exp.  in  SQL  Navigator.  For- 
tis,  Vista,  HP-Unix  Hi,  Oracle  8i, 
SQL'NET,  PVCS  Version  Mana¬ 
ger;  Capstone  Consultant:  must 
have  B.S.  or  Assoc.  Degree  in 
C/S  or  Engg.  or  Chem.  with  min. 
6  months  professional  training  in 
C/S  or  C/A  &  2  yrs.  exp  in  HNC 
Capstone,  Matlab,  Mathcad, 
Labview,  Mini-tab,  Borland  Tur¬ 
bo  C++,  Object  Manager,  HP 
Unix;  Java  Programmers:  must 
have  B.S.  in  C/S  or  Engg.  (any 
branch)  &  2  yrs.  exp.  in  Java, 
JSP,  EJB,  HP-Unix  v,  Borland 
Turbo  C++,  Object  Manager; 
Network  Engineers/Administrat¬ 
ors  must  have  B.S  or  Assoc. 
Degree  in  C/S  or  Engg.  (any 
branch)  or  Math,  with  min.  6 
months  professional  training  in 
C/S  or  C/A  &  2  yrs.  exp.  Res¬ 
umes  only  to  HR,  American 
Cybersystems,  Inc.,  100 
Crescent  Center  Pkwy.,  Ste.  290, 
Tucker,  GA  30084. 


TECHNICAL  SERVICES  MAN¬ 
AGER  to  perform  detailed  study 
and  analysis  of  business  pro¬ 
cesses  of  client  companies  to 
recommend  IT-based  BPR  strate¬ 
gies  for  optimizing  efficiency; 
Develop  functional  specifications 
of  sales  applications  for  planning, 
control  and  MIS;  Establish  work 
plan,  staffing  needs,  arrange 
technical  recruiting  and  assign¬ 
ment  of  personnel  for  BPR  and 
software  development  projects 
utilizing  technical  background  in 
BPR,  as  well  as  C++,  Java,  J2EE, 
Jdeveloper,  XML,  WebLogic, 
WebSphere,  Tomcat,  Oracle,  Vis¬ 
ual  Basic.net,  ASP.net,  ADO.net 
with  SQL  Server  Database  on 
UNIX  operating  system.  Require; 
M.S.  degree  in  Computer 
Science,  Business  Administration 
/Management,  or  a  closely  relat¬ 
ed  field,  with  two  years  of  experi¬ 
ence  in  the  job  offered.  Exten¬ 
sive  travel  on  assignments  to  var¬ 
ious  client  sites  within  the  U.S.  is 
required.  Competitive  salary 
offered.  Send  resume  to:  Shri 
Gangal,  Syspro  Technologies, 
Inc.,  3091  Holcomb  Bridge  Rd., 
Suite  H2,  Norcross,  GA  30071; 
Attn:  Job  SS. 


Calif,  based  IT  co.  has 
openings  at  its  Torrance 
office  and  unanticipated 
client  sites  across  the  US 
for  Programmer/Analysts, 
Software  Engineers  and 
Business  Development 
Consultants.  Send  re¬ 
sume  with  salary  history 
and  requirements  to  RJT 
Compuquest,  23430 
Hawthorne  Blvd.,  #305, 
Torrance,  CA  90505  Attn: 
Suzanne 


Next  Generation  Profes¬ 
sionals  are  hiring  all  lev¬ 
els  of  Oracle  Application 
DBAs  and  other  IT  Profes¬ 
sionals.  Senior  Level  Ora¬ 
cle  Application  DBAs'  re¬ 
quire  Masters/equiv  and  3 
yrs  of  exp  or  Bach/equiv 
and  5  yrs  exp.  Job  loca¬ 
tion:  Tustin,  CA,  but  may 
be  placed  at  client  sites 
nationwide.  Send  resum¬ 
es  to  Next  Generation 
Professionals,  10  Valente, 
Irvine,  CA  92602. 


IT  CAREER 
OPPORTUNITIES 


CSC  has  the  following  positions 
available  in  Massachusetts: 

•  ERP  Program  Director 

•  ERP  Product  Specialist 

We  offer  excellent  compensation 
and  a  comprehensive  benefits 
package.  Positions  may  require  BS, 
MS,  relevant  experience,  or  combi¬ 
nation  of  education  and  experience 
based  on  the  level  of  position. 
National  travel  of  up  to  100%  may 
be  required.  Please  forward  resume 
to:  S.  Neer,  5885  Landerbrook  Dr., 
#300,  Cleveland,  OH  44124.  Must 
indicate  job  title  in  cover  letter. 
HTTP://CAREERS.CSC  COM 


CONSULTING  •  SYSTEMS  INTEGRATION  .  OUTSOURCING 


Multiple  positions  for  IT  profes¬ 
sionals  with  min.  2  yrs.  industry 
exp.  in  (a)  or  (b)  or  (c)  or  (d)  or  (e) 
or  (f).  (a)  Oracle  Applications  Hi, 
FoxPro,  Pro*C,  SQR.  Linux;  (b) 
VAX/VMS,  Citrix,  T-SQL,  PWS, 
Site  Server,  Unix,  MTS,  SQR;  (c) 
ULTFtA2  SCSI,  Citrix  Metaframe, 
Cluster  Aware  SQL  2000,  Linux, 
Security  Software,  Prism;  (d) 
Logical  Data  Modeling  &  Value 
Analysis,  Sun  Solaris,  CRM, 
Oracle  Applications,  Oracle  Ex¬ 
press,  SCO  Unix;  (e)  Seagate, 
XSLT,  DTD,  DOM.  SDLC,  MTS 
2.0;  (f)  XSLT,  XSL  Duration,  MTS, 
Cold  Fusion,  VSS,  COM+.  MS  or 
BS  or  equiv.  CS  or  Engg.  (any 
branch)  or  Math  reqd.  Foreign 
educ.  equiv.  accepted.  Travel/ 
relocation  essential.  Please  send 
resumes  to  1955  Cliff  Valley  Way 
Suite  235A,  Atlanta,  GA  30329. 


SOFTWARE  ENGINEER  to 
design,  develop,  customize, 
implement  and  test  software, 
databases,  and  web-based 
applications  using  VB,  C/C++, 
COM/COM+,  SQL,  XML,  SQL 
Server,  Access,  ASP,  VB  Script 
and  Java  Script  under  Windows 
2000/NT/XP  operating  systems. 
Require:  M.S.  degree  in 
Computer/Information  Science, 
or  a  closely  related  field  with  two 
years  of  experience  in  the  job 
offered.  Competitive  salary 
offered.  Apply  by  resume  to: 
Tyler  Clinch,  Intellithought,  125 
Broad  Street,  Kingsport,  TN 
37660;  Attn:  Job  ZL. 


Positions  opening  for  IT 
Professionals  who  must 
have  B.S.  in  C/S  or  Engg. 
(any  branch)  &  2  yrs.  exp. 
using  ERSI,  TaskMAte, 
GIS,  Unix  SVR4,  HP-UX, 
IRMX,  VxWorks,  C++, 
CORBA,  etc.  Foreign  educ. 
euiv.,  accepted.  Travel/ 
relocation  required.  Ps. 
Send  resume  to  Global 
Resources  Management, 
Inc.,  1510  Red  Cliff  Drive, 
Tampa,  FL  33625. 


Just  point  your  mouse  to  the 
world’s  best 
IT  careers  site. 


Brought  to 
you  by 

Computerworld,  Info  World 
and  Network  World. 

Find  out  more. 

Call  your 

ITcareers  Sales  Representative 
or  Nancy  Percival, 
1-800-762-2977 


Where  the  best 
get  better 
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Wireless 

tem  was  designed  to  help  the 
agency  and  the  California 
Highway  Patrol  monitor 
bridges  and  tunnels  for  poten¬ 
tial  security  problems.  The 
cameras  are  being  deployed  to 
“watch  for  anyone  who  should 
not  be  there,”  Bayol  said. 

He  added  that  Caltrans 
chose  wireless  links  instead  of 
fiber-optic  cable  because  of 
cost  issues  and  the  vast  dis¬ 
tances  that  the  network  needs 
to  span  in  order  to  reach  all 
the  bridges  and  tunnels. 

David  Brown,  a  division 
manager  at  Sacramento,  Calif.- 
based  Royal  Electric  Co.,  the 
prime  contractor  on  the  BASE 


project,  agreed  that  cost  was  a 
decisive  factor  in  prompting 
Caltrans  to  opt  for  wireless 
links. 

In  an  unrelated  project,  Roy¬ 
al  Electric  recently  installed  a 
3-mile  fiber  link  across  one 
Bay  area  bridge  at  a  cost  of 
about  $3  million,  Brown  said. 
He  estimated  that  it  would 
cost  $30  million  to  $40  million 
just  to  put  fiber-optic  cables 
on  all  the  bridges  and  tunnels 
that  will  be  covered  by  the 
BASE  wireless  system. 

Layers  of  Complexity 

Open  Computing  Platforms 
Inc.  in  Moorpark,  Calif.,  han¬ 
dled  the  wireless  systems  inte¬ 
gration  work  for  Caltrans. 

CEO  Steve  Williams  described 
the  BASE  project  as  one  of  the 


most  complex  that  Open  Com¬ 
puting  has  ever  done. 

The  complexity  resulted 
from  factors  such  as  the  size 
of  the  network  and  the  need  to 
install  numerous  links  that 
cross  water,  which  can  cause 
multipath  distortion  of  wire¬ 
less  signals,  Williams  said.  He 
added  that  the  project  also  re¬ 
quired  extensive  frequency 
coordination  to  ensure  that 
there  won’t  be  any  interfer¬ 
ence  between  the  BASE  sig¬ 
nals  and  other  wireless  trans¬ 
missions. 

That  process  was  further 
complicated  by  the  fact  that 
BASE  uses  a  mix  of  licensed 
and  unlicensed  spectrum,  with 
most  of  the  wireless  systems 
operating  in  the  unlicensed 
5-GHz  band,  Williams  said. 


Multiple  levels  of  wireless 
security  protections  are  being 
installed  in  an  attempt  to  en¬ 
sure  that  the  BASE  technology 
can’t  be  penetrated  by  unau¬ 
thorized  users,  he  noted.  The 
protections  include  the  use  of 
Triple  Data  Encryption  Stan¬ 
dard  algorithms  on  the  signals 
sent  by  the  video  cameras,  as 
well  as  virtual  LANs  and  the 
IPsec  protocol  to  provide  ad¬ 
ditional  encryption  and  user 
authentication  capabilities. 

In  addition,  Williams  said 
the  Proxim-based  wireless 
subscriber  units  that  are  being 
attached  to  the  video  cameras 
have  built-in  Global  Position¬ 
ing  System  receivers.  The 
receivers  broadcast  the  geo¬ 
graphic  coordinates  of  each 
wireless  unit  to  Proxim-built 


base  stations  at  the  bridges.  If 
a  subscriber  unit  is  moved,  the 
base  station  won’t  accept  sig¬ 
nals  from  the  new  coordi¬ 
nates,  he  said. 

Video  camera  images  are 
transmitted  via  wireless  links 
to  the  point-to-multipoint 
base  stations,  which  in  most 
cases  are  connected  by  Ether¬ 
net  to  point-to-point  wireless 
transmitters  that  are  also 
made  by  Proxim. 

Ken  Haase,  director  of  prod¬ 
uct  marketing  at  Proxim’s 
WAN  division,  said  the  com¬ 
pany’s  equipment  operates  in 
the  same  frequency  band  as 
802.11a  wireless  LANs.  But,  he 
said,  the  Proxim  technology 
uses  proprietary  protocols  to 
help  boost  security  and 
throughput  levels.  I 


Continued  from  page  1 

Homeland 

utives  from  other  companies 
in  an  effort  to  leverage  the  pri¬ 
vate  sector’s  experience  in 
managing  enterprise  mergers. 
But  HP  and  Compaq  “had  six 
to  nine  months  to  do  due  dili¬ 
gence  to  investigate  each  oth¬ 
er  to  see  what  they  were  get¬ 
ting  their  hands  on,”  said 
Shepherd,  who  is  director  of 
information  integration. 

“Then  they  had  a  full  year 
with  a  transition  team  of  1,000 
of  the  best  people  working  full 
time  to  stand  it  up,”  he  noted. 

In  contrast,  the  homeland 
security  bill  “was  passed  at  the 
end  of  November,  and  the 
headquarters  will  be  opera¬ 
tional  by  the  end  of  February. 
That’s  90  days,”  said  Shep¬ 
herd.  “This  is  going  to  be  an 
evolutionary  process.  It’s  go¬ 
ing  to  be  continuous,”  he  ex¬ 
plained,  adding  that  the  enter¬ 
prise  architecture  being  stud¬ 
ied  as  the  basis  of  the  nation¬ 
wide  homeland  security  effort 
“is  never  complete.” 

As  a  result,  the  White 
House  is  taking  a  phased  ap¬ 
proach  that  consists  of  several 
near-term  projects,  such  as 


consolidating  terrorism  watch 
lists,  developing  an  integrated 
e-mail  and  directory  system, 
installing  a  secure  videocon¬ 
ferencing  infrastructure  and 
expanding  secure  network 
connectivity. 

However,  there  are  many 
other  immediate  challenges 
facing  the  new  department 
that  make  the  HP/Compaq 
merger  look  like  a  handshake 
agreement  between  two  mom- 
and-pop  shops. 

For  example,  there  are  now 
more  than  22  human  resources 
systems  within  the  22  federal 
agencies  that  will  become  part 
of  the  new  department,  said 
Shepherd.  In  addition,  dozens 
of  databases  from  law  enforce¬ 
ment  and  intelligence  agen¬ 
cies,  the  U.S.  Customs  Service 
and  the  biomedical  and  health 
community  “are  not  mutually 
accessible,”  he  said. 

Ira  Winkler,  chief  security 
strategist  at  HP,  said  the  gov¬ 
ernment  is  likely  not  looking 
at  the  HP/Compaq  merger 
from  a  security  perspective, 
but  rather  is  focusing  on  how 
to  reduce  redundancies  and 
streamline  staffing. 

“In  the  case  of  HP  and  Com¬ 
paq,  we  had  duplication  of  ef¬ 
fort,  which  was  the  big  thing 


Merger 

Comparison 

HP/COMPAQ  (2001-02) 

■  Announced  Sept.  3, 2001 

■  18-month  transition 

■  140,000  employees 

■  Two  primary  headquarters 

■  Four  operating  units 

■  Operating  income:  $3.9 B 

DEPARTMENT  OF  HOMELAND 
SECURITY  (2003) 

■  Bill  passed  Nov.  25, 2002 

■  Headquarters  to  be  established 
March  1,2003 

■170,000  employees 

■  22  federal  agencies 

■  Budget:  Approximately  $37B 

■  Will  eventually  connect  all  state 
and  local  governments,  emergen¬ 
cy  responders  and  health  care  or¬ 
ganizations 

that  Wall  Street  was  watch¬ 
ing,”  said  Winkler. 

But  the  more  formidable 
challenge  remains  the  poten¬ 
tial  clashes  that  could  occur 
between  the  “22  distinct  cul¬ 


tures”  that  must  come  together 
to  form  the  headquarters,  said 
Shepherd.  “We  need  to  make 
all  of  these  people  in  the  short¬ 
est  possible  time  frame  feel 
that  they  are  integral  parts  of 
the  new  department,”  he  said. 

Given  these  and  other  chal¬ 
lenges,  a  nationwide  home¬ 
land  security  information¬ 
sharing  capability  that  encom¬ 
passes  federal,  state  and  local 
governments  plus  the  private 
sector  could  take  as  little  as  a 
couple  of  years  to  complete 
“or  as  long  as  never,”  said 
Steven  Aftergood,  an  analyst 
at  the  Federation  of  American 
Scientists  in  Washington. 

“The  technological,  proce¬ 
dural  and  security  obstacles 
can  all  be  overcome  in  a  rea¬ 
sonable  period  of  time,”  he 
said.  “But  as  long  as  individual 
agencies  feel  they  are  in  com¬ 
petition  with  one  another  for 
budget  dollars,  official  favor  or 
public  esteem,  there  will  be  a 
temptation  to  hoard  informa¬ 
tion  or  to  disclose  selectively.” 

And  the  challenges  could 
get  even  more  sticky  and  re¬ 
quire  several  rounds  of  new 
legislation  from  Congress  to 
solidify  the  agency’s  role,  said 
John  Woodward,  a  former  CIA 
officer  who  is  now  a  senior 


policy  analyst  at  Rand,  a  think 
tank  in  Arlington,  Va.  For  ex¬ 
ample,  the  new  department 
will  absorb  17  labor  unions,  15 
pay  systems  that  are  different 
from  the  standard  civil  service 
system,  and  at  least  10  distinct 
hiring  systems,  Woodward 
said.  “The  implementation  of 
the  new  department  will  be  an 
extremely  complex  task  and 
will  ultimately  take  years  to 
achieve,”  he  said. 

And  while  studying  the 
HP/Compaq  merger  is  a  good 
idea,  no  amount  of  prepara¬ 
tion  guarantees  success,  said 
Mark  Lobel,  a  senior  analyst  at 
PricewaterhouseCoopers.  “We 
will  have  a  functional  struc¬ 
ture  and  hopefully  better  inte¬ 
gration  and  information-shar¬ 
ing  by  March  1,”  said  Lobel. 
“But  I  know  from  watching 
very  large  corporate  mergers 
that  some  of  them  take  years 
to  realize  the  full  benefits.”  I 


Correction 

IN  OUR  DEC.  2  “Cool  Stuff 
feature,  the  hard-disk  capacity 
options  for  the  Apple  iPod  were 
misstated.  The  iPod  is  available 
in  56B,  10GB  and  20GB 
versions. 
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FRANK  HAYES  ■  FRANKLY  SPEAKING 


Better  to  Give . . . 

HIEF,  WE’VE  GOT  A  PROBLEM,”  called  the  elf 
m  ^  pushing  the  cart  stacked  high  with  brightly 

I  wrapped  packages.  Santa  put  down  his  pen, 

j  pushed  his  glasses  up  on  his  forehead  and  sat 
back  in  his  chair.  It’s  been  nothing  but  problems 
this  year,  he  thought.  That  new  inventory  management  system  is 
working  fine,  but  certain  elves  really  shouldn’t  have  been  given  the 
ability  to  stock  up  on  toys  with  just  a  single  click. 


Now  every  passing  fad  has  left  the  North 
Pole  workshop  awash  in  action  figures.  First, 
Gunther  had  put  in  a  big  order  for  Spider-Man 
toys  when  that  movie  came  out.  But  now  it  was 
passe.  “Then  he  loaded  up  on  Jar  Jar  Binks 
dolls,”  Santa  grumbled  aloud.  “Even  I  knew 
that  one  was  played  out  years  ago.” 

“Gunther’s  at  it  again,”  said  the  elf,  parking 
the  cart.  “He  decided  to  kill  the  order  for  Harry 
Potter  figures.  Which  reminds  me,  are  you 
done  with  the  gift  list  for  all  the  IT  wizards?” 

“Not  yet,”  said  Santa.  “What  do  I  get  for  Bill 
Gates?  That’s  my  biggest  headache  every  year.” 

“Give  him  two  Tablets  and  tell  him  not  to 
call  you  in  the  morning,”  cracked  the  elf.  “Aw, 
don’t  give  me  that  pained  look,  big  guy.  How 
about  a  TiVo?  It  looks  like  Microsoft’s  new  anti¬ 
trust  trial  with  Judge  Frederick  Motz  is  gonna 
be  a  replay  of  the  one  with  Thomas  Penfield 
Jackson,  and  that  way,  Gates  can  watch  history 
repeat  itself.  Anyone  else  giving  you  trouble?” 

“Larry  Ellison,”  said  Santa.  “He  really  wants 
the  America’s  Cup  this  year.” 

“Give  him  a  life  preserver  —  he  got  voted  off 
the  yacht,  remember?”  said  the  elf.  “And  once 
they  replaced  him  with  a  professional  sailor, 
they  won  11  straight  races.  Who  else?” 

“The  new  retirees,  Lou  Gerstner  and  Charles 
Wang,”  Santa  said,  poring  over  his 
list.  “With  all  of  Computer  Associ¬ 
ates’  legal  troubles,  Wang  could  use 
immunity  from  prosecution.” 

“Didn’t  IBM  used  to  have  signs  in 
all  its  offices  that  said  ‘Think’?” 
asked  the  elf.  “Make  up  one  for  Lou 
to  hang  over  his  desk  that  says 
‘Thwim.’  And  there’s  gotta  be  a  per¬ 
fect  gift  for  Michael  Capellas,  now 
that  he’s  trying  to  do  for  WorldCom 
what  he  did  for  Compaq.” 

“You  mean,  get  HP  to  buy  it?” 

Santa  asked  wryly.  “A  few  prepaid 
phone  cards  for  him.  And  we’ll  get 


Scott  McNealy  and  Linus  Torvalds  a  table 
hockey  game  to  share,  since  Sun  is  going  to 
have  to  learn  to  play  nicely  with  Linux.  What 
about  all  the  people  doing  big  IT  projects?” 

“This  year?  That’s  nobody  but  the  govern¬ 
ment,”  said  the  elf.  “Wrap  up  a  few  dozen 
stovepipes  for  the  Department  of  Homeland 
Security  —  it’s  the  only  way  they’ll  ever  con¬ 
nect  all  those  incompatible  systems.  And  if 
you’ve  got  any  more  life  preservers,  send  ’em 
to  the  Navy  for  its  Navy-Marine  Corps  Intranet 
project.  They  still  haven’t  got  that  boat  float¬ 
ing.  And  then  there’s  that  old  Iran-Contra  guy 
John  Poindexter  and  his  project  to  collect  all 
available  data  about  everyone  everywhere,  so 
he’ll  know  whether  they’re  naughty  or  nice.” 

“Who  does  he  think  he  is  —  me?”  growled 
Santa.  “Send  him  an  AOL  disk  so  he  can  surf 
the  Web  for  that  data.  After  all,  they  say  if  it’s 
on  the  Internet,  it  must  be  true.  But  shouldn’t 
there  be  something  in  my  sack  for  the  IT  folks 
who  do  the  real  work?” 

“Sure,”  the  elf  said.  “We  can  give  the  systems 
administrators  who  deal  with  all  those  soft¬ 
ware  security  holes  each  a  roll  of  duct  tape  — 
it’ll  patch  anything.  The  network  guys  trying  to 
secure  wireless  access  points  could  use  some 
wire  —  barbed  wire  —  to  keep  users  from  giv¬ 
ing  away  the  network.  And  for  the 
e-mail  administrators  doing  their 
best  to  filter  out  spam,  how  about 
a  million  Nigerian  dollars?” 

“Very  funny,”  said  Santa.  “By  the 
way,  what  did  Gunther  order  in¬ 
stead  of  those  Harry  Potter  dolls? 
“Gollum  dolls,”  said  the  elf. 
“Gollum?”  Santa  asked  blankly. 
“You  mean  every  5-year-old  is  now 
slated  to  get  the  creepy  little  guy 
from  The  Lord  of  the  Rings?” 

“Like  I  said,  chief,  we’ve  got  a 
problem,”  the  elf  said.  “Ain’t  tech¬ 
nology  amazing?”  I 


frank  hayes.  Computer- 
world's  senior  news  colum¬ 
nist.  has  covered  IT  for  more 
than  20  years.  Contact  him  at 

frank.hayes@computerwortd.com. 


www.computerworld.com 


But  It  Is  Really  Efficient! 

This  big-deal  R&D  lab  has  a  sequence  of  mainframe 
jobs  that  are  just  taking  too  long,  so  management  calls 
in  consultant  pilot  fish  and  his  partner  to  speed  them 
up  -  no  matter  what  it  takes.  “The  system  passed  data 
from  one  step  to  the  next,  and  at  each  step,  the  data 
was  sorted  using  a  very  efficient  algorithm  that  never¬ 
theless  added  hours  to  the  overall  job,"  says  fish.  “Af¬ 
ter  an  hour  of  careful  listening,  we  presented  our  solu¬ 
tion,  which  easily  cost  us  tens  of  thousands  in  consult¬ 
ing  fees:  Stop  sorting  the  tapes.  After  each  of  the  five 
steps,  the  data  was  resorted  to  the  same  order!" 


SHARK 

TANK* 


Penny-Wise 

Cost-cutter  tells 
contractor  pilot 
fish  and  his  co¬ 
horts  that  phone 
bills  are  too  high.  From 
now  on,  he  says,  they 
should  spend  30  min¬ 
utes  each  month  review¬ 
ing  their  phone  bills  and 
then  pay  for  personal 
calls.  Net  result?  “Aver¬ 
age  monthly  payment  for 
personal  calls:  $8.  Aver¬ 
age  cost  of  a  half-hour  of 
consulting  time:  $50,” 
fish  grumbles.  “And  the 
bean  counter  was  pro¬ 
moted  for  reducing 
phone  expenses.” 

See,  It  Worked! 

IT  manager  pilot  fish  is 
pushing  for  promotions 
for  two  first-rate  entry- 
level  programmers,  but 
his  boss  says  it  can’t 
happen  -  yet.  “I  have  to 
wait  until  some  other 
people  leave  the  compa¬ 
ny.”  VP  tells  fish.  “That 
way,  I  can  do  a  ‘replace¬ 
ment  promotion,’  which 
won’t  count  against  my 
budget.”  Sighs  fish, 
“Well,  two  people  did 
leave  -  the  two  people  I 
was  trying  to  promote.” 

Just  Use  Your 
Imagination 

Consultant  pilot  fish  is 
on  a  team  deploying  new 


management 
software 
globally.  “The 
client  is  ISO 
9000-certified 
and  going  for  renewal, 
so  everything  needs  to 
be  documented  in 
painstaking  detail,” 
fish  says.  “The  client 
demands  the  procedural 
documentation  before 
the  ISO  audit  and  isn’t 
willing  to  implement  the 
tool  until  after  the  docu¬ 
mentation  is  created. 

But  we  don’t  actually 
have  the  software  yet  - 
which  makes  writing  ISO 
documentation  hard.” 

Safety  First 

Financial  institution 
tightens  up  its  privacy 
policy,  so  now  customer 
data  is  password- 
protected  using  128-bit 
encryption,  including 
all  such  files  on  the  se¬ 
cure  network  or  sent  via 
e-mail.  “The  only  ex¬ 
ception  is  when  large 
amounts  of  data  are 
written  to  CD.  Then 
it’s  not  encrypted  at 
all,”  reports  security¬ 
conscious  pilot  fish. 
“That’s  right:  The  data 
on  the  secured  network 
must  be  encrypted,  but 
the  same  text  file  going 
through  snail  mail  on  a 
CD  doesn’t  have  to  be.” 


OFEED  THE  SHARK!  Send  your  true  tale  of  IT  life  to 
sharky@computerworid.com.  You  snag  a  snazzy 
Shark  shirt  if  we  use  it.  And  check  out  the  daily  feed,  browse 
the  Sharkives  and  sign  up  for  Shark  Tank  home  delivery  at 

computerworid.com/sharky. 


It's  amazing  what  your  business  can  accomplish  when  you  think  small 


Dell  |  Enterprise 

PowerEdge™  1655MG  Blade  Server 

Cost-Effective  Consolidation  Solution 

•  Up  to  2  Intel9  Pentium*  III  Processors  at  1.26GHz  Per  Blade 

•  Up  to  84  1655MC  Blades  Fit  into  One  Standard  42U  Rack 

•  128MB  -  2GB  133MHz  ECC  SDRAM 

•  Supports  up  to  2  High-Performance  SCSI  Hard  Drives  with 
PERC4/im  Integrated  RAID 

•  Hot  Plug  Redundant  Power  and  Cooling  Standard 

•  Integrated  Management  Module  and  Keyboard. 

Video  and  Mouse  Switch 

•  Integrated  Layer  2  Managed  Ethernet  Switches 


Pentium  ®/f/ 
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Consolidate  with  Dell  Blade  Servers  and  dramatically  lower  TCO  Dell  PowerEdge™  1655MC  Blade 
Servers,  powered  by  Intel®  Pentium®  III  processors,  represent  the  future  of  server  design  as  well  as 
a  more  cost-effective  way  to  start  consolidating  your  web,  network  infrastructure  and  application 
servers.  Our  small,  3U/6  blade  chassis  is  cutting-edge,  and  it  easily  fits  into  your  existing  power  rack 
and  administrative  infrastructure.  With  Dell  PowerEdge  MC  Blade  Servers,  you  can  expect: 

•  Modular  Flexibility:  Consolidate  multiple  applications  in  a  fraction  of  the  space  required 
by  traditional  rack  designs. 

•  Superior  ROI:  The  1655MC's  smaller,  modular  design  can  help  improve  your  ROI  when 
buying  three  or  more.  And  they're  easy  to  install,  maintain  and  service. 

•  Infinite  Scalability:  Buy  only  the  number  of  blade  servers  you  need,  without  the  investment 
and  overhead  of  much  larger,  more  expensive  chassis  designs.  As  your  needs  grow, 
simply  plug  in  new  blade  servers. 

So  go  to  www.dell.com/blades  or  call  us  toll-free  at  1-866-234-3355  today  and  discover  the  easier 
way  to  get  on  the  consolidation  bandwagon  with  Dell  PowerEdge  MC  Blade  Servers. 

Smarter  consolidation  solutions.  Easy  as 

Click  www.dell.com/blades  Call  1-866-234-3355 

toll  free 


Call:  M-F  7a-8p|Sat  8a-5p  CT. 
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Oracle 

$60  Per  User 

MS  Outlook- User  Interface 
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Wireless  Access  Included 
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Enterprise  File  Sharing 
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Microsoft 

$126  Per  User 

MS  Outlook- User  Interface 
Email 
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No  Voice  Mail 
Wireless  Access  Extra 
Microsoft  Exchange  Email  Server 
Virus  Epidemic 
Workgroup  File  Sharing 
Windows  Only 

Costs  more,  but  you  also  get 
Melissa,  Snow  White,  Michelangelo... 


Oracle  Collaboration  Suite:  US$60/user 

Microsoft  Exchange  2000  CAL,  5  Licenses:  US$87.80/user 

Microsoft  Windows  2000  Server  CAL,  5  Licenses:  US$37.80/user 
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